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DISTRIBUTOR STOCKS—A DEFENSE BULWARK 


see editorial, page 33 ay 
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_Model-C 

















Threading 8-inch pipe in 6 minutes with No. 80 Beaver Threader and Model-C. 


Recommend It For Defense Projects! 


Immediate Delivery 


Model C-1 and C-2 Power Units, that make Pipe and Bolt Machines of hand tools from % to 8-inches, are 
playing a mighty important part on many Government Projects. 





Where immediate delivery of power cutting and threading equipment is 
necessary—and where pipe machines cannot be had except on deferred 
delivery—tell your government contractors about Model-C. 

Show them how these rugged, speedy, powerful units make pipe machines 
of any :nake of hand tools. Show them how they drive geared cutters and 
threaders of any make, by means of a drive shaft, threading 8-inch pipe 
in 6 minutes. 

See Page 16 of our No. 41 Catalog, recently sent you. It gives full details, 
and pricing. Write for as many extra copies of the catalog as you need— 
and copies of “What Users Say” about Model-C. 

Don't let these government pipe machine orders slip through your fingers 
because of a delivery requirement. Model-C has “come to the rescue” 
on many government projects. 


7. EAVER 


2° PIPE T@LS 
‘Highest Quality * WARREN, OHIO * For~ 40 Newene 
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THE SUPPLY MONTH 


AMERICAN THIEVES are the most 
enterprising in the world. They sur- 
vey general conditions, study their 
markets and prospects and carry on 
in an orderly way, apparently. Right 
now with all the gold buried in Ken- 
tucky, their scouts have seemingly 
come in with the news that our pro- 
gram of defense production has 
placed many tools and supplies in 
the category of cash-in-hand. Supply 
houses are falling victim more and 
more frequently to midnight visits 
from persons who don’t hold an invi- 
tation. Latest place to be burglarized 
was White Tool & Supply, Cleveland. 
H. C. Ellsworth reports a big quan- 
tity of drills, hack saw blades, chucks 
and precision tools were stolen. One 
way to get it without a priority. And 
it’s another warning that this stuff 
has become so valuable that extra 
precautions are necessary. 


WE RECK we've done our bit to 
the hilt i in contributing to the defense 
of the nation. Not only is Jim Chan- 
non now dishing out orders as a 
Lieutenant-Colonel at Fort Ethan 
Allen, Vt., but in Jim’s outfit are two 
other members of the MILL SupPLIES 
staff—Carl Palmer, of the layout de- 
partment, and Bob McNevin, produc- 
tion. Moreover, Milt Cumming (edi- 
torial) who took those swell pictures 
on the Bermuda trip, is back in the 
tropics as a 2nd Lieutenant. 


cr 


SREDIT for that swell picture on our 
cover this month goes to George 
Mathewson of Squier, Schilling & 
Skiff, Newark. George has crashed 
these pages before, what with the job 
he does selling transmission and 
his adroit use of the camera as a 


sales tool. For further light on the 


Oo 
o>. 


Mathewson technique. see page 
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RELIABLE EQUIPMENT 


.... profitable sales for today’s many demands 
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— Distributors get the 
advantage of supplying 
a wide variety of profitable 
items by carrying the extensive 
Brown & Sharpe Line 





BS Brown & Sharpe Mfg. Co., 
Providence, R. |., U.S. A. 
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@ MALLEABLE SAFETY COLLARS—Check the sales 
features and see why Link-Belt quality helps you make 
money. These malleable safety collars—solid or split 
—are strong and durable, light in weight, and occupy 
little space on the shaft. Bores are machined and 
accurately faced on both sides. They resist rust and 
corrosion. They can be driven on or off the shaft 
without breaking or chipping. The set screws are well 
protected for safety. Only a monkey wrench needed 
for installation or removal. 


SOLID STEEL SAFETY COLLARS—Where you have re- 
quests for safety collars for installations where but 
limited space is available you can depend on Link- 
Belt Steel Safety Collars to fully meet the need. They 
are machine-finished all over and cadmium plated- 
corners are smooth and flangeless—outer edges are 
rounded for safety—set screws tighten below the 
surface—bores are chamfered for ease of installation. 
They are especially well suited where limited space is 
available on and around shaft, or where corrosion 
resistance and appearance are important. Neatly 
packaged. 


Go right down the entire line of Link-Belt power 
transmission equipment and you see one feature after 
the other—features that help the distributor—day in 
and day out—in his sales efforts. Investigate the line 
now—it’s well worth your while. 


LINK-BELT COMPANY 


Chicago Indianapolis Philadelphia 
Dallas San Francisco 


Atlanta 
Toronto 


Corried in stock by mill supply houses throughout the country 


OTHER LINK-BELT POWER TRANSMISSION EQUIPMENT 





TO HELP YOU 


“Friction Fighter’ Ball 
Roller Bearing Units 
Unmounted Bearings for various 
industrial applications 
Welded Steel Base Plates 


Babbitted and Bronze-Bushed 
Bearings 

Take-ups 

Friction and Jaw Clutches, includ- 
ing the famous Twin Disc line 


Cast and Cut Tooth Sprockets 
and Gears 


Steel Split and Cast tron Pulleys 
Safety Collars 


Couplings, both 
Rigid 


and 


Flexible and 


BUILD SALES 


Drop Hangers and Hanger 
ings 


Grease Fittings 

Shafting 

Silverstreak Silent Chain Drives 
Silverlink Roller Chain Drives 


Speed Reducers of the Worm, 
Herringbone and Motorized 
Helical Gear Types 


Bear- 


Variable Speed Transmissions of 
the P. I. V. Gear and V. R. D 
Types 


All types of chains for conveyor 
and power transmission 


8474 


POWER TRANSMISSION EQUIPMENT 
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THIS LETTER EXPLAINS 
WHY “TOLEDO” IS SO FAR 
BEHIND IN DELIVERIES TO-DAY 








Users know that no other pipe tools 
or pipe machines can equal “Toledo” 
for performance, and are therefore 
demanding “Toledo” equipment. 


Although more “Toledos” are being 
made and sold than ever before 
“Toledo” will not sacrifice quality 
for production. 


The “Toledos” of today are as good 
or better than ever before. 


Your customers will do better to 
wait the short time necessary for a 


“Toledo.” 








~, 





jody 
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THESE 4 WORDS ‘ 
PUT THE BIG PUSH 
IN Gasset 


Attached to the handle of each 
Ingersoll Shovel you stock is a small 
booklet which explains why we can 
guarantee these Blade Edges to be 
“Split-proof.’’ It helps you make a 
“Quicksaletoasatisfied customer.”’ 
Ingersoll Shovel Blades are made 
from TEM-CROSS Tillage Steel, 
produced in our own mills. Cross- 
rolling gives it an interlocking, 


mesh-grain structure... Available in all types and grades, round 
makes it split-proof. 


- : ; a ss and square points, black or polished 
Mi cgtigene | tay ang H finishes. All Alloy, A, B and most C 
ica’s largest Imple- pe HB is | Grades are heat-treated. 
ment Manufac- 
turers for their 
Disc Blades to 


stand tough / Nabe INGERSOLL STEEL & DISC DIVISION 
tillage Bek gh BORG-WARNER CORPORATION 
NEW CASTLE, INDIANA 


Plants: New Castle, Ind.; Chicago, Ill.; Kalamazoo, Mich. 


Write for further information. Address 
our New Castle Plant. Dept. M.S. 





SHOVELS - SPADES - SCOOPS p 
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YOUR PROSPECTS TODAY 
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These Small, Fast, 


















TYPICAL OF MEN TODAY with a big production job on their hands, 
airplane makers have long shunned “droopy”, inefficient drill- 
ing methods. They MUST have speed! And so the job has gone 
to Thor’s “Speed-Up Squadron” of U14 type 4” Drills — the 
smallest, lightest portable electric drills ever built. Tremen- 
dously powerful, designed for the stiffest production service, 
they are nevertheless so compactly built, so extremely light in 
weight, that they provide the perfect ONE HAND operation . . . 


the “finger point” accuracy that insure fast, efficient drilling. 


ONE HAND does 
the job with these 
small, fast, light 
THOR 1%” DRILLS. 





36 oirrerent MovELs 


3 DIFFERENT MOTOR SIZES 


je type 5 DIFFERENT SPEEDS 


PORTABLE ELECTRIC 3 SWITCH STYLES 
> DRILLS 


3 RIGHT ANGLE TOOLS 
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THIRTY SIX DIFFERENT MODELS provide precisely the right Thor 
drill for each job! Included in this lineup are three different 
motor sizes for everything from light maintenance to extra 
heavy production drilling . . . five different speeds ranging 
from 750 to 5200 R.P.M. .. . three different switch styles to 





as : p | ar For ac peneral Yo UITAM. This mogel has a low 
suit individual preference . . . and three right angle tools with Speed RP-M. Length, speed of 750 RPM. for drill- 
6 a4 Weight, % ing stainless steel and other 
ounds. Thumb throw swite hard materials. Momentary 
the smallest working clearance on the market. jocks Yor continuous opere- switch fer intermittent work. 


tion, 
WHAT A SELLING SET UP that gives you! For speed is what 
they want today, and you can give it to them . . . in any 


‘of these 36 different Thor drills. A range so big you'll 





find it easy to satisfy the needs of every customer. Sell 


oon. A right eagle model 04? More powertel motor 

° . wi e smaties workin 

them FASTER PRODUCTION today with Thor Drills! Secrance of any drill, The Sock S900 RPA. Ploncee 
angle attachment can be switch can be used for either 
turned and clamped in any continuous or intermittent 
position. Speed, 2500 R.P.M. drilling. 


INDEPENDENT. PNEUMATIC TOOL CO. DO/7 NOW / 


600 WEST JACKSON BLVD. 
CHICAGO, ILLINOIS 






Right now, phone or write one of Thor’s 
nearest branches, which are listed at left, 
Portable Power 

and talk to a Thor man. He’ll be glad to 


tell you more about these fast drilling, 


ver ro) 
Milwaukee, Wis 


fast selling Thor Drills! 
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GUARDIANS OF INDUSTRY 


Throttle the supply of bolts, nuts, machine screws, and other threaded 
industrial fastenings, and our defense program would halt. There is no 
plane, no tank, no gun, no ship, no machine tool, no box car that does 
not contain scores of such important products. For the “‘lowly” bolt 
and nut and its modifications provide industry with its only standardized 
fastening that may be accurately adjusted and that permits disassembly 
and reassembly at will. 

RB&W is continuing plant expansion and product improvement, as 
well as adding to service facilities, in order that the pace of progress 
in the bolt and nut industry may be not only maintained, but substan- 
tially accelerated. 

Since 1845, through years of war and years of peace, through booms 
and depressions, RB & W has provided industry with stable facilities for 
EMPIRE Bolts, Nuts, Rivets, and other Threaded Industrial Fastenings. 
In the future, as well as in the past, RB&W quality and RB&W 
service will be maintained. 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 


PORT CHESTER, N.Y. ROCK FALLS, ILL. CORAOPOLIS, PA. 


eer 
EMPIRE 





TWIST DRILL AND 
MACHINE COMPANY 
NEW BEDFORD, MASS., U. S. A. 


NEW YORK STORE: 130 LAFAYETTE ST. -2--- CHICAGO STORE: 570 WEST RANDOLPH ST, 
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ES, it’s been that way for over 

fifty years—steel pipe has con- 
sistently out-sold all other types of 
pipe. And in these days of high-speed 
progress, that’s a record. You'll have 
to admit that any product that can 
win and hold leadership for that long 
must have what it takes to satisfy. 











Steel pipe has held its leadership be- 
cause it has not let industry down. It 
has always given more piping service 
per dollar of cost than any other pipe. 

Naturally NATIONAL Pipe of today 
is an improvement over the steel pipe 
of fifty years ago. Year by year it has 
been made stronger, more uniform, 





freer of scale, easier to bend, and 
less subject to corrosion or pitting. 
But fundamentally, it’s still the same 
pipe that won the confidence of build- 
ers, industrial men, and technicians 
fifty years ago—America’s Standard 
Wrought Pipe. Write today for com- 
plete engineering information. 


NATIONAL TUBE COMPANY 


Columbia Steel Company, San Francisco, Pacific Coast Distributors 





PITTSBURGH, PA. 





United States Steel Export Company, New York 
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soc, Oa Penified 
piace 7-PLY THOR BELT 
7” long x 16” wide 


for 9 
O K.V.A. GENERATOR 
Installed: 1937 


Speed of belt: 
4,400 F.P.M. 








ONE BELT SOLD THE 


HEN it comes to selling. the beit looks good enough 
Goodyear distributors to last several years more. 
don’t have to rely on prom 


Nice voing for the owner, 
ises—they have the records “a ng 


and for the Goodyear dis- 


as ances to back : z 
of past performan tributor, too! On the basis 0 


them uP: this fine performance: he is 
Records euch as this one, for now selling the mill the fol- 
example: A North Carolina lowing Goodyear products: 
g been Compas Textile Belts. E-C 
having troubl is Cord V Belts, Air Hose. Fire 
K.V.A. Generator. Hose, and additional Thor 
conventional belts were used Belts. If you are not a Good- 
on this drives slippace and = year distributor, why not see 
stretch were constant prob- if your territory is open? 
lems. Shutdown’ were fre- W rite: Mechanical Goods 
quent. Department, Goodyear, 
Then, four year® ago, a T-ply Akron, Ohio or Los Angeles, 
Goodyear Thor Belt was in- California. 
etalled. This belt has been 07 
the job ever eince—without 
a moment § loss for repair 


THE GREATEST NAME 


or take-up- Slippage has been 
eliminated entirely. Today, 


Thor, Comp2**. E-C Cord -T- M.'s The Goodyear Tire & Rubber Compsry 
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YOU'LL FIND JUST 
THE TOOL YOU 


NEED IN : \ 
SKILSAW TOOLS SKILSAW 


DISC SANDERS 
9 MODELS 22 MODELS 5S MODELS 
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BELT SANDERS 
4 MODELS 


e SKILSAW DISC SANDERS Model 
“SL”, built especially for use with 
cup grinding wheels (5000 R.P.M.), 
are used in production work for fast 
grinding of welding beads. Other 
“SL” sanders are used with pads and 
sanding discs for removing scale from 
castings and in preparing surfaces 
for painting. 


ALSO BLOWERS, 
HAND AND 
BENCH GRINDERS, 
FLOOR SANDERS 





UMI 


WV ould you want better proof that SKILSAW TOOLS have wide acceptance in 
plants that know and want the best? Would you want a better demonstration of the 


fact that every SKILSAW TOOL helps to sell another . . . that every plant is a logical 


prospect for the complete line? 


Armstrong-Blum Mfg. Company, Chicago, use 4 different types of SKILSAW 


TOOLS throughout their plant, to speed up production of their “Marvel” machines 


that are so much in demand today by steel-fabricators. They use them to build the 


'. eT R 
¥ ; "t 
q ts 

y 


machines better . . . to build them at lower cost. Here 
the use of one SKILSAW TOOL has led to another. . . 
and that’s typical of what you will find in every plant, 


if you push the complete line of SKILSAW TOOLS! 
SKILSAW, INC. 


5033-43 Elston Avenue, Chicago 


36 East 22nd Street, New York 52 Brookline Avenue, Boston 8&2 ain Street, Buffalo 
15 South 21st Street, Philadelphia — 2902 Euclid Avenue, € and -—— 212 a Ss Jvallas 
918 Union Street, New Orleans— 29 North Avenue, N.W. a— 26 ta Fe 


’ Avenue, 
Los Angeles—2065 Webster Street, Oakland. Canadian Branch: 85 


ie 
Deloraine Avenue, Toronto. 





@ Light and compact Model 80 SKILSAW DRILLS @ Drilling operations are speeded up with %¢ in. 
are used on large machines which can’t be Special Duty SKILSAW DRILLS Model 62. Their 
taken to a stationary drill. They get into tight design and light weight makes them ideal for 
pleces because of their compact design. drilling in close quarters. 
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@ This SKILSAW DRILL Model 101, fitted with 
aMarvel” Hole Saw, is cutting a 24, in. hole 
in the casting for mounting an adjusting lever. 


@ Here a large steel casting is being drilled by 
a 54 in, Special Duty SKILSAW DRILL Model 
101. Easy to handle, yet it has plenty of drill- 
ing power. 





UNIFORM... 


Because it's made by the new 
Continuous-Weld Process, Beth- 
Co-Weld Pipe is uniform in qual 
I NAME iliicldu Men aMealelaclar-latiiles 
Furnished in uniform 21-foot 
lengths, too, plus or minus one 
inch. The New Continuous-Weld 
mill shown here is one of two 
now in operation at Bethlehem’s 


Sparrows Point Plant. 
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HERE’S THE best pump “buy” 
of the year . . . the pump that 
will help you push up your pump 


profits... 


New in design . . . new in 
performance . . . made to satisfy 
a customer demand — the Allis- 


Chalmers All-In-One Electrifugal 
Pump Unit is a new-type of dealer 
“package” pump that you'll find 
easy to stock and easy to sell! 


Best of all — this new pump unit is a door-opener. 
For when your salesmen sell the Electrifugal, they’ve got 
a completely new unit to talk about . . 








1. Wide Market 
2. New Sales Points 

3. Full Line 

4. Aggressively Advertised 
5. Engineering Cooperation 
6. No Waiting for Delivery 
7. Priced Right 








. new, fresh sales 





arguments that arouse interest and 
make sales. 


Don’t let this profit-making 
opportunity slip by. Dealerships 
for this new pump line are still 
available. Get the full story how 
you can obtain your share of this 


profitable new pump business. 
Jump on the Electrifugal band-wagon. Write Allis- 
Chalmers, Milwaukee, Wisconsin . . . today! 


A 1359 
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Shere’s move to 
POWELL QUALITY 
















than "ects. the 
BUYER’S EYE! 


...LET’S TAKE SMALL 
VALVE MANUFACTURE... 


In Core Making, Metal Melting and Pouring the exact, 
scientific procedure used in checking POWELL DESIGNS 
and METALS is followed. 


The production of ever better valves starts in Powell 
laboratories where trained engineers and metallur- 
gists constantly check and change designs . . . ac- 
curately test all the metals and alloys that go into 
Powell products . . . and this scientific proving pro- 
cedure prior to manufacture is carried through the 
actual building of the valves ... from painstaking 
skill in making perfect cores, to the strenuous tests 
required to assure valve satisfaction. 


First, delicate, sensitive fingers handle the fine work 
of making cores for Powell small valves . .. to assure 
perfect models from which to make perfect valves. 
Then, in the foundry, each batch of molten metal is 
carefully tested for its specific job. Third, pouring 

- utmost care is taken to avoid porosity and sand 
or slag inclusions . . . every single pouring is under 
the direct supervision of a specially trained craftsman. 


There, in a picture, is one phase of modern valve 
manufacture ... operations that guarantee satisfac- 
tory finished products . . . workmanship that enables 
you to place added emphasis on the phrase “qual- 
ity, through and through”. Consider these and all 
other Powell superior manufacturing points . . . then 
recommend Powell to all your buyers and prospects 


- for value ... for performance . . . and for profits 
for you. 





You Need More Than a Photograph 
of the Finished Product to see 
ALL the Qualities that Make 
Powell Valves...Easier to Sell — 

..+» More Profitable to Represent. | 
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POWELL’ 
VALVES 





THE WM. POWELL COMPANY 
CINCINNATI, OHIO 
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STACKS UP 


BOSTON @ BALTIMORE @ PHILADELPHIA @ CHICAGO @ CHARLESTON @ NEW ORLEANS @ GALVESTON 


i8 





s igeaeor is no rope like Amco “All-Weather” Manila Rope for building 

profits. It is a specialty rope with exclusive features, resulting in superior 
performance ... real sales appeal. All of your customers are prospects 
for rope. Amco is therefore an attraction that brings in new business and 
helps you sell other stocks, too. 


Amco is a first-grade manila rope, treated with a special rot-proofing and 
water-proofing solution that seals in natural fibre oils, resists drying and 
weathering. The cordage solution used in Amco contains no tar, creosote 
or graphite and lasts as long as the rope itself. Amco Rope stays smooth 


and pliable even in freezing temperatures. 
Numerous impartial tests have proven that 

Amco outlasts any other rope. AMCO 
American”. You may say to your customers a ROPE 
. «longer! Order MANILA 


a stock of Amco today. 








For greater customer-satisfaction, increased 
sales volume, stepped up profits . . . "Go 


“Amco stays stronger 


IN PROFITS 





The Only Full Line From 
One Source Of Supply 


Amco “All-Weather” 
Manila Rope 


“American Superior’ 
Manila Rope 


American Manila 
Transmission Rope 


American ‘Superwear”’ 
Manila 
Drilling Cables 


“Sparton” Sisal Rope 
“Anchor” Sisal Rope 
Fine Polished Twines 
Coarse Polished Twines 
Fine Unfinished Twines 
Coarse Unfinished Twines 
Sisal Twines 
“Royal” 
Plumbers’ Spun Oakum 
“American” Marine 
Oakum 
“Eagle” Twisted 
Jute Packing 











AMERICAN MANUFACTURING COMPANY 


NOBLE AND WEST STS., BROOKLYN, N. Y. 


WESTERN FACTORY: 


ST. LOUIS CORDAGE MILLS 
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ST. LOUIS, MO. 
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VERYTHINGS CHANGED 
BUT THE 


Tone of Our Mai 








% 
A pe % , ‘ 
puch © te gourd mo John W. Hobbs Corporation 
: 1 
is, ce Springfield, Ill., U.S.A 
43 P ' pringfield, es 1 
in psi ,full¥ February 14, 1941 
s ° 
your ttle» Mer Johnson Gas Appliance Co. 
.. = Cedar Rapids, Iowa 


Gentlemen: 

We are pleased to advise that the Model 
No. 120 furnace, which we recently 
ordered from you, has been installed 

in our toolroom and is giving the very 
best of satisfaction. Our toolroom 
foreman reports that it easily comes 

up to his expectations and all claims 
you make for it. 

Should we need additional equipment 
of this kind, we undoubtedly would 
specify your manufacture. 

Very truly yours, 

: JOHN W. HOBBS CORP. 

JWH:H J. W. Hobbs, President 





SHIPPING WT. 
250 LBS. 


Compare today’s letter 
with this... 













Today The JOHNSON Line is Still 
Hotter than a Little Red Wagon 


Ee eee 










Johnson Furnaces consume half the quantity of 
gas, in a given time, that ordinary units require. 
In addition, Johnson units reach maximum 
temperatures in 50% less time! Reason enough 
why the Johnson line is a HOT one to push! 


No. 570 Pot-Hardening Fur- 
nace, with 4 burners — Has 
G.E. Motor and Johnson Blow- 
er. Pot size 14”’ x 20’’. 


Send for Free Folder on the New Line of 
large Heat-treating and Melting Fur- 
naces. 





No. 101 Bench Furnace — Powerful, eco- 
pasate and efficient for soldering irons, 
eat-treating, tempering, annealing, etc. ws 2 a) 
No blower needed. Often imitated, but ee a a 


never equaled. Firebox size 13’’ x 131%4"’ x 5%”. 
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Norton 
GRINDING 
ERVICE 


From the Norton labo- 
ratories have come special 
Resinoid Bonded Grinding 
Wheels for various types 
of work. such as snagging, 
billet grinding, weld fin- 
ishing, cutting off, disc 
grinding, roll grinding. 
And Norton engineers the 
country over are ready to 
insure their correct appli- 
cation on your grinding 
operations. 


It is a typical example of 
the complete Norton Serv- 
ice embracing research, 
engineering, manufacture 
and distribution. 


NORTON ABRASIVES 


NORTON COMPANY 


Worcester, Massachusetts 
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THE NEW LINE WITH NEW SELLING POWER 


pury ELECTRIC DRILL 


Yes, they're new, but man, they are tried and true 
—and here’s why—SIOUX Heavy Duty Electric 
Drills retain all the SIOUX quality features that 
are selling so well—here—there—everywhere. 


We have simply re-designed them to make them 
even more valuable—even more to be desired— 
even more serviceable. Now they are shorter, more 
compact for greater efficiency, for better balance, 
MORE SIOUX ITEMS for easier handling, and for greater convenience in 


close quarters. 
To add to your sales and get a full meas- 


ure of SIOUX profits, investigate the SIOUX Heavy Duty Drills include sizes and capac- 
possibilities for you with SIOUX Electric ities to meet all needs. Write for details and dis- 
Grinders and SIOUX Electric Sanders. counts. Our strict Distributor policy protects you. 


STANDARD THE iL" © WORLD OVER 
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Industrial Sales Division 


RAYBESTOS-MANHATTAN, INC. 
Manheim, Pa. 


Send me, Free, your new catalog. Write me about your strict distribu- 


tor policy. Explain how | can sell R/M packings for bigger profits. 


Name 
Address 


it 




























* 
"Presenting to our Esteemed Public 


THAT BEST-KNOWN NAME IN PACKINGS, 
THAT ALL-STAR FAVORITE OF JOBBERS, 


That great Resale Performer Exhibited in 













This Catalog, which we urge you to accept as our gift, is a complete packing presen- 
tation (from which you can sell direct) by one of the greatest names known to 
industry —Raybestos-Manhattan. Send for their catalog today. See it. Let it perform 
sales feats for you. 


R/M is a name that will crack whips for you. Behind it are 40 years of asbestos knowl- 
edge and experience. A strict distributor policy is an accepted part of it. It means 
engineering specialists to help on consultation. Above all, it means a line built and 
designed for resale. 





That is why you should mail this coupon, have this catalog, and sell 
the R/M line. It is the smallest complete line you can have. It is 
fully indexed, fully pictured, and tells what item to choose for every 
use. Send for it today. 





INDUSTRIAL SALES DIVISION 


RAYBESTOS-MANHATITAN, INC. 


Makers of Packings for Every Industrial Use 


BRIDGEPORT, CONN. MANHEIM. PA. NORTH CHARLESTON.S.C. PASSAIC.N. J 
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ORE mill supply distributors handle "G.T.D. Greenfield" 
Tools than all competitive lines combined. Why? Because 
"G.T.D. Greenfield" is the main small tool line—the only one 
that offers all these listed business-building services. Any 
"G.T.D. Greenfield" representative will explain in detail 
how concentration on the "G.T.D. Greenfield" line means 
more profits for the distributor. 


GREENFIELD TAP & DIE CORPORATION, Greenfield, Mass. 


Detro "lant: 2102 West Fort St. Warehouses in New York, Chicago, Los Angeles ani 


troit PI 
San Francise da: Greenfield Tap & Die Corp. of Canada, Ltd., Galt 








Ze GREENFIELD 


TAPS - DIES - GAGES - TWIST DRILLS - REAMERS - SCREW PLATES - PIPE TOOLS 
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Williams S U P i R E | Q R F will 
TURN THE TOUGH ONES 





@ Big, husky, rugged . . . powerful 
enough to turn just about anything 
with threads on it — that’s Williams’ 


*“SUPERECTOR”! 


Here is a real “he-man” wrench. 
Built with plenty of leverage for the 
really tough jobs, yet strong enough to 
thrive on the punishment that goes with 
that kind of work. And despite its al- 
most unbelievable strength and power, 
the “SUPERECTOR” is comparatively 


light in weight. 


Williams’ “SUPERECTOR” _ is 
made in 5 sizes—24 to 53”. It handles 
both Hex and Square Sockets from | 
to 4%”. Socket hole extends clear 
thru so nuts may be turned all the way 
down on any length bolt. Other ad- 
vantages include Quadruple Pawls, more 
teeth per socket and a_ drop-forged 
handle. Increase your tool sales with 
this fully-guaranteed tool. 

1-566 
HEADQUARTERS FOR 225 LAFAYETTE ST., NEW YORK 
WRENCHES “C" CLAMPS PIPE VISES PIPE TONGS eonen EYE BOLTS 
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@ Now is the time for you to edu- 
cate prospects and customers to 
look to you for Bunting Standard- 
ized Bearings, Tubular and Solid 
Bars of Bunting Bronze and other 


items which today only you can 


This Bunting Catalog 


will serve you just a 


wil weve you ive oo | supply quickly. Keep stock bins 
filled. Seek orders everywhere... 


little more space ana 


— ~*~ The Bunting Brass & Bronze Com- 





@ Purchasers, engineers and production men pany, Toledo, Ohio. Warehouses 


in all industries are reading the above message 


im lending Reliving heipe you ail. Ss AM All Principal Cities. 


Mm AMT 


! 


ia) ~ a ae 
ie) >) Bins 


BRONZE BUSHINGS Vy BEARINGS 
PRECISION BRONZE BARS BABBITT METALS 
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‘“My Boss Has Speeded Ups poe 
My Job and Made 
It a Lot Easier!’ 





































ES SIR! The work rolls off my assembly bench 

a good deal faster — and I’m still swingin’ ic 
when the whistle blows. I never thought wrenches 
could make such a difference! 


“But we took a tip from the Aviation plants and stand- 
ardized on Blackhawk Socket Wrenches. And when 
the Boss saw how Blackhawk had improved Socket 
Wrenches — it was “no dice” on the old fixed-type 
wrenches and adjustables from then on! 


“For instance — how would you get a big-jawed wrench 
into this tight spot? I use a long Blackhawk Socket! 
And over here, a Blackhawk Universal Joint gets around 
that corner. 


“The finish on our assemblies won’t stand for burred 
nuts and scratches that come when an ordinary tool 
slips off the two sides of a nut. A Blackhawk Socket 
gives you bearing surface on all sides! My knuckles 
don’t get skinned like they used to either, and that’s 
somethin’. 


“How they pack all that strength into so little steel 
is beyond me! But they sure stand the gaff and still 
give me more leverage than I ever had. Mister, it’s 
just plain fun to work with these light-weight, slim, 
trim chromium-plated beauties!” 


A Product of BLACKHAWK MFG. COMPANY 
Department W1731 MILWAUKEE, WISCONSIN 


GET THE NEW 48-PAGE CATALOG 
ON BLACKHAWK WRENCHES 


e ion ¢ 7 have di 
Socke, 29d ~ gift old ch fo, UScove, 

“Kee Wy bette, bs Raje Wtenc, Sach | 84 the 
*€0Ches, Workmany Brean? re 


use s Tear, On ° Ta. 

j : ; Portes bie 4 f0 MP with ‘peed, pom 

Something BIG has happened in the wrench industry — and Adapiay, attac ferchao” tha t Soc ackhawy, 
you'll want to know about it! When you see this catalog handle” © than ents {8abje ker 


Wrench cand cha tigi md hag, waiticke: aaches _ 


you'll realize what the many Blackhawk Socket Wrench de- Bi are BMsy hs eta, 
velopments mean to you. Socket sizes range from 3/16” to enter Paw Sottcked — “ane wich formble 
3-1/2” — with a more complete line of handles, sockets th : : 


and attachments than is offered by any other wrench manu- 
facturer! Blackhawk Industrial Distributors everywhere can 
serve you right from stock. 








DISTRIBUTORS: 


This ad appears in leading in- 
dustrial magazines to help you 


sell more Blackhawk Wrenches. WY BS ° B f . M. L of if y B 1 ye ° } 
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These pliers = 


HOLD THEIR EDGE... 


and your customers 





Good pliers should snip high-strength, plow steel wire then 
cut paper cleanly as a pair of shears. To meet such tests, 
these much-abused tools are made from steels with hardness 
to resist wear, plus toughness which resists shock and dam- 
age to cutting edges. That means heat-treated alloy steels 
strengthened and toughened by additions of Nickel. At 
right you see pliers, made from Nickel alloy steel by Peck, 
Stow & Wilcox Co., Southington, Conn., tested for uniform 
cutting ability. 


° . . 
Nickel alloy steels respond readily and uni- ~ ™ 

aa - = * WA vie 
formly to simple heat treatments that in- 7 «8 ‘ede ate - 
crease strength and toughness. Below you ae 


see “Pexto” pliers undergoing Rockwell 
hardness tests. Peck, Stow & Wilcox specifies 
Nickel-molybdenum steels for longer-lived 
hand tools. 


Using heat-treated 
Nickel molybdenum 
steels, Peck, Stow & 
Wilcox makes certain 
Pexto tools have extra 
strength, hardness and 
toughness to withstand 
long, hard usage. 


For use on overhead wiring 
where tool slippage or break- 





age might cost a life, Pexto 





strand pullers are carefully 


built of Nickel alloy steels. You can always recommend those better tools 


which are made from tougher Nickel alloy steels. 
Ask your supplier, “Is this Nickel steel?” 


THE INTERNATIONAL NICKEL COMPANY, INC. new’ vor, w. v. 
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AT WORK IN — OF THE NATION 





NATIONAL METAL eat T00LS 


a” get aot Z 


\ 





Special Designs to Meet 
UNUSUAL CONDITIONS 


@ Special requirements 
of alignment and ac- 
curacy, such as these, 
call for tools that are 
designed and built to 
meet them. 


@ NATIONAL Engineer- 
ing and Manufacturing 
Facilities are geared to 
the realities of the 
present Emergency. 
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A 
GATES 
PATENT 





These Gates Vulco Rope Drives 
‘™ —operating a cooling tower for the 
great store of William H. Filene’s 
mm Sons, Boston—have been running 
for five years, out-of-doors, in 
weather ranging from 18° below 
zero to 99° above. The belts are 
still in excellent condition and very 

m little take-up has been needed. 


ee he. 
Here’s an Easy Way to 


ii See for YOURSELF 


CONCAVE SIDE s.0 %ey/ 


If you use V-belts you cannot spend two minutes more profitably than in 
What Happens making this simple test :— 


When a Pick up any V-belt that is built with straight sides. Bend it as it bends in 
V-Belt Bends going around a pulley. You will see that the top of the belt grows narrower, the 
bottom wider—and the sides of the belt bulge out. The straight-sided belt, when 


bent, takes the shape shown in figure 1, at left. Clearly, this shape does not 
fit the sheave groove. 


Now make the same test with the belt that is built with the patented concave 
side. As this belt bends, you will see it take the shape shown in figure 2—a shape 
that precisely fits the sheave groove. 


Two savings result. First, no outbulge of the sides means uniform sidewall 
wear—longer life for the belt. Second, the full side of the belt uniformly grip- 


ping the sheave wall will carry heavier loads without belt slippage—a saving in 
belt wear and also in power! 


The Gates Vulco Rope is the only V-belt built with the patented concave 
side. 


THE GATES RUBBER COMPANY 


Engineering Offices and Stocks in All Large Industrial Centers 


GATES ’’.c: DRIVES 


CHICAGO, ILL. HOBOKEN, N. J. BIRMINGHAM, ALA. LOS ANGELES, CAL. DENVER, COLO. 
1524 South Western Ave. Terminal Building 1631 Ist Ave., South 2240 E. Washington Bivd. 999 South Broadway 


DALLAS, TEX. PORTLAND, ORE. SAN FRANCISCO, CAL. 
2213 Griftin Street 333 N. W. Sth Avenue 2700 16th Street 
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A. a glance, you see for yourself the sales 
appeal of this new P&H Zip-Lift. There’s no other electric hoist anywhere near 
its low price that gives users these advantages: wire rope design — push button 
control — crane-type limit switch — two brakes — interchangeable mountings 
for bolt, hook, or trolley suspension — wide side pull to serve larger floor 


areas — fully enclosed construction — light weight — easy plug-in on any 
standard electric circuit. 


These are the features users want — and buy! The new Zip-Lift means 
increased hoist sales — and profits — for you! 


THIS IRON CLAD DISTRIBUTOR POLICY Sold 


_ —— important asset to you! It means protection — co-operation assistance! THROUGH 
lt outlines the sales plan behind the P&H Zip-Lift — lays a solid foundation upon which 

you can make money now and be assured of steady profits for years to come. Ask for INDUSTRIAL 
your copy of this iron-clad policy. DISTRIBUTORS 





Ask also for facts about the aggressive P&H Zip-Lift advertising and sales campaign. 


’ 
AR SCHFEGER 
m4 CORPORATION 


\_.. 4538 West National Avenue, . Milwaukee, Wisconsin 








































ing the Same Groundwork! 


JENKINS PUBLICATION JENKINS SERVICE 
ADVERTISING REPRESENTATIVES 





IN APRIL IT’S Jenkins Bronze Gate Valves! 


Every month, the army of Jenkins Advertising 
concentrates on a different objective. In April it’s 





Jenkins Bronze Gate Valve, Fig. 370. Valve of the 
The inside story of how this sturdy, multi-purpose 
valve saves maintenance and gives low cost-per- Month 


year service will be brought to the attention of 
valve buyers with the aid of a cutout in color 
illustrated at left). This ingenious sales tool shows 
both outside and section views—together with 
service-proved design features. 


In the hands of Jenkins Service Representatives, 
the Figure 370 cutout will lay the same ground- 
work for sales as more than 200,000 printed 
salesmen in 14 top-notch Industrial, Power Plant, 
Purchasing and special industry publications. 


The Jenkins promotion program is both intensive 
and extensive. During the present year almost 5 '2 
million contacts will be made with valve buyers 
through publication advertising. And the climax 
of every Advt. is always—“Prompt Delivery offered 
by Reliable Supply Houses Everywhere”. 





JENKINS BROS., 80 WHITE ST., NEW YORK, N.Y. 
Bridgeport, Conn.; Atlanta, Ga.; Boston, Mass.; Philadelphia, 


Pa.; Chicago, Ill.; Houston, Texas. Jenkins Bros., Limited, JENKINS FIG. 370 


Montreal; London, England 
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Distributor Stocks —A Defense Bulwark 


Events are moving in a direction to indicate that 
svoner or later the Defense Program’s administrators 
may have to establish some ratio of importance between 
the order that requests goods for a particular need and 
the order for goods to replenish stock. 

Up to now, in the practice of priorities, the order- 
for-stock has had no standing at all in comparison to 
the other. Up to now it didn’t matter. But as the clamor 
for industrial goods grows, more and more demands 
will be made on Mr. Stettinius and his able assistants in 
the Priorities Division. In making their decisions, it 
will be important for these men to weigh, along with 
everything else, the distributor’s necessity for keeping 
his stocks up to par. 


We can be reassured ly the past performance of 
those traffic officers who are entrusted with the big 
stick of priorities. Down their street is coming the most 
staggering total of deliveries the world has ever known, 
yet they have kept cool and have shown restraint, evi- 
dently realizing that for everyone who goes ahead on 
the green, someone else gets stopped by the red. Dis- 
tributors have the right to hope that somewhere in this 
trafic stream there will be a lane reserved for goods 
leading to their shelves; for their ability to replenish 
stocks is synonymous with their ability to serve all 
industry at every hour of the day or night. 

Actually, the distributor should have little cause 
to worry about the treatment he will get at the hands 
of those who steer the Defense Program. He talks their 
language. The essence of their job is to fight the 
common enemy, delay. And the distributor came into 
being and earns his keep by his faithful service in 
eliminating industrial delay. For example: 

Last month the distributors who contributed to the 
Industrial Supplies Defense Survey estimated that 


normal deliveries of staple supplies, from the maker to 
the distributor’s receiving rooms, ranged from ten days 
to two weeks. Under today’s conditions the period 
stretches well beyond that. BUT 

In spite of this time lag, the defense plant can get 
supplies within minutes by calling the local distributor 
and ordering from his stock. Ninety-nine to one it will 
be in stock because the distributor has kept books on 
that plant for years, knows its every operation and 
what’s needed to keep it going, has charted the plant’s 
purchases and has developed his own buying policies 
to anticipate the needs of that plant. He stands as a 
reservoir of supplies for all the plants in his area. 
Industry needs him as the Army needs supply depots, 
as the Navy needs bases. When the pressure on industry 
is greatest, the need for the distributor’s service is 


greatest. 


Viewed in this light, the distributor takes on pro- 
portions that distinguish him from other factors in the 
industrial scheme of things. He is a procurement spe- 
cialist for all industry, an integral part, in fact, of the 
system that has made American production speed the 
marvel of the world, the same system that is going to 
get this job done in time. Rightfully, his orders-for- 
stock should be considered by different standards than 
orders coming from other sources. 

Just where the distributor fits on the busy highway 
of defense materials is not for us to say here. But 
obviously he does fit—importantly. Industry needs his 
service, the defense program needs it, the country needs 
it. For the present no official action seems necessary. 
But it would be dangerous to drift into a really “tight” 
situation without giving serious consideration to the 


matter of properly rating the distributor’s order-for- 
stock. 








































vee 


ber items sufficiently complete 
to permit effectively supplying 
the requirements of the trade 
solicited. 


@ A quality of 
product uniformly good and 
capable of delivering service 
results that should reasonably 
be expected. 


@ A price basis 
inducing and making possible 
aggressive competition with 
reasonable profit return. 


@ Freedom from 
competition from his source 
of supply, either direct or in- 
direct, among the trade cover- 
ed by his day to day solicita- 
lions. 


@ Selling helps of 
reasonable amounts so that his 
sales force may be given the 
advantage of specialized train- 
ing and a knowledge of the 
product sold. 


BELTING 





The Best cook in the world can't 


get very far on a simple dish without 
the necessary ingredients. 

It is Republic’s belief that a parallel 
situation exists in the field of indus- 
trial distribution ... that there are def- 
inite elements essential to the success- 


ful handling of any line of industrial 





equipment. In that sense, the 5-Point 
Policy is Republic’s recipe. Observed 
for many years, it has consistently pro- 
vided Republic Distributors with all 
such ingredients of good business as 
active selling helps, freedom from fac- 
tory competition, technical assistance, 
prompt deliveries, ete. sn i hee Ba 
REPUBLIC RUBBER DIVISION 
OF LEE RUBBER AND TIRE 
CORP... YOUNGSTOWN, OHLO. 


PACKING MOLDED PRODUCTS 
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POLICE BLOTTER: On the heels of our news (Feb’y) that $100,000 
in stolen drills had been recovered by National Twist in Detroit 
comes a report from Buffalo that thieves nicked Oliver Abrasive & 
Tool Co. for $1,000 in high speed drills. . . The intruders packed 
off the loot with their own twine, remnants left behind indicating it 
to be a brand of twine competitive to the line carried by Oliver . . . 
Reward . . . No strings. 


SCRATCHED: Every so often it becomes our sad duty to inform 
lady readers of the removal from the eligibility list of some particu- 
larly desirable bachelor ... This time it’s Frank Connolly (Inde- 
pendent Pneumatic Tool) who not only took unto himself a wife but 
removed himself from the entire Eastern seaboard . . . New address, 


San Francisco. 


GRAND RAPIDS DOIN’S: The Sid Woudstras (Fuller Supply) 
have announced the arrival of Norma Jean as of Dec. 27 
Jimmy Keena (Fuller, too) stepped off the deep end with Virginia 
Hawkins on Jan. 11 . . . Giving in to an annual curiosity about 
where the birds go in Winter, A. L. Holeomb (A. L. Holcomb Co.) 
is again soaking up Florida sunshine. 


CHANGE OF ADDRESS: Bill Corsi and F. S. Lewis (both of 
Root, Neal in Buffalo) are now receiving this journal at Camp 
Edwards, Mass. 


ATTENTION, FADIMAN: Any time John Kieran (Information, 
Please) shows signs of faltering, investigate the qualifications of 
Harry S. Willson (Paasche Airbrush) ... As a mere youth Harry 
took to Shakespeare as a duck to the Avon and soon could quote 
from the Bard at will and at random . . . So much so that school 
and church groups exploited his talent at every opportunity . . . All 
day he sells airbrushes, but nights that talent is just a’spoilin’. 


HAVING FINE TIME: Harold Torell (Syracuse Supply) coasted 
through a gentle West Indies cruise in Feb., and upon his return Pere 
Ridings was scheduled to take off for sunny climes down South. 


FREE DUTCH: So far nobody has invaded Holland, Mich., and it 
looks like Peter Van Ess ( Manufacturers’ Supply) will perform his 
usual civie duty at tulip time, helping the burghers and their wives 
scrub the town from stem to stern. 


KEGLER: That watch fob worn by Pete Boylan (W. M. Pattison 
Supply) represents a score of 298 this Mighty Atom from Cleveland 
howled in the official American Bowling Congress of 1915. J. J. W. 





TALK OF THE TRADE 
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DEVELOPMENTS Each passing month pro- 


duces its volume of Washington developments with an 
important bearing on the mill supply distributor endeav- 
oring to keep his business on an even keel through the 
emergency of highly accelerated defense production. 


E. R. STETTINIUS invoked mandatory priorities on Feb. 24, instruct- 
ing machine tool manufacturers to ship all defense orders first. 


The newly formed Industrial Supply Section in the 
Office of Production Management now begins to lend its 
weight to the total effort and is making progress in co- 
ordinating the distribution industry’s activities, helping 
that industry to mesh gears better with the defense pro- 
gram proper. 

In a number of useful ways the members of this section 

H. H. Kuhn (Hardware & Supply, Akron) and H. F. 
Seymour (Columbian Vise, Cleveland) 
taken steps to apply preventive medicine. 


have already 
Because of 
their work and the foresight they have shown, supply men 
will undoubtedly be spared a number of uncomfortable 
experiences that might otherwise have come to pass. 
One of their most important jobs has been that of 
bringing together manufacturers (Continued on page 38) 





OPM SUPPLY SECTION 


Kuhn-Seymour team works with O. P. M. to anticipate shortages and 


speed goods needed for defense production. Stettinius invokes mandatory 


priorities on machine tools and aluminum 


By Joun J. Wetcu, Editor 


PRIORITIES A letter from E. R. Stettinius, direc- 


tor of priorities in the Office for Production Management, 
dated January 31, 1941, created a situation among dis- 
tributors and manufacturers which can best be described 
as “fidgety.” In part, the letter read: 


“Inasmuch as machine tools are so urgently needed, 
it has been decided, in order to conserve for national 
defense needs, that we ask you to cease making ship- 
ments of machine tools beginning 30 days from the 
date of this letter except to those customers who 
that 
priority rating 


have by time or thereafter secured official 
. . . Please communicate with this 
office if you experience difficulty in the application 


of this request.” 


So much speculation was instantly aroused by this 
letter that a representative of this publication made a 
special trip to Washington for the purpose of securing 
clarification on the points at issue. 

Since the letter was received by a number of manu- 
facturers who felt that they were not rightly classed as 
machine tool builders, the definition, “What is a machine 
tool” was sought. In general O.P.M. classifies power 
driven lathes, milling machines, form and punch presses, 
grinding machines, shapers, planers, drilling machines 
and forming machines as machine tools. Size of machines 
is not a factor. However, it was established that the basic 
intent of the Stettinius letter was to insure that all priori- 
ties be taken care of first, and (Continued on page 132) 






















20 
American exports of machine tools 
to the United Kingdom in 1940 re- 18 
veal a startling parallel to develop- 
ments in the war itself, which lan- 16 
guished until May, then spurted wild- 
ly thereafter. Exports in 1940 were F ae 
nearly five times those of 1939— 
$124,710,000 to $25,570,000. —_ 
+10 
— 
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PRODUCTION Outstanding good news of the 


month was that which announced the aircraft industry 
had passed its quota by producing a total of 1020 planes 
in January. This is a new all-time high for our rapidly 
expanding young giant, and confident predictions now 
say that 1500 or more planes will be coming out of the 
factories every month after June. 

The tooling-up stage still goes on, but the laying of 
fully 


There will soon be a quick 


this groundwork is neither understood nor appre- 
ciated by the general public. 
and sizeable upturn in a number of military items. It is 
the actual delivery of finishing war materials that catches 
the public fancy. 

two-thirds of the total defense 


activity has, up to now, been concentrated in the triangle 


It is estimated that 


hetween Boston, Pittsburgh and Baltimore, with another 


20 per cent on the Pacific Coast. Other sections have been 


busy, but not nearly so busy as they will soon become 


when the job of spreading the work is advanced. In the 


opinion of many officials in (Continued on page 38) 


An N. A. M. survey reveals these facts about the defense program: 
production has started in all but 5 per cent of the plants. Three 
avenues of increasing production are open, although two are lim- 
ited by the supply of skilled labor. Greatest increase could come 
through increasing working hours. 


Fights Bottlenecks 





Has Your Do You Requested to 
Production Work Expect to Deliver Deliver Earlier Than 
Started ? on Date Specified? Contract Specifies ? 


5% 1% 


cS e. 


Per Cent of Total Replies 
COULD YOU EXPEDITE DEFENSE DELIVERIES BY: 


Hiring Increasing Addi 
Additional a Working Hours? Additional Shitts? 


QA 


Per Cent of Total Replies 








Source : National Association of Manufacturers 
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PURCHASING Early in February it became 
evident that Donald M. Nelson, director of purchasing 
in the Office for Production Management, had won his 
effort to establish the responsibilities and authority of his 


division. Mr. Nelson has the highest regard and backing 


| : 

i 

| 

| 
| 
; 

, 


DONALD M. NELSON, civilian, has been entrusted with coordinat- 
ing all Army, Navy and Defense purchases. This pleased business. 


in business and this news was a satisfaction to business 
interests. The long-term planning which will get military 
needs in the quickest time with the least disturbance to 
civilian requirements is one of the prime objectives of 
the defense purchasing division. This will be carried out 


by Mr. 


authorities. 


Nelson without any blue penciling by service 


As a concrete example of how the purchasing program 
is shaping up, there is the request already introduced into 
Congress for $175,000,000 for 


fiscal year. By obtaining consent, defense authorities will 


Army needs in the next 
be able to fit this business into slack months of operation 
with much less danger of upsetting markets, creating 
shortages and pushing up prices. 


Distributors who have been (Continued on page 38) 
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DEVELOPMENTS (Continued from page 36) 


of a number of products considered to be critical or in 
danger of becoming so. Through being shown the broad 
view of the situation, manufacturers have been able to 
suggest and agree to remedies that will tend to relieve 
shortages. Manufacturers of files, micrometers and lathe 
chucks (these are not necessarily the most critical items) 
have met with Kuhn and Selymour, who made the request 
that production be increased on particular sizes and types 
of these products most essential to defense industries. 

Typical steps recommended by the Industrial Supply 
Section are: Eliminating or reducing production of styles 
and types not needed for defense work (stripping lines of 
frills) ; eliminating types of products for which there is 
little demand generally; stepping up production by extra 
shifts and by sub-contracting; simplification and stand- 
ardization. In micrometers, manufacturers have agreed to 
drop those types with metric measures. 

Their work in this direction is based upon their original 
course of action, which was to study the field and compile 
a list of products most likely to become critical. These 
included abrasives, taps and dies, drills and reamers, 
milling cutters, hacksaws, chucks, files, ball bearings, 
portable electric tools and vises. Among manufacturers 
of such products a survey was launched, investigating 
present productive rates, average weekly hours worked, 
potential weekly production, unfilled orders, etc. Results 
of this survey disclosed that shortages actually do exist 
in some few instances, although not so widespread or 
serious as had been indicated in earlier rumors and 
reports, 

The procedure of going direct to the manufacturer to 
secure more production is in line with that of O.P.M. itself. 
The basic policy is to make full use of all existing pro- 
duction facilities before encouraging construction of new 
plants or certifying the erection of new plants under the 
five-year amortization plan. 


PURCHASING (Continued {rom page 37) 


close to the workings of the defense production schedule 
know what it means to have purchasing authority defi- 
nitely settled in civilian hands. Some of them have had 
disappointing experiences in their dealings with service 
procurement officers. One referred specifically to an 
instance in which a procurement officer had shot out a 
sudden order for 2000 micrometers—next to machine 
tools, the scarcest item in the land. Neither the distributor 
nor the manufacturer could fill it, but another manufac- 
turer did manage to scrape up the full amount. The 
distributor doubted if the particular job needed any more 
than a fraction of this total and felt that other operations 
would be injured by the removal from the market of this 
large number of micrometers. 

Another supply man related a procurement officer's 
raid on his none-too-bulky supply of drills. Drills of every 
size were ordered, including a large number of 23-in. 


OPM SUPPLY SECTION Fights Bottlenecks 






drills—for use in a mobile field machine shop, where it is 
difficult to imagine the feasibility of making use of a drill 
so large. 

The old timers in Army and Navy procurement know 
their stuff, but staffs have been growing rapidly and many 
of the newcomers have proved themselves to be not so 
competent, and the removal of Mr. Nelson’s division from 
the shadow of the Army-Navy blue pencil will correct 
some of these abuses which tend to create unnecessary 
critical conditions. 


PRODUCTION (Continued from page 37) 


the Office of Production Management, it will be impos- 
sible to add much more to the load now being carried by 
plants now working on defense work. Subcontracting has 
been much discussed, but the surface has scarcely been 
scratched. It amounts to about 15 per cent of the total 
now; O.P.M. won't be satisfied until it totals 40 per cent. 
A system may be worked out whereby various local banks 
in the Federal Reserve System can be utilitized as clearing 
houses to bring together all prime contractors who might 
be aided by farming out of various jobs, and all other, 
smaller plants in the area who seek work as subcontrac- 
tors. Full details about the production facilities of the 
latter would be listed with the bank. 

The next important stage in defense may well be a 
great increase in the work for subcontractors. The weight 
of the defense program is bound to be felt increasingly in 
many localities which have thus far experienced only a 
nominal taste of it. 


PRICES the 


maximum selling prices for second hand machine tools, 


On February 17 government fixed 
and it was announced officially that the action was “first 
for a series of price schedules” to curb profiteering. 
The edict came from Leon Henderson, head of the Price 
Stabilization Division of the National Defense Advisory 
Commission. 

The 
machine tools to make weekly reports on their stocks and 
to submit monthly reports on all sales and the prices 
obtained. Mr. Henderson’s schedule classifies machine 
tools in four grades, according to age, and sets resale 
prices on a percentage value of new tools. Those more 
than 20 years old, rebuilt and guaranteed, may be sold 
for 70 per cent of the cost of new ones; others of that 
age may be sold for 50 per cent. Rebuilt and guaranteed 
tools less than five years old—the highest classification— 


commission directed second hand dealers in 


are given a maximum value of 95 per cent of the cost 
of new tools. 

The spectre of control may probably be given much 
credit for the orderly structure of prices throughout the 
deepening of the emergency. Although distributors are 
frequently encountering the “escalator clause” in their 


dealings with manufacturers 


(Continued on page 131) 
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Industrial Supplies Defense 


SURVEY 





Part 1. MANUFACTURERS SAY—Miu.u 
Suppuies’ February report on its continv- 
ing Defense Survey shows additional de- 
lays piling up in shipments from manu- 


CURRENT DELIVERIES 
Vanufacturers’ deliveries are farther behind than last 
month, as shown by the fact that the proportion of those 
still making normal shipments dropped to 20 per cent 
(as against 49 per cent in January). However, a few 
manufacturers succeeded in speeding up shipments in 
this period, At least two plants supplying distributors 
were closed down in February because of labor trouble. 


FUTURE DELIVERIES 


During the next 60 days the situation will become no 
better, according to the manufacturers reporting to 
MILL Suppties. In January only 57 per cent of the 
manufacturers expected additional delays in their 
deliveries; in February 70 per cent of them did. For 
the time being distributors are well stocked to keep 


defense industries running (see next page). 


PRICES 


Unless the costs of raw materials and skilled labor get 
out of line, prices will remain stable during this quarter 
of the year. In January 78 per cent of the manufacturers 
predicted no price increases on their products, in Feb- 
ruary it was still 73 per cent. Most of the manufacturers 
who do expect price rises this quarter (the other 27 per 
cent) mentioned increases of 5 and 10 per cent. 


RESERVE PRODUCTION CAPACITY 


Production is increasing, as shown by the fact that 35 
per cent of the manufacturers are now “at capacity.” 
The 65 per cent that can still step up output have an 
average reserve of 26 per cent (32 per cent in January). 
However, skilled labor is scarce, stainless steel and non- 
ferrous metals are difficult to obtain in some shapes, and 
aluminum is being appropriated for aircraft production. 
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facturers. Prices remain stable, however, 
and there is still ample reserve produc- 
tion capacity, providing raw materials 
and skilled labor are available. 
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Part Il, DISTRIBUTORS SAY Al- 


though deliveries from manufacturers are 


modest 


even slower than in January, the com- 
posite picture of distributors stocks shows 


Additional Delays, 
Februory Compared 


i Time 
ae With January 


propucis Janvary, 1941 


Precision tools 


Twist drills 
Taps and dies 
Hacksaw blades 
Grinding wheels 


Ps orn |e 


Electric tools 

Light machine tools 
Pumps, standard 
Hoists, hand 


Hoists, electric 


Pipe and fittings 


Fveie 


Bolts and nuts 


Basic steel products 
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increases in 


needed by defense plants. 


Industrial Supplies Defense Survey 
a RSA a SS 


almost all lines 


Exceptions, 


the obviously “tight” items, are getting at- 
tention from the O.P.M. 


Stocks of industrial distributors 


were increased broadly over the 
whole list of items believed most 
necessary to the defense industries 
last month, thereby placing the in- 
dustry in an excellent position to aid 
the country’s rearmament program. 
This is clearly shown by the third 
column of this survey. The figures are 
averages, of course, for all distribu- 
tors replying to MILL SuppLigs’ ques- 
tionnaire. Significantly, no sharp 
increases were reported by individual 
houses, indicating a policy of buying 
strictly for consumption, not for 
speculation. 

Whether there will be immediate 
improvement in the obviously “tight” 
items remains to be seen. The distri- 
bution industry may take some cheer. 
however, from two recent develop- 


ments: (1) The O.P.M. is now work- 


ing closely with manufacturers of- 


some of these products to increase 
production, and (2) government 
purchasing is now consolidated under 
an experienced buyer, Donald M. 
Nelson, who will apply a strictly 
business man’s attitude to defense 
purchases (see story on page 34 of 
this issue). 

In connection with delivery figures 
given in the first two columns, re- 
distributor's 


member a “delivery 


time” includes time required for 
transmission of an order and for 


transportation of the merchandise, 


while a manufacturer would quote 


only the time required to fill an 
order. 














Tips On Taps § 


Facts you should know leven if your customers 


don't) about basic types of thread producers 


By E. J. TANGERMAN, Technical Editor 


As FAR BACK as the thirteenth cen- 
tury, some of the knights’ clothes 
(worn in the daytime) were assem- 
bled by screwing together threaded 
parts—hence our expression “to 


And 


just that last that I’m doing—for no 


screw up my courage.” it’s 


matter how careful I may be I’m 
likely to leave out several of the 
more specialized tap types. There 
was, in fact, so much variety in taps 
that the manufacturers got together 
dimensions and 
Tables 


giving these standards are in most 


and_ standardized 


tolerances some years ago. 
manufacturers’ catalogs—if a de- 
signer asks for something else, it 
means you'll have to order a special. 

Commonest class is the “hand” 
tap, so named from its early use in 
hand tapping, although it is quite 
commonly used now for machine 
tapping. As a rule this tap is fur- 
nished in sets of three: taper, plug, 
They are identical 
in size, length and vital measure- 


and bottoming. 


ments, their only difference being in 
the chamfered threaded portion at 
The taper tap has about 
chamfered, the 


the point. 


ten threads plug 


(most widely used for production 





Zi 
“Ny 


tapping) about five, and the bottom- 
ing tap has one thread chamfered. 

If an open or “through” hole is to 
be tapped by hand, the taper tap in- 
sures straighter starting, particularly 
harder 


in coarse-pitch threads and 


metals. The plug tap is preferable 
in fine-thread tapping or in tapping 
soft metals. To tap a “blind” hole to 
the bottom by hand (for example, 
in tapping holes for studs or cap- 
screws) all three taps must be used, 
the taper to start the thread, the plug 
to carry it on down, and the bottom- 
ing to finish it at the bottom. 

The common hand tap is likely to 
break if used to tap deep holes in 
Therefore, this 
particular service, the “serial” hand 
It has the 


same general dimensions, but differs 


tough metals. for 


tap has been developed. 


from the common hand tap in that 
the three in the set are numbered 1, 
2 and 3, and each cuts only a certain 


No. 


1 makes a roughing cut only, No. 2 


percentage of the final thread. 


cuts it a little fuller, and No. 3 makes 
the finishing cut. No. 1 has about 
1 threads chamfered, No. 2 has 3, 
and No. 3 has 1. 


When soft or stringy metals are 
t oP 
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tapped, the chips tend to stick in the 
flutes. 


This is also true in tapping 
deep holes horizontally in screw ma- 
chines or deep blind holes vertically. 
The standard 4-flute taps do not have 
enough clearance for chips, so 2- or 


3-fluted taps should be suggested in- 


stead. Hand taps in the range of | 
or 7% in. and machine screw taps 


from Nos 8 to 12, are regularly fur- 
nished with either 2 or 3 flutes. The 
3-fluted tap is the stronger and also 
maintains much greater accuracy of 
size of tapped holes. 

Machine 


small hand taps designated by num- 


screw taps are really 


ber instead of by fractional size. 


Each number represents a certain 
decimal size for which screws of cor- 
responding diameter are available. 
No. 0 (0.060 
successive sizes increase by 0.013 in. 
up to No. 30. Standard sizes, how- 
ever, run only up to No. 14 (0.242 


in.) above which fractional sizes are 


in.) is the smallest: 


more commonly used when thin 
parts or shallow holes (as in radio 
parts, lamp sockets, and the like) 
suggest “stub” machine screw, hand 
or spiral-point taps. 


In the stub sizes, the threaded por- 





tion is shorter to give the tap greater 
rigidity and flutes are tapered for 
greater core strength. Stub hand taps 
are conventionally made with three 
flutes and spiral point taps with two. 
They are used extensively in electric 
hand drills and in tapping machines. 

The spiral-point tap, also called a 
“gun” or “chip driver”, is identical 
with the plug hand tap except for 
an angular section at the point which 
causes the tap to cut with a shearing 
motion. The chips curl out and 
ahead of the tap. instead of collecting 
and breaking up in the flutes. These 
taps are particularly useful in tap- 
ping stringy metals, particularly 
where the tap must be backed out. 
Flutes of these taps are convention- 
ally very shallow and usually total 
one less than in normal hand taps of 
the same size. They can be run at 
higher speeds, require less power. 
and for certain classes of work are 
more economical than the ordinary 
They be 


mended for use in blind or closed 


tap. should not recom- 


holes unless there is sufficient space 
at the bottom for chip accumula- 
tion. 


Stovebolt taps range from 3 in. to 


} in. and are, of course, designed to 


tap holes for stovebolts. 


Miscellaneous Standard Taps 


For machines, 
taps are usually longer over-all, with 
shorter thread lengths. and shorter 


modern tapping 


chamfered portions. Sizes up to, and 
including, 4 in. are usually 
3-fluted. Shanks be 


straight or bent, the latter being used 


only 
may either 
extensively in automatic tapping ma- 
chines with continuous feed. Straight 
shank taps may be required in any 
one of several shank designs. includ- 
ing plain, round, square, Acme im- 
proved, and National 
able Ring Lock. 

Nut taps designed for machine use 
in tapping nuts have a long cham- 

The shank is made 
the of 


the thread, so that tapped nuts may 


Interchange- 


fered section. 


smaller than root diameter 


TABLE I—SUGGESTED TAPPING LUBRICANTS AND SPEEDS 





| Speep IN FEET 
Per MINUTE 


REGULAR 





Marertat Beinc Tapped LUBRICANT 
CARBON Hicu- 
Taps SPEED 
Taps 
Aluminum Kerosene & Lard Oil. ... 15-50 90-100 
Bakelite Dry. ... . 60-70 
Brass...... Compound or Light Base Oil 15-50 90-100 
Bronze. Compound or Light Base Oil. 20-30 10-60 
Bronze-Manganese.... Light Base Oil. . ° 30-45 
Copper. ee Light Base Oil. . 15-50 90-100 
Die Castings — Aluminum Kerosene & Lard Oil 45-50 90-100 
Zinc. . Compound... . - 30-35 60-70 
Duralumin. . Compound or Kerosene & Lard, 45-40 90-100 
Oil 
Fiber. .... Ro anand auto sevens * 80-90 
lron—Cast Dry or Compound... oc . 70-80 
Malleable Compound or Sulphur Base Oil. a 35-60 
Monel Metal Sul. Base Oil or Kerosene & Lard ° 20-25 
Oil 
Nickel Silver Sul. Base Oil or Kerosene & Lard 7 75-85 
Oil 
Rubber (Hard Dry..... , . 80-90 
Steel — Cast Sulphur Base Oil. . . “ 20-30 
Chromium Sulphur Base Oil. : . 20-30 
Machinery Compound or Sul. Base Oil or, 20-30 10-60 
Kerosene & Paraffin 
Manganese. Compound or Sul. Base Oil or 10-15 
Kerosene & Paraffin 
Molybdenum. . Sulphur Base Oil, . < 20-30 
Nickel. . Sulphur Base Oil. . 25-35 
Stainless. . . Sulphur Base Oil. . 15-25 
Tool Sulphur Base Oil or Kerosene & 15-20 25-35 
Lard Oil 
Tungsten Sulphur Base Oil. ........... ” 20-30 
Vanadium Sulphur Base Oil. : 25-35 





* Carbon-steel taps are not recommended for these materials. 
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be gathered on the shank until it is 
filled. They are particularly useful 
for tapping small quantities of nuts 
made from tough material, such as 
bronze, nickel steel, stainless steel, 
and similar alloys, because of their 
shorter length, longer chamfered sec- 
tions, and better load distribution. 
Somewhat similar in style are pulley 
taps, used, as their name implies, to 
tap oil cup and set screw holes in 
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pulley hubs. They differ from hand 
taps in having longer shanks which 
are of the same basic major diameter 
as the threaded portion, the shank 
acting as a guide for the tap by pass- 
ing through a hole in the rim. Sev- 
eral over-all lengths are available. 
Taper pipe taps are used ordinarily 
for tapping pipe and pipe fittings 
in order to insure a tight fit when the 


thread is assembled. Tap diameter 


increases from bottom to top at 3 in. 
per ft. Some types have interrupted 
threads, i.e. every other tooth in suc- 
cessive lands (threaded portions) is 
removed to reduce friction and to 
distribute cutting load more evenly. 
Straight pipe taps are identical to the 
tapered style except that they have 
no taper. They are used principally 
for tapping locknuts and couplings 


for pipe connections. Smaller sizes 





up to | in. are also used for tapping 
grease-cup fittings. 

Water and gas companies are large 
users of combined pipe taps and 
drills which do the drilling and tap- 
ping in one operation, thus reducing 
the loss of water or gas when a line 
is tapped under pressure. The shank 
is usually made with a taper square 
to fit a ratchet holder. 


(Continued on page 147) 
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mall Orders at the Factory 





By L. M. KNOUSE (Stanley Works) 


Chairman, Sub-Committee on Manufacturers’ Small Order Losses 


The American Supply and Machinery Manufacturers’ Association 





Manufacturers, too, are losing money on 
small orders. This was brought out in 
the comprehensive study made by Dis- 
tributor Oscar Iber, Manufacturer Dan 
Northrup and C.P.A. Rhae Swisher (see 
January MILL SUPPLIES). In fact, the 
evil mutually affects three factors—dis- 
tributor, manufacturer and customer, for 
the paper work and detail incident to 
handling an order runs up similar costs 
in the houses of all three. 

The data presented here represents the 
manufacturer’s stake in the problem. Its 
tabulation is the work of the sub-com- 
mittee on manufacturers’ small order 
losses, a part of the American Supply 
and Machinery Manufacturers’ Associa- 
tion. The figures are as revealing about 
the manufacturer’s problems as were 
those of the earlier study about the dis- 








tributor’s problem. Significantly, this 
study parallels the earlier one in that 
both are based on orders for the month 
of September, 1940. 

In the Iber-Northrup-Swisher report, 
several practical remedies were proposed. 
Two of the most important were: 

1. That manufacturers readjust resale 
schedules on small quantities. 

2. That distributors reciprocate and 
help the manufacturer by grouping their 
orders as much as possible, reducing the 
number of orders placed, increasing the 
value of each order. 

Manufacturers are now acting upon 
Suggestion 1. (Some have already put 
it into effect.) Based on the information 
given here, there is a real need for dis- 
tributors to do their part about Sugges- 
tion 1.—Kditor. 











BasED on a questionnaire sent to methods of correction, including: 


manufacturer members, 21 houses re- 


prices established. Where regular 


1. Render no invoice for less than ‘stocking distributor requests direct 
ported on their orders received for $50 even though 


the established shipment of items he should have in 


the month of September, 1940. The price of the item is $.10 or $.25, etc. stock, the higher non-stocking price 


reports show wide variation in costs 2. Minimum 
of entering orders and invoicing. -—$]. $2. $2.50. 


This is due to many different meth- 


production) and it is recommended (a) percentage amount of the 


that each manufacturer study his invoice: 
own operations to get the facts about 
his particular company. shipment; 

Small order losses are a burden on 


amount per invoice is charged on invoice. 


5. Charge 5 point higher discount 


3. Making a service charge for on orders which have a total list 
ods of keeping records (sales and direct shipments: 


price value of less than $20. 
6. Establish prices for carton or 


full case lots. with an extra charge of 


(b) additional flat charge per 10 per cent for broken packages. 


7. Where prices are with full 


(c) charge for direct shipment freight allowance on shipment of 100 


the price structure of larger quantity of 10 per cent additional over the pounds or more, freight shipments 
orders. Orders for $10 and less do price to stocking distributor and of less weight and all parcel post and 
not show a profit and ways should be minimum charge of $1 per ship- express shipments are F.O.B. factory, 
found to correct these losses. ment. without: making any transportation 


Manufacturers are using various 1. Stocking 
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and non-stocking allowance. 
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Detroiters’ Host: 


Buhl 


Many new faces appear at Buhl's Fourth Industrial Exhibit—some 


just promoted to buyer's jobs, others from brand new plants 


DespITe THE FACT that Detroit and 
its environs is a beehive of activity. 
with many plants working overtime 
or on three shifts, something in the 
neighborhood of 3000 purchasing 
agents, plant superintendents, mainte- 
nance engineers and shop foremen at- 
tended the fourth Industrial Exhibit 
of Buhl Sons & Co.. Jan. 29 to 31 in 
Detroit. 

Entire main floor and part of the 
third floor of the Buhl 
tion Building was attractively 


Administra- 
deco- 
rated for the show. Some 120 manu- 
facturers had set up individual booths 
to display the latest in tools and 
equipment. Equipment for the avia- 
tion industry was emphasized in 
many booths, and factory representa- 
tives, 150 strong, were on hand to 
demonstrate the latest in Buhl’s lines. 


All Buhl salesmen were on hand to 


46 





Bill Bridges, Buhl sales manager who engi- 


neered show, in a characteristic pose, 
familiar to his many customers and friends 


in the industrial supplies industry. 
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C. E. Overman (left) of E. C. Atkins & Co., 
getting right down to brass tacks with a 
group of Detroit industrial buyers at the 
Buhl show. 


greet and personally escort their cus- 
tomers through the exhibit. 

William P. “Bill” Bridges, sales 
manager, who has successfully engi- 
neered all four of the Buhl shows, 
said that many guests had commented 
favorably on the timeliness of the ex- 
hibit (since Detroit is gradually de- 
veloping into an important aviation 
center), and that many had expressed 
the desire for Buhl salesmen to call 
on them and make demonstrations. 

Several Buhl outside salesmen re- 
marked that when the idea for a show 
in 1941 was first broached they were 
frankly doubtful regarding its suc- 
cess, due to the heavy pressure of de- 
tails under which most of the purchas- 
ing agents in and around Detroit 
were they 
pointed out, developments within the 


submerged. However. 
past two months changed the picture. 
Many new plants were opened, for ex- 
ample. And some of the older and 
larger ones began breaking down 
operations into smaller, compact di- 
visional units, thus bringing into the 
picture many new buying factors by 
the promotion of miner inside em- 
ployees to important posts in requisi- 
tioning tools, equipment and supplies. 
The Buhl salesmen reasoned that 
these men, new on the job and anxious 
to make good, would welcome an 
opportunity to increase their knowl- 
edge of new product developments. 
As events at the Buhl show proved, 
this reasoning was almost 100 per- 
cent correct for there were scores 
of new faces around the many booths 
during the entire three-day show. 
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Shaft Harnesses For Sale 


Bearings, pillow blocks, hangers and shafting are highly 


saleable these days, if you know their applications 


MODERN GROUP DRIVE differs from the 
old in many respects. It is intended 
for comparatively small groups of 
small and medium-powered machines. 
Shafting is comparatively short, light, 
high-speed, and operates in anti-fric- 
tion bearings. supported on a system 
of steel channels attached to the 
building. Fig. 1. The channel-irons 
not only provide good support for the 
shaft hangers, but they can be easily 
moved along the steel work to locate 
the bearings at load points, insuring 
minimum shaft distortion. The bear- 
ings, being adjustable both vertically 
and horizontally in their supports, 
permit easy alignment of the shafting 
and insure high operating efficiency. 

Shafting bearing hangers are made 
in a wide variety of forms to meet 
practically every need of mounting 


on ceiling, floor or wall. Shown here 
are only the ceiling-mounted types. 
Wall units of course have side sup- 
ports. Hangers of the type shown in 
Fig. 2 support the bearing at two 
points and therefore provide solely 
for vertical adjustment of the bear- 
ings. Horizontal adjustment of the 
bearing must be obtained by moving 
the hanger horizontally, the holding 
bolt holes being slotted for that pur- 
pose. The hanger, Fig. 3, supports the 
bearing at four points and provides 
for both vertical and horizontal 
alignment of the bearing and shaft by 
adjusting screws. 

The hanger shown in Fig. 4 is for 
anti-friction bearings and supports 
them at two points. These bearing 
supports have large vertical adjust- 
ment with small horizontal adjus’- 


FIGIO- 
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ment for shaft alignment. A special 
shaft hanger, Fig. 5, supports the 
ends of two right-angle shafts con- 
nected by bevel gears. The pillow- 
block bearings are adjusted vertically 
by wedges W and adjusting screws S. 
Horizontal adjustment is made by 
screws S,. 

Lineshafts run in either sleeve or 
anti-friction bearings. Lubrication of 
the older types of lineshaft sleeve 
bearings was very much of a hit-and- 
miss proposition. Modern sleeve 
bearings are generally ring-oiled, as 
in Fig. 6, but wick oiling is also used. 
Ring oiling gives a continuous flow 
of oil to the bearings to maintain an 
oil film for good operation. Top and 
bottom halves of the bearing are of 
cast-iron lined with babbitt metal that 
supports the shaft. A pivot in the 
bottom housing supports the bearings 
to make it self-aligning. Shaft speed 
in these bearings is usually limited to 
150 to 300 rpm, depending on con- 


Anti-Friction Bearings 
Lineshaft anti-friction bearings are 
made in several designs supported in 
many types of housings. One of the 
simplest is the self-aligning ball type, 
Fig. 7. This bearing has an inner 
race fixed on its shaft so that all wear 
occurs on the races and balls and not 
on the shaft. It is mounted to take 
care of a reasonable amount of shaft 
misalignment caused by loads be- 
tween hangers or by other conditions 

(Continued on page 146) 


Fig. |\—Modern group drive with lineshaft 
bearing hangers supported on channel-iron 
structure. Fig. 2—Hanger supports bearing 
at two points. Fig. 3—Hanger supports 
bearing at four points. Fig. 4—Hanger for 
anti-friction bearings. Fig. 5—Combination 
hanger supports end of shaft at right angles, 
driven by bevel gears. Fig. 6—Lineshaft 
sleeve bearing. Figs. 7 to |0—Types of anti- 
friction lineshaft bearings. 
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Here's where a dash of ingenuity plus stan- 
dard parts instead of specials vastly im- 
proved operation of a painting machine. 
The machine’ was designed and used by 
the Central Stamping Co. of Newark to 
apply a thin coat of paint to metal sheets. 
The sheets pass between two powered roll- 
ers, the lower one running in a bath of 
paint. Distance between rollers must be ad- 
justable. 


The old arrangement used six expensive 
spur gears in a series power hook-up. Four 
of them were specials. The paint job was 
never quite uniform, and usually showed 
ripples from action of the gears. 


The new installation, shown at left, is made 
up of standard sprockets and chain, using 
an idler with spring tension. Cost was 
roughly one-third of the old gear hook-up. 
The paint is now applied with perfect uni- 
formity, and considerably less paint is con- 
sumed. 


Sell From the Shelf 


























A specialist in machine parts, George Mathewson of Squier, Schilling & Skiff has 
saved many a costly delay for Jersey plants by steering them away from spe- 


cials to standard items. The result is invariably a better, cheaper machine. 


NO SPECIALS ToDAyY is speeding up 
the wheels of industry 


Northern New 


industries which have their own ma- 


in Jersey. 
Jersey abounds in 
chine shops for building the special 
production equipment needed in their 
manufacturing processes. . Today 
much of their special machinery is 


for defense But 


production, even 
more of it is for the famous “diversi- 
fied” industrial products of New 
Jersey—light bulbs, soap, drugs. 
paint, sewing machines, radio sets 
and tubes, candy, packaged food 
products, ete., ete. Production ma- 


chinery is of highly specialized types. 


hence the manufacturers usually 


build 


chinery is one of the most important 


their own. This spe ial ma- 
kevs to the success or failure of the 
company, for it determines the qual- 
ity, uniformity and, above all. the 
cost of the product. Each plant has 


its own design engineers and shops. 
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By Joun T. Scuaerer, Managing Editor 


Executives of Squier. Schilling & 
Skiff, Newark 


evolved a three-point sales program 


distributor. have 
which, in essence, seeks to supply all 
the needs of these machine shops from 
one source (S.S.&5.). First, they sell 


the tools and general industrial sup- 


plies required for operation and 
maintenance of the shops. Second, 
they sell the machine parts incorpor- 
into the special machinery 


they’re building. Third, they sell the 


ated 








Driven machine 
Special 


speed reducer 


Motor 
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Driven machine 














Standard 
speed reducer 




















Because he was limited in space, a plastics 
manufacturer ordered a special reducer 
with both input and output shafts project- 
ing from the same size. Power was to be 
transmitted from motor to speed reducer 
by a flexible coupling, as shown above. The 
factory required from eight to ten weeks to 
make delivery on the speed reducer. 
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The installation laid out by Mr. Mathew- 
son used a standard speed reducer, with 
chain drive to the machine, an adjustable 
motor base, spring-tension variable-pitch 
motor pulley, V-belt and sheaves—al/ stock 
parts. The job was just as compact, delivery 
was immediate, and it provided the advan- 
tage of 2-1 infinite speed variation. 
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fastening devices (nuts, screws, 
washers, etc.) to hold the machinery 
together. 

It is on the second of these three 
that George Mathewson concentrates 
his sales efforts. Squier, Schilling & 
Skiff has a full line, and a complete 
stock, of power transmission equip- 
ment. The stock has been built up 
over a period of several years, with 
particular attention to the needs of 
the local machinery makers. Nobody 
would deny that the stock is big. Even 
the seldom-needed items. are to be 
found there. He regards it as a stock 
of “machine parts” rather than 
“power-transmission equipment” be- 
cause that’s the way he sells it—as 
the means for providing any kind of 
drive in special manufacturing ma- 
chinery. 


“No Specials Today" 


If George Mathewson’s present-day 
sales plan were sloganized it would 
undoubtedly be “No Specials To- 
day!” For he has found (and is con- 
tinually proving to his customers) 
that standard parts from a distribu- 
tor’s stock will meet nine out of ten 
requirements just as well or better 
than specials which the factory must 
make to order. No matter how special 
the completed machine is to be (and 
some are Goldbergs, indeed), he 
contends that all its parts should be 
of standard design. 

With industry in a speed-up, the 
most telling argument in favor of 
using standard parts is the fact that 
delivery of specials may take a month 
or six weeks, at the present time, as 
compared to “this afternoon” for 
stock items. This usually settles the 
question, and the customer grace- 
fully accepts his recommendations 
for the design revisions necessary to 
accommodate standard parts. 

There is. however. additional logic 
behind his plea. Thus, if necessary, 
he brings up these points: 

1. Most of the power transmission 
manufacturers are working on de- 
fense orders. When specials have to 
be routed through their plants, their 
facilities for defense production are 
affected. 


2. Standard parts are always 


cheaper than specials because they 
are manufactured in large quantities. 

3. Standard parts are usually more 
accurate than specials because the 
manufacturer has thrown his whole 
experience into the training of work- 
men, the development of jigs and 
fixtures, production set-ups, and the 
careful analysis of raw materials 
necessary to assure accuracy of his 
standard products. Specials struggle 
through the plant as best they can. 

1. Standard parts are interchange- 
able. Therefore a machine using them 
can be serviced in any part of the 
country from local distributor stocks. 


(Continued on page 141) 
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Sewage treatment plants have some odd 
jobs to be done, too. This screw conveyor, 
used for moving fertilizer in the Plainfield 
(N. J.) plant, was powered with sfock parts 
—a worm-gear reducer, chain drive, flat- 
face pulley and variable-speed base for the 
motor. 


Stock parts instead of specials saved weeks 
in delivery time for a New Jersey tank man- 
ufacturer. The original design of this outfit 
for welding steel tanks called for chain 
drives to the rollers, extra wide sprockets 
and (because the chain pull was all in one 
direction) a special speed reducer with an 
outboard bearing. The revised design em- 
ployed two spur gears with a common pin- 
ion as shown above. The complete bill of 
goods (all stock items): Motor, V-belts, 
sheaves, 10-1 variable speed transmission, 
184-1 double-reduction worm-gear unit, 
two 33-in. spur gears, and six ball-bearing 
pillow blocks. 
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e Case for Specialists 


Creative selling by trained product specialists 






can be the means of lifting volume to new levels. 


Here are nine guide posts pointing the way. 


By Harry Barrer, President and James G. Curistie, Secretary-Treasurer, Barrett-Christie Co., Chicago 


THE TIME Is RIPE for distributors to 
discard some of the old ideas about 
what constitutes our selling responsi- 
bility. Now 


industry 


more than ever before, 
is demanding fast, intelli- 
gent, complete information about our 
products. Our manufacturers are also 
looking to the distributor for more 
effective merchandising of _ their 
products. It is our contention that 
only through creative selling can the 
industrial distributor hope to keep 
in step with demands of industry. 
Only through specialized selling can 
he merchandise many products of his 
manufacturers effectively. To those 
distributors adopting specialized sell- 
ing, we believe the opportunities are 
unlimited. 

Thirty years ago when we (Harry 
Barrett 


our 


and J. G. Christie) pooled 


resources to found  Barrett- 
Christie Co., little thought was being 


\ few 


years later, however, an opportunity 


given to specialized selling. 


to specialize presented itself. The ex- 
perience from that date has provided 
the basis for our present business phi- 
losophy. At that time, a dependable 
well-known manufacturer offered us 
an exclusive territory on his product. 
It was a new item, technical in nature. 
with an excellent market potential. 
To do justice to the line, keep faith 
with the manufacturer, and produce 
adequate volume, it seemed necessary 
for one man to devote the major 
portion of his time to it. This proved 
so successful that we have gradually 
extended our specialized efforts. We 
now have men capable of giving ex- 
pert advice on some twelve lines. 
These men are capable of stepping 
into a plant at a moment’s notice and 
making helpful suggestions. 
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The authors believe effective sales meetings 
are essential to specialty selling. Harry 
Barrett (second from right) sits in on new 
product demonstration by Ray Horner (ex- 
treme left) of Black & Decker. 


J. G. Christie, co-author, handles promotion 
and sales campaigns for Barrett-Christie. 


Many supply houses have already 
taken the road labeled “Creative 
Selling.” Others have dabbled half- 
heartedly along its path. Still others 
hestitate. For these, we suggest: 

1. Select a product with a good 
market potential in your territory. 
that will 
stand up well against competition. 


2. Choose a product 


3. Make certain that manufacturer 
has a sound distributor policy, and 
will back» you up on guarantees to 
customers. 

4. Check to 


has a reputation for loyalty to his 


see if manufacturer 
distributors. 

5. Make certain the manufacturer 
will give wholehearted cooperation, 
and don’t hold back your own. 


MILL SUPPLIES © MARCH, 1941 






6. Pick a man from your sales staff 
capable of handling the line. If you 
haven’t one, hire one. 

7. Make certain this man has the 
initiative, technical ability and broad 
knowledge to make helpful sugges- 
tions to prospects. 

8. Try to get this man to pass on 
his knowledge to the general line men 
at sales meetings. 

9, Last, but not least, don’t try 
to specialize on the same line for more 
than one manufacturer. One man can 

(Continued on page 144) 
































Oldtimers at the San Francisco meeting: 
H. R. Rinehart, secretary of the National 
association; W. A. Haseltine, J. E. Hasel- 
tine Co., Portland; D. S. Brisbin, Columbus 
McKinnon Chain Corp.; A. R. Smith (Boyer- 
Campbell, Detroit) president of the Na- 
tional, and C. C. Ziegler, Greenfield Tap & 
Die Corp. 





Westerners Talk Defense 


Distributor meetings in Minneapolis, Denver and San Francisco focus attention on priorities, 


escalator clauses, elimination of special items and other defense problems of the day. 


PRIORITIES and what they mean, de- 
fense orders so large that they have 
created some shortages of merchan- 
dise, escalator clauses, the possibility 
of new controls over business, fore- 
casting buyers’ requirements—these 
and other problems raised by the 
defense program occupied the atten- 
tion of distributor meetings held by 
the National Supply and Machinery 
Minne- 


apolis, Denver and San Francisco 


Distributors Association in 
during February. The sessions were 
attended also by representatives of 
the American Supply and Machinery 
Atten- 
dance in Minneapolis ran about 40, 


Manufacturers’ Association. 


in Denver about 25, and in San 
Francisco about 50. 

The last of the three meetings, held 
Feb. 18, 
typical of the series. It was called to 
order by A. R. Smith (Boyer-Camp- 
bell Co., Detroit), president of the 
National association, followed by 
H. V. Waterman (Hendrie & Bolthoff 
Mfg. & Supply, Denver), vice-presi- 


dent of areas 5 and 6, and H. R. 


in San Francisco on was 


Rinehart, secretary-treasurer of the 
National. 

Taking at random manufacturers 
and distributors who had set subjects 
on the program, here are a number 
who were active. H. K. Clark (Nor- 
ton Co.), president of the American 
association, putting in a word for 
the convention; D. W. 
Northup, of Henry G. Thompson & 


Chicago 





Son Co., New Haven, Conn.; L. M. 
Knouse, Stanley Electric Tool Divi- 
New Conn.; D. S. 
Brisbin, Columbus McKinnon Chain 
m we  & 
Ziegler, Greenfield Tap & Die Corp., 


sion, Britain, 


Corp., Tonawanda, 
Greenfield, Mass.; George H. Halpin, 
Minnesota Mining & Mfg. Co., St. 
Paul: W. KE. Caldwell, 


(Continued on page 138) 


Cleveland 


New members: Wallace Campbell, Campbell Hardware & Supply Co., Seattle; J. H. Leeds, 
Robert M. Hartwell Co., Los Angeles; B. C. Mills and E. A. Stern, Miller & Stern, San 
Francisco. 
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Salesmen Share Profits 








Profit-sharing system of paying salesmen steps up activity on long-profit lines, boosts 
distributor volume without increasing sales cost, and helps salesmen make more money. 


By T. H. McDOUGAL, Manager, Mill Supply Department, H. 


sy “PUTTING THE SALESMEN in busi- 
ness with the house” on a definite 
plan of sharing the profits, we have 
achieved several unique, and what 
we believe to be important, advan- 
tages to an industrial distributor. 
The basic advantage is that each 
salesman strives for profits, rather 
than simply volume, so that the sales 
force sees eye to eye with the manage- 
ment on many problems in which 
they were often at cross purposes 
before. 

It was with some misgivings that 
we discarded the conventional com- 
mission-on-sales method of compen- 
sating salesmen back in 1934, and 
inaugurated the share-the-profits plan. 
But the first year sales increased 20 
per cent, with 1.1 per cent less sales 
cost. In the second year sales went 
up 15 per cent, and the selling cost 
dropped another .1 per cent. This 
has been essentially the story ever 
since: increased sales, with selling 
the 


costs remaining substantially 
same. 

The system wouldn’t work as it 
does unless the salesmen, too, weren’t 
making progressively more money. 
But they are. 


have increased just as fast, and faster 


Salesmen’s earnings 


as they learned to exert their greatest 
selling efforts on the longer-profit 
items. Our turnover among salesmen 
has been nil since profit-sharing was 
introduced. 

There are other advantages, too. 
Pressure from salesmen for price re- 
ductions or concessions has _ been 
relieved because it is to the salesman’s 
interest to maintain the profit margin. 
Likewise, there is little need for super- 
vision of salesmen; they report to the 
office in the morning only if they want 
to. There are no 


arguments over 


expense accounts-—it is understood 


that salesmen pay all travelling and 
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entertainment expenses. Sales meet- 
ings (held on Saturday morning) are 
short and snappy. 

Our company is a large wholesale 
house with a mill supply department 
serving Buffalo industries. As such 
we have a wide line of merchandise 
including, in addition to industrial 
supplies, such lines as automotive 
accessories, paint, builders’ hardware, 
trimming, upholstery, floor coverings 
and laundry supplies. As a rule the 
industrial salesmen ignored the possi- 
bilities for selling these products to 
industrial plants until the profit-shar- 
ing plan was inaugurated. 


Become Full-Line Salesmen 


Now, however, industrial salesmen 
push such lines as automotive acces- 
sories to fleet owners, 
janitors’ supplies to maintenance de- 


industrial 


partments, and upholsterers’ shears 
and felt duck to industrials who 
formerly bought them elsewhere. The 
reason is simple—the salesmen profit 
from the sales of these additional 
products. Profit sharing has made 
them full-line salesmen in the full 
sense of the word. 

For a while it looked as though the 
salesmen were losing interest in sell- 
ing volume on staples —a curious 
extreme for full-line industrial sales- 
men—until we pointed out that the 
turnover on these items is often very 
high, and that the yearly profit on 
them consequently is decidedly worth 
while to both the salesmen and to the 
house. 

Here’s how the profit-sharing plan 
works: Each salesman gets a monthly 
drawing account, which is later de- 
ducted from his share of profits. To 
determine the amount of profit earned 
the 
Monthly Report is prepared. 


Salesman’s 
This 


shows his sales. cost of those sales. 


during month, a 
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D. Taylor Co., Buffalo 


and the resulting gross profit (see 
sample at right). His earnings for 
the month will be governed by the 
gross profit on his business, the total 
of the right-hand column. His share 
of this profit is a percentage deter- 
mined by such factors as the lines in 
which he is “majoring,” the distance 
he operates from headquarters, etc. 
If he is relatively far from home 
base, he may face stronger local com- 
petition, he will have heavier travel- 
ling expenses, and will therefore re- 
ceive a larger percentage of the profit 
on his business. 

The “Percentage of Profit” figure 
at the bottom of the Salesman’s 
Monthly Report is, incidentally, a 
significant one, for it shows the 
average gross profit on a salesman’s 
business for the month. If it drops 
too low the salesman realizes that he 
is not pushing the most profitable 
items (a factor which directly affects 
his own pay check just as much as 
sales volume). 

One important provision of the 
compensation plan is this: A salesman 
can draw out, in any month, only 
three-quarters of what he has earned. 
Final settlement is made at the end 
of the year, at which time the com- 
pany makes deductions for bad debts. 

Each man has his own assigned 
rather than 
Very few accounts are 


accounts, an exclusive 
territory. 
split. Salesmen must report at least 
once a week on all calls made, so 
that calls can be posted on the Master 
Sales Record which is kept for each 
This 


purpose: it shows the salesman at a 


customer. record has a dual 
glance how his customer’s purchases 
are running this year as against last 
year, also it focuses the management’s 
attention on declining sales and helps 
to spot cases of neglect. 

To the do a 


encourage men to 
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well-rounded sales job, we conduct a 
continual sales contest by which cash 
prizes for first place among all sales- 
men on the following counts: 

. Most new accounts closed. 

. Largest single order booked. 

. Best ratio of calls to orders. 

. Biggest dollar year. 

. Most profit earned. 

. Best per cent of profit earned. 

7. Best per cent gain over first 


half of year. 


wre WN 


a) 





(Right) Each salesman can determine his earnings for the previous 
month by applying his profit-sharing figure to the total profit for 
the month on his business. "Percentage of Profit'’ at bottom shows 
whether he is devoting enough effort to long-profit lines. Note that 
this salesman has picked up some business for other departments. 


8. Highest average in all eight 
contests (cash prizes for first, second, 
and third places). 

One of the oddities of all profit- 
sharing methods of compensation is 
that it is quite possible for a good 
salesman to earn more than his boss. 
This has happened. Yet it has always 
seemed a compliment to everyone in- 
volved, for the sales director who 
produces a good profit record has 
no reason to fear the future. 


Perhaps the most basic necessity 
to the successful operation of any 
profit-sharing system is the faith of 
salesmen in the management, in the 
absolute accuracy of cost figures, and 
in their belief that they will always 
get a square deal. We feel that profit 
sharing is absolutely right in prin- 
ciple, because it forces the sales staff 
to work for profits rather than volume 
alone, which is exactly what manage- 
ment is doing. 
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(Left) Master records are kept for each customer to show purchases 
in the previous year, calls made ("O"), and calls which produced 
an order ("X"). These are consulted regularly by the salesmen, 
and are helpful to the management as a means of spotting any 
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Ed MacElroy rolls his basket among the 
stock shelves to fill an order at Squier, 
Schilling & Skiff. 


Mechanized 
Order Baskets 


Taking a leaf out of the book of the 
self-service super markets, where “the 
missus” happily fills her rolling basket 
with groceries on market day, a Newark 
(N. J.) distributor, Squier, Schilling & 
Skiff, has adopted the same method of 
filling orders for industrial supplies. 
It’s easier, faster, and reduces the dan- 
ger of dropping fragile articles when 
the order clerks’ arms are full. 
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HOW THEY DO UT 


An exchange counter where good ideas of supply sales and service 


operation may be swapped ... What's yours? 


Swivel-Chair 
Literature Rack 


Keeping a supply of manufacturers’ lit- 
erature handy where it can be referred 
to quickly or sent out to a prospective 
buyer is a problem in any supply house. 
Ed Flack, president of Flack-Pennell 
Co., Saginaw, Mich., evolved the neat 
arrangement shown below to solve it. 
He doesn’t call it a “swivel-chair litera- 
ture rack,” but in practice that’s what 
it is. 

Behind Ed’s desk is a large rack with 
a series of pigeon holes extending al- 
most from the floor to the ceiling. In 
each a supply of the latest literature on 
one product is stacked. On the center 
panel between the two sections is a key 
chart which quickly identifies the loca- 
tion of each piece of literature. 

In talking to a customer over the 
phone, Ed frequently has occasion to 
refer to several products. Without in- 
terrupting the conversation, he whirls 
around and picks out literature. After 
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Without interrupting a telephone conversation, Ed Flack simply turns and reaches for 
literature he wants to emphasize product sales points. 
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hanging up, it is a simple matter to slip 
the literature into an envelope. address 
it. and send it out immediately. The in- 
side and outside salesmen find this ar- 
rangement handy for them too. 


“Take a Light” 


Not infrequently customers’ telephone 
calls gang up at unpredictable hours of 
the day. Even with a large crew of 
telephone salesmen, it is sometimes im- 
possible to give immediate attention to 
calls as they come in. Ordinarily the 
customer is politely requested by the 
operator to hold on a moment, or his 
name is taken to be called back. These 
days, however. buyers are likely to get 
impatient and hang up. Thus an order 
may be lost, and the supply house ac- 
cused of falling down on service. 

The Chas. A. Strelinger Co. in De- 
troit, recognizing that something should 
be done to correct this unfair handicap, 
has taken steps to overcome it. The 
telephone operators are located on a 
mezzanine overlooking the telephone 
sales department on the main floor. On 
one desk in the center of this section, a 
small rack has been mounted with a 
series of red light bulbs arranged ver- 
tically. Overhead, near the ceiling and 
visible to everyone on the main floor is a 
similar series of light bulbs mounted 
horizontally on a rack. 

When a call comes in and the oper- 
ator finds all telephone salesmen busy, 
she flashes the red light on the sales 
desk. If one of the men promptly hangs 
up and takes the incoming call, nothing 
further is done and the light goes out. 
However, if the call is still unanswered 
after a few seconds, the operator flashes 
a light on the overhead rack and rings 
a gong. 

At this dual signal from the switch- 
board, anyone free and near a phone 
asks to “Take a Light.” The operator 
immediately transfers the call to that 
line, and the overhead light goes off as 
soon as the call is picked up. As many 
as eight extra calls have been handled 
within a few seconds. And the “light 
and gong system” has gone far toward 
establishing Strelinger’s reputation for 
prompt telephone service. 
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SALES TIPS 


FROM THE TRADE PRESS 


Because of space limitations, most items appearing in 
this department have been reduced to their elemental 
facts through digesting. Where the reader's interest 
is particularly great, we recommend that the article 
be sought out and read in detail in the paper where 


it originally appeared. 


Keep Putting Yourself in 
Your Customer's Shoes 


“1 had him all set to sign, and all 
of a sudden he froze up like zero, and 
I just couldn’t budge him. He seemed 
to lose all interest. I can't figure 
out why can't think of a thing 
that I said which rubbed him the 
wrong way.” 

You can’t, eh! Tll tell you what was 
wrong, fellow. He saw that well- 
known, high-pressure sales gleam come 
into your eye, and he ran for shelter. 
Your heart was wrong, and your mind 
was wrong, and you couldn’t conceal 
it. 

You quit thinking about him, and 
began thinking about you. You quit 
thinking about your goods in terms of 
benefit to him, and began to think about 
the sale in terms of profit to you, and 
he froze up solid. Partner, it happens 
every day. The sooner you can make 
the prospect forget that you are a sales- 
man, the sooner he will sign your order. 


The Hanson Weigh. 


From "A to Izzard" 
On Power Transmission 


Power transmission salesmen can 
brush up on their wares by reading 
the February issue of Power magazine, 
which contains a special 16-page edi- 
torial section covering the following 
major product classifications: flexible 
couplings, belt drives, chain drives, 
bearings and hangers, clutches, rope 
drives. speed transmission and gears. 
Each product and its application is de- 
scribed in practical, interesting detail. 


Some Suggestions For 
Your Defense Customers 


“Survey your plant now and be on 
guard against the saboteur and_ the 
spy.” Factory urges industry in its cur- 
rent issue. Every plant, it is pointed 
out, has its vulnerable points. Go over 
them carefully, says the magazine, list 
the materials, products, or areas that 





are vital to uninterrupted production 
and therefore require primary protec: 
tion. 

All fire and safety hazards should 
come under scrutiny. “Mark them for 
removal,” the article states. “They 
may be duck soup for the saboteur.” 

Other guards against sabotage in- 
clude the exertion of strict watch over 
employee personnel, over possibilities 
of unauthorized persons getting into 
the plant, keeping technical and preci- 
sion tools in a separate room or well- 
screened area, storing explosives. 

“Coal chutes, skylights and fire 
escapes may be used by unauthorized 
persons to enter the plant. Don’t over- 


look water frontage, railroad rights of 
way. windows that face on sidewalks, 
storm sewers, unfenced areas. Good 
fencing, screening, and illumination are 
the three most important factors in pre- 
venting unauthorized entry.” 


95% of Strikes Adjusted 
By Conciliation Service 


The story of 709 “strikes that didn’t 
happen” is told in a review of the work 
of the United States Conciliation Serv- 
ice in the February issue of the maga- 
zine Factory. The 80 Commissioners 
of this government mediation agency 
headed by John R. Steelman, and con- 
nected with the Department of Labor, 
are “working overtime these days to 
stem the rising tide of potential strikes 
in America’s defense-stimulated indus- 
tries,” Factory says. 

“In fiscal 1940 they had a hand in 
settling 1,977 labor disputes involving 
1,015,540 employees,” the magazine 
said. “Threatened strikes are only so 
listed in the Service’s records when a 
strike vote has actually been taken. 
In the calendar year 1940, Conciliation 
men figured in 746 threatened strikes, 
involving 479,164 workers, 95 per cent 
of which were satisfactorily adjusted 
without stoppage of work.” 
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“Oops! Hello Boss! Lugosi was just showin’ us how strong he is!" 
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SALES MEETING IN PRINT 


Some further questions on typi- 


cal sales problems. How much 
do you know about it? Can you 
answer 15 out of 20 questions 
correctly? If so, you're doing 
very, very well. If not, you'll 


find answers on page 144. 


1. The ratio of the piston area on the 
steam end of a pump to that on the 
water end is as 4 is to 2.25. Water-end 
piston diameter is 6 in. What is the di- 
ameter of the steam piston? 

2. To get the required velocity of flow 
in a pipe requires a cross-section of 
19.5 sq. ft. What is the pipe diameter? 

3. How large a sheet of steel is re- 
quired for a 28-in. culvert 6 ft. long, al- 
lowing 114 in. for lapping and riveting? 

1. If a trolley pole is 24 ft. high, how 
long must a guy wire be to reach from 
an eye at its top to an anchor at ground 
level 7 ft. from the pole base? 

5. If a water tank is 15 ft. in diameter 
and 20 ft. high, how many cubic feet of 
water will it hold? 

6. What is this, in gallons? 

7. If a weight of 750 Ib. is to be bal- 


anced by one of 150 lb. on opposite ends 
of a 12-ft. lever, where should the ful- 
crum be? 

8. What is the circumference of a 
48-in. flywheel? 

9. What is the circumference of a 
16-in. emery wheel? 

10. What is the rim speed of a 7-ft. 
flywheel at 210 r.p.m.? 

11. If a 12-in. abrasive wheel has a 
surface speed of 2,200 ft. per minute 
how many r.p.m. is it making? 

12. A Y%-in. drill is making 300 r.p.m.; 
what is the cutting speed? 

13. A 36-in. pulley running 240 r.p.m 
is belted to a 15-in. pulley. What is the 
r.p.m. of the small pulley? 

14. A 3-ft. grindstone is to be driven 
at 800 r.p.m. from a 6-in. pulley on a 
225-r.p.m. lineshaft. What size pulley 
should go on the grindstone arbor? 

15. A 38-tooth gear running 360 
r.p.m. is to drive another gear at 190 
r.p.m. How many teeth should there be 
on the other gear? 

16. If a crane lifts a 3-ton casting 
20 ft. in 30 sec., what horsepower does 
it use? 

17. How much horsepower is carried 
by a 12-in. double leather belt if one 
pulley is 14 in. in diameter and runs 
1,100 r.p.m. Effective pull per inch of 
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"We got tangled up rushing for the bar at a recent sales meeting!" 
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width is 70 lb. for this belt. 

18. How wide should a single belt be 
to transmit 10 hp. at 2,000 ft. per min- 
ute? Allowable pull is 35 lb. per inch. 

19. How much does 100 gal. of alco- 
hol weigh? (Specific gravity is 0.8.) 

20. A water tank has two outlet pipes. 
One will empty it in 4 hours, the other 
in 12 hours. How long will it take to 
empty if they drain it together? 


PASTE THIS IN YOUR HAT 


Some Simple Formulas For Pulleys 


1. The diameter of the driver and 
driven being given, to find the number 
of revolutions of the driven. 

Rule: Multiply the diameter of the 
driver by its number of revolutions, and 
divide the product by the diameter of 
the driven; the quotient will be the 
number of revolutions. 

2. The diameter and the revolutions 
of the driver being given to find the 
diameter of the driven, that shall make 
any given number of revolutions in the 
same time. 

Rule: Multiply the diameter of the 
driver by its number of revolutions, and 
divide the product by the number of 
revolutions of the driven; the quotient 
will be its diameter. 

3. To ascertain the size of the driver. 

Rule: Multiply the diameter of the 
driver by the number of revolutions 
you wish to make, and divide the prod- 
uct by the revolutions of the driver; the 
quotient will be the size of the driver. 


SAM SUPPLIER ASSEMBLES 
A BLACK-AND-WHITE CUBE 


Sam Supplier was hard at work, 
building himself a puzzle. It was a 
wooden cube 3 in. in each dimension, 
built up of 1 in. cubes. The idea was to 
paint only the outside surfaces black, 
and have all others white. Then he 
could ask a friend to look at it and tell 
him how many 1 in. cubes there were, 
how many were all black, how many all 
white, how many had only one black 
side, how many had two, how many had 
three, how many four, and how many 
five. But to make it, he found he had to 
visualize the problem himself. Make 
believe you’re Sam Supplier—two min- 
utes is good time. 

(If your visualization is "way off be- 
cause of the weather, look on page 145). 
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Only One Brush 
Manufacturer Can 


Offer This Service 


@ Osborn is the first and only 
company to offer industry a 
complete analysis of their 
brushing operations. The rea- 
son—it is the only manufac- 
turer possessing the necessary 
experience and man power to 
render such a service on a 
scientific and impartial basis. 


The Osborn Brushing Anal- 
ysis will accomplish two pur- 
poses. One, create more cus- 
tomers and sales for you by 
developing new uses for 
brushes. Two, help you to im- 
press upon your present cus- 
tomers and prospects, that the 
Osborn line is backed by a 
responsible and progressive 
manufacturer who is putting 
forth every effort to give them 
a complete line of brushes of 
the finest design and quality. 
It will pay you to push Osborn 
in 41. 

The Osborn Manufacturing 
Company, 5401 Hamilton Ave- 
nue, Cleveland, Ohio. 
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TREND OF SUPPLY SALES 
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climbing from December figure of 175 to 178.2. Larger 
and fewer orders are indicated by the other figures, as the 
size of average order increased from $21.60 in December 
to $22.35 in January. and the number of orders received 
per working day dropped from 106 to 96. 


Pacific Dec. 115.0 +. *% | $17.25 * 
Jan. | 9 $4,920 | $25.75 44 
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KEEPING UP WITH BUSINESS 


Distributor Sales Up 15%, 
According to Government 


Total sales for 1940 by distributors 
of industrial supplies, hardware, and 
plumbing and heating supplies are esti- 
mated at $650.000.000 by the Bureau 
of Foreign and Domestic Commerce. 
This puts 1940 ahead of 1937, the pre- 
vious high for the decade. 
sales, usually low, 


December 
were at a higher 
level than any month of the preceding 
three 


years. December, incidentally, 
was the 25th consecutive month in 


which dollar sales exceeded the corre- 
sponding month of the previous year. 


Textile Mill Supplies 
Increase 10% Over '39 


Sales of machinery, accessories and 
auxiliary equipment to run textile mills 
reached a new high last year, 10 per 
cent above 1939 and 15 per cent over 
1929, according to Textile World's 
annual Review and Forecast Number, 
published the last week in February. 
Significantly, the 10 per cent increase 
in supplies and equipment sales was 
greater than the 8 per cent increase in 
textile mill activity itself. 


Week-End Blackout of Plants 
Gradually Disappearing 


As the defense program gains mo- 
mentum, the Friday-night-to-Monday- 
morning blackout is gradually disap- 
pearing from the metal-working indus- 
try, with more companies going to five- 
and-a-half and six-day weeks. accord- 
ing to the Feb. 19 issue of 
Vachinist. 

Machine Tools: Machine tool de 
mand for defense purposes has become 
so heavy that the industry has been 
requested by the Government to cease 
making deliveries after Feb. 28 to cus- 
tomers who have not by that time or 
thereafter 


{merican 


secured priority ratings. 
British interests will not suffer, because 
all orders for England and the Domin- 
ions are to be filled on schedule despite 
ruling. Thus all 
orders for new machine tools will be 


the new defense 
forced into the priority system, which 
is being tightened up. 

A survey of available used tools is 
now being made by the machine tool 
section of the OPM in Washington. 
\ big additional market for used tools 
was created when the priorities division 
of OPM ruled that schools participat- 
ing in the defense training program 


60 


would have to buy used instead of new 
tools. The act of repairing these touls 
and putting them in shape will be use- 
ful education. The government is ex- 
erting its influence to keep prices of 
used machine tools within reason. 


Breakdowns Will Develop as 
Plants are Pushed to Limit 


In most factories production is con- 
tinuing usual—but 
speeded up where possible to meet the 
demands of the domestic war economy, 
according to Business Week. Yet a 


more or less as 


statistical event of some significance 
occurred on Feb. 22 when the weekly 
steel rate dropped from 97.1 to 94.6 
per cent, the lowest since Oct. 19. The 
decline was due to two causes: (1) 
Some mills shut down for repairs, (2) 
Strike at Youngstown Sheet & Tube. 
The decline should not be dismissed 
as a statistical quirk, says Business 
Week, for it indicates that an economy 
cannot roll along indefinitely at top 
speed. As defense pushes plants to the 
limit of capacity, with fewer “times 
out” for repairs, it is likely that work 
will be interrupted by breakdowns. 
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(As of Feb. 
Business activity 134.3 
Automobile production 129,240 


In January the average volume of industrial supply salesmen increased 
from December's peak of $9,850 to $10,140, the first time in the 
history of this index it has exceeded $10,000. 
per salesman per day dropped from 17 to 16, but the orders were larger 
(see Sales Indicator figures on page 58). 
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Volume per salesman in January—$10,140 
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Orders per salesman per day in January—16 


FIGURES 


22, 1941) 
Steel activity 94.6 
Carloadings 721,176 


The number of orders 
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(LL BE ON VOUR SALES 
ALL THROUGH 4/ 


..- helping you build up bigger, more 
profitable packing sales... 


Every month, I'll talk to thousands of 
busy executives and purchasing agents, 
in every major industry . . . key men your 
other salesmen may never get time to see. 


Look for me in POWER, MILL AND FACTORY, 
POWER PLANT ENGINEERING, NATIONAL 
ENGINEER, INDUSTRIAL POWER, OIL AND 
GAS JOURNAL, INDUSTRIAL EQUIPMENT 
NEWS, SOUTHERN POWER AND INDUSTRY, 
OIL WEEKLY, PETROLEUM EQUIPMENT, 
REFINER ... 


JOHNS -MANVILLE 
22 East 40th Street, New York, N. Y. 





{ 


wn Johns-Manville PACKINGS & GASKETS 
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TEN YEARS AGO TN. 


“TO CAPTURE PROFITABLE BUSINESS, ARM SALESMEN WITH ADEQUATE 
SALESMAK/ING AMMUNITION, GIVE THEM EFFICIENT TECHNICAL SUPPORT. 
AND KEEP TRACK OF THEIR ACTIVITIES SO AS TOHAVE A PERFECT PIC- 
TURE OF ACHIEVEMENT. ITS THE PREPAREDNESS AND “FOLLOW THROUGH" 
THAT COUNTS, ACCORDING TO C.W. KRUEGER, VICE PRESIDENT. 
THE WESTERN IRON STORES CO,, MILWAUKEE. 
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Way MiLL SUPPLY DISTRIBUTORS HAVE AN “INSIDE 
TRACK” TO MOST OF THE IMPORTANT PUBLIC IN- 
STITUTION BUSINESS WAS TOLD BY ARTHUR G. 
HOPCRAFT, COMMISSIONER OF PURCHASES AND 
SUPPLIES, CLEVELAND. 
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OFIT- 
AO KEEP CUSTOMER- RESPECT Ano GUILD A PRE 
E BUSINESS, SELL VALUES. {PRICE 
ve FJ. Me DEVvITT OF THE CASANA 


CO., PHILADELPHIA 


Artuouen FORCED 10 RETIRE 
FROM BUSINESS AT THE AGE 


- 
WELL AWAY FROM THE OLD MACHINERY WHOLESALE 


@,. DISTRICT AND AMPLY PROVIDED WITH PARK- 


ING SPACE, WAS THE NEW, MODERN HOME OF 
THE MILL & MINE SUPPLY CO, SEATTLE, WASH. 
+> 


HOW SALESMEN OF THE ATLAS PACKING 4¥ 





OF 55 BECAUSE OF ILL HEALTH 
W.PB MARS, TWO YEARS LATER, 
TOGETHER WITH HIS SON. 
SNAPPED RIGHT BACK AND 


FORMED HIS OWN COMPANY! 


AT 645 IN 148\) MR. MARS 
WAS HALE AND HEARTY. 
AND DOING A FLOURISH - 
ING BUSINESS, HE |S STILL 
GOING STRONG TODAY AT 75 


x 


AND RUBBER CO., SEATTLE, WALKED MILES 
TO REACH A SINGLE PROSPECT IN~THE LOG. 
GING DISTRICT DURING THE EARLY Iqoo's 
WAS RELATED BY TOM DONEGAN, VICE 
PRESIDENT OF THE COMPANY. = 
oe n~ 
= THE GEORGE WORTHINGTON CO. CLEVELAND. 
HONORED JOHN L. SMITH .FOR HIS 50 YEARS 


OF SERVICE. 
ot 


od » 
PICTURES oF THE SALESMEN OF JAMES McGRAW. WW 
INC., RICHMOND, APPEARED IN A FULL PAGE 
NEWSPAPER AD. 





Defense Industries 
are calling for 


USKIES 


like these 
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Ger it going and get it done!” is the order that’s going out 
to thousands of foundries, machine shops and assembly lines. 
And it is in those early production stages of “roughing down” 
where speed is especially demanded. 

That makes the “huskies” in the Nicholson or Black Diamond 
line red-hot for pushing during the big burst of industrial 
activity just ahead. While the larger sizes in regular Hand, 
Flat, Half-round and Round files are in big demand right now, 
you have an especially interesting opening story on special-cut 
Foundry files. High-spot your April promotions on Nicholson 
or Black Diamond Foundry files because they are being 

featured in the Nicholson advertising during April 


in a big list of industrial magazines and also in the 
March 29th issue of The Saturday Evening Post. 


NICHOLSON FILE CO. «© PROVIDENCE, R.1., U.S.A. 
(Also Canadian Plant, Port Hope, Ont.) 
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Boyer-Campbell Stages 
Woodcutting Bee 


It was a brisk. cold week end, in 
midwinter, that W. P. Goudie, secre- 
tary of Boyer-Campbell Co., Detroit, 
picked for the annual B-C woodcutting 
bee, staged at his summer cottage up 
in Livingston County. Invitations were 
extended to the entire male contingent 
of the company to come up, enjoy 
themselves and cut a little wood for the 
host. 

A few managed to arrive late Satur- 
day, but the majority began pouring in 


about 8 o'clock Sunday morning. 
“Uncle” Ray Smith, Boyer-Campbell 


vice-president, was in charge of the 
day’s activities. As soon as a new group 
arrived, Uncle Ray turned them over 
to Eddie Farrell, Official Gamekeeper, 





who magically produced crosscut saws 
and axes, designated a pile of wood and 
put them to work. 

Whenever Eddie spied a group lag- 
ging on the job, he started a rollicking 
song, whistled for Uncle Ray who came 
arunning with a nip (coffee) for the 
lads. When the dinner gong sounded at 
3 bells. eight cords of wood had been 
cut. 

While all the chanting and wood- 
cutting was taking place, W. P. Goudie, 
the host, was busy in the kitchen whip- 
ping together a sumptuous feast. And 
for his part in making the day’s activi- 
ties a perfect success, the boys got to- 
gether after dinner and dubbed him 
“Sir Cookie.” 





Mid-western sales representa- 
tives of Graton & Knight got 
together on Jan. 27 at the 
Hotel Sherman, Chicago, to 
discuss their distributor pro- 
gram for 1941. Left to right: 
C. L. Colesworthy, Chicago; 
E. M. Ames, Detroit; L. F. 
Thompson, Minneapolis; J. J. 
Slein, assistant sales manager; 
G. L. Abbott, vice-president 
and general sales manager; 


P. G. Hamill, Cleveland; C. H. 


Carr, St. Louis; and J. E. 
Donovan, Chicago district 
manager. 


N.A.M. Survey Shows Plants 
Still Have Idle Space 


Vast amounts of idle plant space are 
indicated in early returns of a nation- 
wide “preparedness through produc- 
tion” survey of industry initiated by the 
National Industrial Council at the sug- 
gestion of William S. Knudsen, director 
general of the Office of Production 
Management. 

In a preliminary report, Walter D. 
Fuller, president of the National Asso- 
ciation of Manufacturers, which spon- 
sors the N. I. C., disclosed that 3,000, 
or about 10 per cent of the nation’s 
manufacturers, had replied to question- 
naires. He predicted “a landslide of 





Veteran employees of Butts & Ordway, Cambridge, Mass., were given service emblems at the distributor's 50th anniversary dinner on Jan. 
3. Actually the celebration was three years late, admits F. Marsena Butts, president, because the firm was founded in 1888. One employee 
(R. F. Leonard) has been with the company 5! years, seven for 25 years, and ten from 5 to 20 years. Entertainment was provided by 
an accordian player, a sleight-of-hand artist, movies and singing. Standing from left to right above: E. A. Knowles, price clerk; R. F. 
Leonard, salesman; Fred E. Wayne, salesman; Chester C. Butts, treasurer; F. Marsena Butts, president; H. A. Davis, salesman, and James 


K. Halfyard, receiving clerk. 
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Pursuing a program of always being pr 
pared in advance to meet industry's 
creasing demands for HEWITT hose and 
belting, we have made every ottempt to 
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technical resources, ond new equipment 
assuring the highest cea" aymeaolaliceli(-to 
uniformity in manufectur no — factors that 
Wii iol |W Akelai-te Mee |Ulol ie Molalolal tegelaulolala-h 
The HEWITT line—constont vy improved and 
enlarged—is being so ¢ *o the men who 
will buy for industry “r © stronger-than- 
ever advertising compaigr These men— 
n more thar messages—are 


being referred to HEW - «*ributors for 





oh S15 3(0 lala amis mis) mn ction of equipment. 


Hewitt Rubber Corporetror Buc!lo. N.Y 


HOSE « CONVEYOR AND TRANSMISSION BELTS * PACKING 
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PIPE PLUGS 


8600 precision parts— among them Allen Pipe Plugs—share the 
responsibility of keeping this 1200 horsepower PRATT & WHITNEY Twin 
Wasp engine “humming”. Here’s a busy field for ALLENS’ function of 


“holding strongly together” under extremes of strain and vibration. 


ALLEN Hollow Screws are standard in a multitude of machines for 
defense operations in field and factory. Fighting machines and production 
machines: —a// need what your ALLENS have in strength, precision, 


dependability! 


This standard-equipment business is our DISTRIBUTORS’ business. 
Including even the largest commitments, a// orders for ALLENS are billed 
through the Distributor. If you’re not among the Mill Supply Houses 
profiting by this policy, write us about available Allen Franchises. 


Illustration (right) shows application of Allen Pipe Plugs in a Pratt 
& Whitney aircraft engine. Made 
of Duralumin—especially for air- 
craft use — these plugs are also 
available to your customers in 
Bronze, Brass, Stainless Steel or any 
other metal having properties 
adapted to cold-drawing and 
smooth threading. 

Visit our Exbibit {Booth 220} at the 


Machine & Tool Progress Exhibition, Detroit, 
Mich., March 25 to 29 inclusive. 





THE ALLEN MANUFACTURING COMPANY 


HARTFORD, ‘ i : ‘ CONNECTICUT, U.S.A. 
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returns from manufacturers who are 
volunteering for defense work by regis- 
tering their facilities for national 
defense purposes.” 

From a study of early tabulations of 
existing machine tools, floor space and 
ability to increase production, Mr. 
Fuller said that returns from Virginia, 
Kentucky, Maine and a dozen other 
states east of the Mississippi showed 
that a preponderance of manufacturers 
did not have defense contracts at pres- 
ent. . 

In an effort to determine trends in 
the early stages of the survey, an 
analysis of the first 100 returns from 
a typical state, Virginia, was made. 
It showed that of 100 manufacturers, 
21 were engaged in filling national de- 
fense orders, either as primary or sub- 
contractors; 40 reported that they 
could expand their production, the esti- 
mates of possible expansion ranging 
from 10 to 300 per cent; twelve re- 
ported that they had company-spon- 
sored training programs under which 
unskilled and semi-skilled workers were 
being trained. 

Some of the Virginia plants have 
been diverted, in whole or in_ part, 
from their normal activities to manu- 
facture defense material. One factory 
which ordinarily makes tobacco-man- 
ufacturing machinery is turning out 
parts for Diesel engines. This sort of 
conversion is not limited to Virginia. 
The American Laundry Machinery Co., 
Cincinnati, is making not only laundry 
equipment for naval vessels and Army 
camps, but is turning out a variety 
of munitions parts as subcontractor 
for other manufacturers. 

Fifty-six of the first 75 plants with 
equipment suitable for defense con- 
tracts to report in Maryland said they 
were engaged in filling defense orders. 
Twenty-eight of these plants reported 
that they needed men, particularly ma- 
chinists and mechanics. 

An owner of a chemical company 
wrote: 

“We could, in an emergency, go out 
of business and let our plant be used 
for some other purpose.” 








E. D. Johnson of the Murray Co., Dallas 
distributor, shoots a quick quotation over 
the phone. 














UM 


BARNES 


oe 


BLADES, 


Because of their accuracy in cutting, their con- 
sistent high production factor and long life, 
Barnes Better Hack Saw Blades and Band 
Sawe have been adopted as standard in many 
of the country’s leading production industries, 
of which the farm implement industry is one. 


Farm Implements is the sixth in a series of full 
page, two-color advertisements we are featur- 
ing in a group of consumer publications reach- 
ing 100,000 of your customers every month. 


Don’t let your customers run into the danger 
of delayed deliveries—a bottleneck. Urge 
them to look over their stock—order as far 
ahead as possible. If your own stocks need 
replenishing. better do something about it 
today. 


Meet us at the Machine & Tool Progress 
Exhibition, Detroit, March 25 to 29 inclusive, 
Convention Hall. 


Booth No. 135 
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CROSBY 
CLIP 





Opportunity knocks hard and long for 
the distributor who is anxious to “pep 
up” his wire rope clips sales, get a 
steady good profit from this source, and 
make truly good friends of those he 
sells. 

CROSBY CLIPS have proved to be 
aces for distributors for years and years 
— 58 years, to be exact. Users want 
the safety, the durability, the economy 
which CROSBY CLIPS always give. 
Experienced distributors say it's a 
pleasure to sell ‘em. GET all of the 
facts — write, 







* 


Ask for a copy of 
this interesting book 
about wire rope and 
wire rope  fasten- 
ings, WITH AN EYE 
TO SAFETY. Order 
by the number: 


AMERICAN HOIST 
& DERRICK CO. 


cuicaco ST. PAUL, MINN. new vor 








Richard Alcott, general manager of Riech- 
man-Crosby Co., Memphis distributor, 
wishes Wm. "Billy" Adams lots of luck in 
his new job as outside salesman. Billy will 
travel Northern Mississippi and part of 
Arkansas. Presumably the airplane back- 
ground is symbolic of R-C service. 


Joins Worthington's 
Construction Division 


Harry J. Schultz has been appointed 
central regional manager of the con- 
struction equipment division of Worth- 
ington Pump and Machinery Corp. He 
will make his headquarters at Worth- 
ington’s Chicago office in the Daily 
News Building. 400 West Madison St. 

Mr. Schultz was formerly manager 
of the contractors division of the Inde- 
pendent Pneumatic Tool Co. He enjoys 
wide friendship with distributors 
throughout the country and has been a 
strong advocate of manufacturers’ poli- 
cies that promote increased volume and 
greater profits for the distributor. 


Edwards Promoted 
By Armstrong Cork 


H. P. Smith, Jr., vice-president in 
charge of manufacture, announced the 
appointment of Fred C. Edwards as 
assistant director of labor relations of 
the Armstrong Cork Co. 

Mr. Smith stated that Edwards will 
work directly with E. J. Kessler, Arm- 
strong director of labor relations, in 
handling this phase of the company’s 
business. Edwards was brought to the 
home office in Lancaster from Dallas, 
where he had been attached to the floor 
division’s branch office. 
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SAFETY FIRST 


for your 
STRAIGHT 
LADDERS 








UMI 









—“ 
DAYTON UNIVERSAL SAFETY SHOES on your present straight ladders—a guarantee of additional 


safety. This Dayton Universal Safety Ladder Shoe prevents slipping, so often the cause of ladder 
accidents. Your choice of renewable treads including Rubber Suction Grip Treads, Neoprene 
Suction Grip Treads, or Suberac Cork Treads. Shoe is instantly converted by a flip of the hand 
or foot for either inside use of treads or outdoor use of tempered steel spike toe. Lock nuts 


and spring washers insure holding and proper adjustment. Quickly and easily installed! 


use 
DAYTON SAFETY LADDERS 


Everywhere Dayton Safety Ladders are 
eliminating expensive delays caused by 
the hazards of ordinary ladders. Men 
work faster, with more confidence on 
the broad, firm platforms of Daytons. 
Platforms allow ample room for tools 
and supplies. Rigid steel supports, tested 
airplane spruce give the Dayton Safety 
Ladder great strength, stability, and ex- 
treme lightness of weight. Standard 
Rubber Safety Shoes at no extra cost. 


Write Today 
for Prices and Catalog 




















DAYTON 


Safety Ladder 
CZ, 


121-123 W. Third St. 
Cincinnati 


Ohio 
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WRIGHT | 
Improved High Sts 


HAVE “HOIS TABILITY” which means odie 


transportation with speed, economy and safety. 

Every WRIGHT Improved High Speed HotstT is fast, smooth and posi- 
tive in action—because of Wright precision load wheel and driving 
spindle bearings. It is economical, being highly resistant to corrosion 
because of its full zinc coating. 

It is safe with a load chain that stays in the pocket, regardless of 
operating position—because of the Wright safety guard. 

Furthermore, the load chain has a safety factor of 7 to 1, and is made 
of a special process steel which permits it to elongate (under overload) 
3” to the foot before breaking. Likewise the bottom hook will slowly 
open so that anyone can see the danger when loaded beyond the elastic 
limit of the chain. 

WRIGHT TROLLEYS are as dependable as Wright Hoists—made to 
give long, faultless service. ... Write for the WRIGHT CATALOG describ- 
ing modern hoisting equipment in capacities from 4 to 50 tons. 


WRIGHT MANUFACTURING DIVISION 


YORK + PENNSYLVANIA “ 






al 


AMERICAN CHAIN & CABLE 


COMPANY, Inc. 
Gn Business pore Your Safely 
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'Messinger, Chain Belt President, 
Succumbs to Heart Attack at 57 


Death claimed Charles R. Messinger. 
president of Chain Belt Co., Milwaukee, 
on February 4 at the age of 57. Mr. 
Messinger was not only one of Mil- 





CHARLES R. MESSINGER 


waukee’s leading industrialists, but a 
national figure in industry. 

Born in New Haven, Conn., he at- 
tended the local schools. graduating 
from the Sheffield Scientific School of 
Yale University in 1906. After working 
as a salesman for three years, he came 


| to Milwaukee in 1909 as vice-president 


and general manager of the Sivyer Steel 
Casting Co. 

His affiliation with the Chain Belt 
Co. began in 1917 when he became vice- 
president and general manager. In 
1923, he was made president and gen- 
eral manager, positions he retained 
until 1931 when his brother, the late 
Clifford F. Messinger. was then made 
president of the company. 

Shortly after the death of his brother 
in December 1933, Charles Messinger 
again assumed the duties of president 
of the Chain Belt Co. and at the same 
time because chairman of the board 
of the Oliver Farm Equipment Co. 
Both positions he retained until his 
death. 

In addition to his affiliations with 
Chain Belt and Oliver, he was a director 
in a number of other national concerns. 
During the World War, he was a “dol- 


lar a year man” and had only recently 


been named assistant chief of ordnance 
for the 6th army corps area. 


Bright Adds Armstrong 


The Armstrong line of wrenches and 
tool holders has just been taken on by 
Bright & Co., industrial distributor of 
Reading, Pa. 






































Oll & GAS JOURNAL 





and gasoline lines, Republic com 
sizes up to 6 inch ©. D. taste: 








REPUBLIC ELECTRIC WELD 


LINE PIPE—NORMALIZED CASING AND TUBING 






Thousands of Sales Messages Every Month P REPUBLIC Alay Stu : 
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REPUBLIC STEEL CORPORATION 
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REPUBLIC ENDUR 












NGINEFRING & MINING JOURNAL 





Your customers are buying things now they never 
bought before—because industrial operations 
in America are setting new records. “Where to 
buy” is the big question. So we're reminding 
your customers that Republic makes pipe, 
sheets, bars, wire, nails, bolts and nuts, Enduro’ 
Stainless Steel, Toncan’* Iron, alloy steels and a 
host of other products that you sell or could sell. 
Every month Republic places more than a 
million sales messages before industrial buyers 
in the form of full-page advertisements in lead- 
ing trade and technical publications, many 
of which your customers are reading. Yes— 
we are helping you make sales—and profits. 


Are you stocking all the Republic products that could make profits for 
you? The bigger the orders you take—the fewer orders you place with 
different manufacturers—the better your profits. Let us send you 
a complete listing of all Republic steel products. Ask for Booklet 199. 


REPUBLIC STEEL CORPORATION 
General Offices: Cleveland, Ohio 


BERGER MANUFACTURING DIVISION + CULVERT DIVISION +« NILES STEEL PRODUCTS DIVISION 
STEEL AND TUBES DIVISION + UNION DRAWN STEEL DIVISION » TRUSCON STEEL COMPANY 





American industry today is faced 
with its greatesf challenge in history. 
It must carry out its share of a 
gigantic National Defense program 
and at the same time satisfy the 
normal needs of a prosperous nation 
To do this requires steel—steel 
in unprecedented quantities. 


Republic Steel, during the decade of 
its existence, has enlarged its facili- 
ties, improved its equipment, care- 
fully trained its organization of men 
who know steel. 


Today, Republic's men in the mills 
are proud of the production records 
they are setting. In the offices experi- 
enced men are doing their utmost to 
make sure that the steel needs of 
the nation are served. Republic is 
doing its full part in supplying 
steel—first line of national defense. 


PRESIDENT 









TWO MODELS—popular end 
handle Drill or convenient side 
handle model. The STAND- 
ARD'S side handle control, 
coupled with minimum spindle 
offset, makes a perfect com- 
bination for easy, close-corner 
drilling. Side handle model, 
only 834” long. End handle 
model, 111/44” long. 





























*% Popular Size 
*% Popular Weight 


* Production 
I etudis weet. bites 


® Perfect Balance 
*& Built to “take it” 


*%& End Handle or 
Side Handle types 


*% Backed by a Name 
you can trust 


, 


“FASTEST-SELLING DRILL on the market today”—jobbers say with enthusiasm. “‘The kind 
of drill I've always wanted’’—tool users declare. That’s the great news being flashed 
around about Black & Decker’s sensational New 14.” STANDARD Drill. You know there’s a 
big demand for this type drill—and now you have a Black & Decker 1/4” STANDARD that 
meets the demand! The New 14,” STANDARD is built and powered for continuous production 
—yet due to Black & Decker’s engineering “Firsts” it’s a compact, light-weight Drill that 
stands the gaff all day long. Weighing only 51/4 Ibs., operators can drill more holes faster, 
with far less fatigue. Choice of three speeds—standard 2000 R.P.M., special 3500 or 5000 
R.P.M. no extra cost. And Quality that’s backed by A Name You Can Trust. A glance tells 
you Black & Decker’s New 14” STANDARD has everything to help you wrap up sales! 
Hustle out and demonstrate it—and you'll go to town in a big way. The Black & Decker 
Mfg. Co., 717 Pennsylvania Ave., Towson, Maryland. 


"ELECTRIC TOOL HEADQUARTERS” 





PORTABLE ELECTRIC TOOLS 








A QUICK, EFFECTIVE DEMONSTRATION 
FOR THE OPERATING MAN 


14 


ONE OF A SERIES OF 


@ Spin the ball-bearing top of a 
Duff-Norton Jack Screw, and the 
man who uses the jack will get the 
point right away! When you show 
him that good engineering saves 
his ‘‘elbow grease”, he will be on 
your side. And the man in the shop 
is a good fellow to have rooting for 
you when orders are on the way. 

Then point out another labor- 
saving feature—the smooth, accu- 
rately cut screw. Its easy action 
means excellent workmanship to 
him. Call attention to the extra 
strength of the double ribbed throat; 
the protection afforded by the solid 
base; the firm grip assured by the deep, sharp serrations 
in the forged steel top. 

And of course you'll give the P.A. and the Super. the 
same demonstration and story. In addition, you can point 
out to them, a dozen time- and money-saving uses for these 
handy jacks. With an actual sample of the Duff-Norton Jack 
Screw in front of them, you can make your sales points so 
vivid and convincing that Duff-Norton will certainly be 
specified on the next order for Jacks! 


THE DUFF-NORTON MANUFACTURING COMPANY 


PITTSBURGH, PA. 


Canadien Plant Coaticook, Quebec 


“THE HOUSE THAT JACKS BUILT”’ 
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DISTINGUISHED 
SERVICE 


Knocking at the front office of a 
large auto plant for two years without 
getting much more than scratch feed is 
pretty discouraging. Walter Holloway 
of the W. C. DuComb Co., Detroit, 
tasted that bitter pill and waited for a 
break. When the break finally came un- 
expectedly he almost muffed it. But he 
didn’t. and Mitt Suppwits awards Wal- 
ter the Distinguished Service Award 








Walter Halloway who almost muffed the 
big chance for extra service. 


plus ten dollars for quick thinking 
service that pulled a customer out of a 
jam. 

This is Walter’s story: 

For two years I had been making 
regular calls on Joe Groin out at the 
Magnus Auto Plant. Joe is the p.a. 
out there, a swell guy but no pushover 
for a sales talk. After the first six 
months he began giving me_ small 
orders. I thought it was just a service 
test. I was wrong. They never got any 
bigger than the small order class 
despite every effort on my part to give 
him extra service. | knew deep down 
then it was only a “break” that would 
get me “in.” 

Ten o'clock one morning the break 
finally came. Joe Groin phoned while I 
was on the way out. A yell brought me 
hustling back. Out of breath or excited, 
I don’t know which, but nothing regis- 








































































tered for a moment. All I could say 
was a weak “Hello.” Back came this: 

“Hello, Holloway. One of our mam- 
moth presses busted a belt in the early 
morning shift. Yea. That’s the size. 
Have you got one in stock? I know 
they're special. How long will it take 
-to get one? Two days! Why, man, it 
takes 8 to 10 hours to put one of those 
belts on anyway. We can’t afford that 
much down-time. It'll knock our pro- 
duction schedule into a cocked hat. 
Have I tried anywhere else? Waddaya 
think I been doin’? Sorry, fella, 1 was 
kinda depending on you. So long.” 

“Hey. wait a minute,” I yelled into 
the dead phone. But he’d hung up. With 
sweaty palm I dialed the Magnus plant 
number, finally got Joe on the wire. 
“Joe, this is Holloway again. Before 
you start shooting fireworks let me 
say this. I’ve got a belt you can put on 
that press in 25 per cent of regular 
down-time. It’s right here in stock. You 
haven't got a thing to lose. I'll guaran- 
tee the job. Sure, it’s the same one I’ve 
been talking about for two years.” 

Well. Joe wouldn't even let me take 
it out there. He sent a truck posthaste 
into town, 35 miles away, and picked up 
the belt. There was nothing more to do 
so I waited until the following morning 
and hiked out to the plant. 

Joe had a grin from ear to ear when 
he spotted me. “Thanks, Holloway, for 
not letting me down.” he said. “By the 
way. Casey, the plant superintendent, 
wants a word with you.” 

For the first time in two years I got 
by that front office and down into the 
plant. Casey was enthusiastic and cheer- 
ful because he'd been able to put the 
press back into production after only 
45 minutes of down-time since receiving 
belt. Wanted to know where I'd been 
all this time. I skipped that question. 
Why bring up unpleasant subjects at a 
time like that. 

Every time I see Joe, now. and slip 
down into the plant for a check-up, my 
heart skips a beat at the thought of how 
I almost muffed the big chance for 
service. Volume on this account is grow- 
ing every month far beyond the scratch 
feed stage and. believe me, I am a de- 





vout disciple of extra service. It pays | 


dividends every time. | 


Pidgeon Heads Memphis C of C | 


Phil Pidgeon. president of Pidgeon- 
Thomas Iron Co., Memphis, has been 
re-elected president of the Memphis 
Chamber of Commerce. During Mr. 
Pidgeon’s term. 20 new industries were 
brought to Memphis. 

His father. Phil Pidgeon, Sr., was 
elected president of the Chamber of 
Commerce 38 years ago, when Phil 
was ll years old. 


wire rope fittings. In construction, oil-drilling, mining, etc., wire rope users in- 


“SELLING 
BARE-HANDED... 


| CRACKED A NEW MARKET FOR WIRE 
ROPE FITTINGS... WITH MY FIST!” 


THIS STORY DOES IT 
Here’s real bare-handed selling! Just clench 
your fist — show the Laughlin Safety Clip. 
Pinch your thumb and finger together — 
show the old-fashioned U-Bolt Clip. Then 


swing into a sales story like this: — 


Y 


“It’s easier to put on — saves time” 


“It can’t be put on backwards — it’s fool-proof” 





FIST-GRIP NO FINGER-PING 


“It’s stronger — delivers 95% of rope strength” 


“It doesn’t crimp rope — saves rope and accidents” 





1940 Laughlin Safety Clip sales through dis- 
tributors increased 385% over 1939! Sales of 
other Laughlin Items Up 36%! 














CASH IN ...ON LAUGHLIN’S MULTIPLE SALES PLAN TO 
BROADEN YOUR MARKET FOR ALL WIRE ROPE FITTINGS 


Investigate this quick, easy way to get attention and break into new markets for 


stantly recognize Laughlin Safety Clip advantages and concentrate their related 
purchases with the up-to-date dealer who tells them about it. 


Act now — get full information about this Multiple Sales Plan — the Visual 
Presentation — testimonials of users — direct mail aids. 





BRANCH SALES OFFICES 
s M. Gardner 


LAUGHLIN PROTECTS THE DISTRIBUTOR 


- Lewi 
71 Warren Street } Warner Road 
New York, N. ¥- ae Worth, Texas 
P.O. Box 217 Y 10 High Street 
Cortland, N. ¥- Boston, Mass- 















923 East Third St. 
Los Angeles, Cal. 
250 Perry Street 
San Francisco, 
605 Pioneer Bidg. 
Seattle, Wash. 
4000 York Street 
Denver, Colo. 


564 W. Randolph St., 
Chicago, il. ' 
E ; Blvd . 

2921 E. Grand 
Detroit, Mich. 

1027 Magazine St., 
New Orleans, La. 
318 Penn. Ave- 
Pittsburgh, Pa- 


THE 
THOMAS LAUGHLIN CO. 


PORTLAND, MAINE 
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@ Here’s anew Lyon product that's 
the answer to a big present-day demand 
.a shop stool that steps up worker 
efficiency by increasing working comfort. 
There’s quick, profitable business ahead 
for the alert mill supply salesmen who first 
tell their customers about these attract- 
ive, efficient, moderately priced Lyon 
Steel Stools. 


You can meet every commercial and 
industrial stool need with this new Lyon 
line. It provides these ‘“Roomy-Seat”’ 
Stools in 112 models. Read the list of 
Eight Exclusive Features tabulated in 
column to the right. Then call them to 
the attention of your customers... Lyon 
advertising in March issues of leading 
industrial magazines feature this Lyon 
Steel Stool. Cash in on the interest this 
advertising will develop. 


LYON METAL PRODUCTS, INCORPORATED 


General Offices: 5303 Madison Ave., Aurora, Illinois 
Branches and Distributors in all Principal Cities 


LYON 


SHOP EQUIPMENT 


STEEL STOOLS 
by LYON 


EXCLUSIVE 
SALES-BUILDING 


- Seat 


FEATURES 





EXCLUSIVE LYON FEATURES 


1. The proper stool for every job —112 
MODELS in 7 HEIGHTS, 18", 20", 22”, 
24", 26", 28" and 30”. 


2. All-welded, unbreakable, constructed 
from round edge steel band with no 
ough edges to snag hose or other 
clothing. 

3. Roomy seats with corners rounded on 
3” radius—provide 187 square inches of 
seat area. Approximately 17" of seat 
width across the diagonal. 


4, Channel brace foot rest uniform, com- 
fortable distance below seat on all 
heights. 

5. Tapered legs insure safety against 
tipping. 

6. Pressed wood seats attached over 
steel will not crack, splinter or break. 
7. Steel back has 2” adjustment range. 
8. Forged steel dome feet are standard 
—rubber feet, rubber feet with steel 
glides, and casters available. 


Service 


LYON METAL PRODUCTS, INCORPORATED, 
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Healy Appointed Vice-President 
At Hygrade Sylvania Corp. 


At a recent meeting of the Board of 
Directors of Hygrade Sylvania Corpora- 
tion, F. J. Healy was elected as vice- 





F. J. HEALY 


president of the corporation, according 
to an announcement made by E. J. Poor, 
chairman of the board of directors. 

Mr. Healy, who is also a director, 
first came to the corporation in 1917 
and since that time has assumed in- 
creasing responsibilities. As _ vice- 
president, Mr. Healy will continue his 
duties as general manager of the Lamp 
Division with headquarters at Salem, 
Mass. 


Mill & Factory Supply Co. 
Occupies Another Floor 


Mill & Factory Supply Co.. Toledo, 
Ohio, has taken over the second floor of 
the building it occupies at 321 Wabash 
Street, according to R. A. Parachek, 
president. Offices have been moved 
from the first to the second floor, and 
space formerly used for the offices will 
provide additional stock space. 


Falk Official Dies 


Edward P. Connell, 56. secretary- 
treasurer and general manager of the 
Falk Corp.. Milwaukee, died on Febru- 
ary 8 after a short illness. Mr. Connell 
had been with Falk for 28 years, start- 
ing as an accountant in 1913 and later 
serving a purchasing agent and comp- 
troller. He was appointed treasurer of 
the firm in 1939 and was named general 
manager in March 1940. He was also 
a director. 








“They Have Taken Some Hard Knocks i Zen Years” 


Mr. Graham: These bearings must 
withstand heavy shock loads im- 
posed by falling rails — and yet 


.. . Says Mr. Graham 


In the Simmons’ Co., bed manufac- 
turing plant, at San Francisco, Cal- 
ifornia — a Lewis Rail Breaker 
severs heavy steel rails for use in 
the steel mill. This rail conveyor is 
equipped with Dodge-Timken Clamp 
Sleeve Pillow Blocks, which replaced 
babbitted bearings ten years ago. 
Mr. W. H. Graham, superintendent 
of Simmons Co. Rolling Mill, San 
Francisco, discusses Dodge-Timken 
Pillow Blocks with Mr. L. M. Bul- 
lock of Horsford Bros. Co., Dodge 
San Francisco Distributor. 


Mr. Graham: Absolutely — these 
Dodge-Timken Bearings are 10 
years old — and none have been 
replaced — in spite of their expo- 
sure to dust, dirt and other elements. 
Mr. Bullock: Well, that’s fine — 
but did you effect any other savings? 
Mr. Graham: Yes — your bearings 
replace man power formerly re- 
quired to move the rails along the 
conveyor. You see, this conveyor can 
now handle the heaviest rails with 
ease — a job impossible without 
rolling bearings. 


Mr. Bullock: How about the loads? 
Are they always heavy? 
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must roll easily . . . 
doing exactly that. 


and Dodge is 


There is a Dodge Rolling Bearing 
for every industrial service — each 
one designed for a life expectancy 
of 30,000 hours under conditions 
for which they are adapted. Write for 
selection tables which make it easy 
to pick the right bearing for any job. 


DODGE MANUFACTURING CORPORATION 


MISHAWAKA, INDIANA, U.S.A. 
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SAVES 
TIME AND 
MONEY 


IN THE SHOP 
(id Wx 


V9 


Now you can sell “all-hard" cut- 
ting performance in a flexible blade— 
the new STAR Unbreakable Special 
Flexible—the all-purpose green blade 
that is guaranteed unbreakable in use 
in a frame. New steel, new in heat 
treatment, this outstanding flexible 
blade cuts and lasts like an “‘all-hard" 
yet is so tough that its teeth will not 
strip. 






This means faster, easier metal-cutting 
with fewer blades broken and less time 
wasted in changing blades. Yet you 
can sell these remarkable blades at no 
advance in price. 


Be sure to feature the new STAR Un- 
breakable Special Flexible Blades— 
easy to identify by the large, clear 
identifications superimposed on their 
all-over green metallic (patented) fin- 
ish and packed in medern metal boxes. 


STAR Blades are made in hand and 
power types—in Tungsten, ‘Moly’, 
and High Speed Steel. All STAR Hand 


Blades are packed in modern metal 


boxes. 
CLEMSON BROS. Inc. 
MIDDLETOWN NEW YORK 
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Van Nort To Chicago 
For Duff-Norton 


The Duff-Norton Manufacturing Co. 
of Pittsburgh, Pa., has recently ap- 
pointed John F. Van Nort as its sales 
manager, Western Division. His head- 


JOHN T. VAN NORT 


quarters will be at the company offices, 
Peoples Gas Building. Chicago. IIl., with 
Mr. Alex S. Anderson, district man- 
ager. 

Mr. Van Nort has been associated 
with a United States Stee] Corp. sub- 
sidiary for seventeen years. serving in 
various sales capacities in the Eastern 
territory. He comes to Chicago direct 
from the Duff-Norton plant in Pitts- 
burgh. 


Executives Elected 
At American Foundry 


Changes in the executive and man- 
agerial staff of American Foundry 
Equipment Co., Mishawaka. Ind., were 
made recently at the annual meeting 
of directors. 

Verne E. Minich, founder of the 
company, and, until recently its presi- 
dent, becomes Chairman of the Board; 
Otto A. Pfaff, formerly vice-president 
and general manager, is now president 
of the company and remains in the 
capacity of general manager: Leslie L. 
Andrus, formerly sales manager. has 
been appointed to the office of vice- 
president in charge of sales. The ap- 
pointments become effective immedi- 
ately. 


Empire Adds Pump Line 


Empire Machinery & Supply Co.. 
Norfolk, Virginia, have been appointed 
distributors of the entire line of Black- 
mer rotary pumps for industrial and 
other uses in the Norfolk territory. 
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New Quarters For 
Grand Rapids Supply 


On February 5 to 8, Grand Rapids | 


Supply Co., Grand Rapids, Mich., cele- 
brated the opening of new headquar- 
ters at the corner of Grandville Avenue 


and Wealthy St., S.W., by holding Open | 
House for all their customers and | 


friends. Move, which was made from 





Se, ic TL 
: : r 


New home of Grand Rapids Supply Co., 
with additional floor space, has enabled | 


company to up inventory and increase ser- 
vice facilities. 


former location at 47 Market Ave., 5.W.. | 
took the better part of a month—with- | 


out interruption of service to customers. 

New headquarters for Grand Rapids 
is a two-story building located on a lot, 
80x 100 feet. At present, company is 
utilizing the main floor and basement 
which provides a total of 13,000 sq.ft. 
of floor space for display room, office 


space and warehousing. As this repre- | 


sents an increase in the amount of floor 
space available over former location, the 
company has enlarged its inventory con- 
siderably, and improved its service fa- 
cilities. 

First floor is given over to office space 
and floor display in front, with call 
counter, shelves and bins for smaller 
items in the rear. Separate depart- 


; ; 
ments are set up for belting. chain and 


wire rope stocks. Among the lines 
handled by Grand Rapids are: electric 
and hand hoists, vises, drill presses. 
welding tools, air compressors, pulleys. 
drills, taps, cutters, electric hand tools, 
special industrial paints, safety equip- 


ment, metal saws and other metal-work- 


ing equipment. 

Company was founded in 1936 and 
covers Grand Rapids and the adjacent 
counties. Present officers of the organ- 
ization are: E. L. Switzer, president: 
Joseph Hager, vice-president and treas- 
urer; and Roy R. Wenger. secretary. 


Root, Neal Executive Dies 


Wm. J. Barnes. secretary of Root. 
Neal & Co., Buffalo distributor, died on 
Jan. 18 at the age of 55 years. Mr. 
Barnes had been connected with the 
company for 22 years. 








YALE HAND CHAIN HOISTS 


BRING YOU GREATER 
SPEED, SAFETY, ECONOMY 


TO YALE DISTRIBUTORS AND SALESMEN: 
This is No. 17 in a series of Yale Hoist fact 
stories appearing in a large group of leading 
trade publications to help you sel/. Follow this 


series. Each ad is full of testified sales argu- 
ments. 


Nearly 75 years manufacturing experience, supe- 
rior construction and advanced engineering distin- 
guish Yale Hand Chain Hoists—bring you safe, 
efficient, speedy, economical operation. 


Look at these Yale Chain Hoist features: 


SAFETY TOP AND BOTTOM HOOKS. In cases of se- 
vere overload, these hooks open slowly, without fracture 
. give ample visual warning of danger. Positive pro- 
tection for the operator, the load and the mechanism. 


FRICTION MINIMIZING STEEL LOAD CHAIN. 16 ( 
separate operations guarantee the safety of this chain. ” 
An exclusive secret plating process reduces frictional & al 
loss, makes the chain rust-resistant, means longer life and A Sh | 
smoother operation. } 


SELF-ACTUATING LOAD BRAKE is of the screw and | 
disc type. Brake pressure increases in direct proportion / 
to the load. Definite protection and safety to the oper- 
ator and the load. 


DETACHABLE SHACKLES. Drop - forged, two - piece ( 
shackles. Specially heat-treated suspension pin permits t 
easy replacement of load hooks. Minimum lost time from | 
hook changes. ; 





These are just a few of the engineering improve- 
ments incorporated into Yale Spur-Geared Hand 
Chain Hoists. Ask your Yale distributor to tell you 
about the many other features that make Yale 
Hoists better, safer, faster—''the buy of the mate- 
rials handling field." Or write to us for catalog. 





Cut open view illustrating the mechanical per 
fection of the Yale Ball Bearing: Spur-Geared 
Chain Hoist. Every part is fitted with minute 
exactness to bring about the perfect whole 


Capacities 300 Ibs. to 40 tons. PRECISION PLUS! 





THE YALE & TOWNE MFG. CO. 


PHILADELPHIA DIWSION, PHILADELPHIA, PA., U. S.A. 
IN CANADA: ST. CATHARINES, ONT. 


Makers of Yale Hand Chain Hoists, Electric Hoists, Electric 


Detroit Ball Bearing 


Compiles New Catalog 
EKA | Last fall Paul Higgins and John 
Moore tackled the task of compiling 
a power transmission catalog for De- 
troit Ball Bearing Co., Detroit. Job 
was completed last November and a 


for More Tool Mileage 











John Moore (left) and Paul Higgins, both 
of Detroit Ball Bearing Co., Detroit, who 
have made the salesmen’s task light by com- 
piling a simple, readable power transmis- 
sion catalog. 


mailing sent out to all their customers 
immediately. 

Paul and John began a systematic 
gathering of material and data early 
in the fall. Fvery attempt was made 
to get complete information, charts and 
tables, as well as descriptive matter, 
on all lines Detroit was handling. The 
catalog of 200 pages was arranged 
according to makes and covers all types 
of ball and roller bearing equipped 
transmission units including _ pillow 
blocks, hanger boxes, cartridge units, 
etc. 

This is the first catalog published by 
Detroit Ball Bearing Co. that is de- 
voted especially to power transmission 
units and is a departure from their 
usual practice inasmuch as it con- 
tains load ratings and other technical 
data. 

Detroit Ball Bearing salesmen have 
found this new catalog has proven 
of immeasurable value to them as an 
adjunct to their regular catalog and 
in many instances helps avoid mis- 
understandings in regard to product 
uses which frequently popped up be- 
fore. 














Porter-Cable Promotions 


D. J. Ridings has been appointed 
general manager of the Porter-Cable 
Machine Co., Syracuse, N. Y., and H. L. 
Ramsay has been promoted to the post 
of general sales manager, according 
to W. A. Ridings, president. 
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Disston’s leadership is a positive help to you in selling. Here are three 
good reasons why you can increase your sales volume and earn bigger 
profits by handling the Disston line. 


Product Superiority: Made of tough, uniform steel, Disston hack 
saw blades, files, band saws, circular saws and steel specialties save time 
and money because they cut more precisely and more rapidly... and also 
outlast competitive products, often by a wide margin. 


Disston Engineering Service: In factory after factory, Disston experts 
have shown the way to cut tool costs, to increase speed and efficiency of 


production. Disston engineers are recognized authorities—ready to serve 


your customers and to make your selling job easier and more effective. 


Disston Prestige: Built up by 101 years of association with quality 
tools, the Disston name is a valuable sales asset. No wonder 1855 leading 
hardware dealers have sold Disston saws for more than 25 years! 


Write or wire for the details on how to get bigger sales with Disston. 
Do it now. 


HENRY DISSTON & SONS, INC., Philadelphia, Pa., U.S.A. 


Branches: Boston, Chicago, Detroit, Memphis, New Orleans, Seattle, Portland, Ore., San Francisco, Vancouver, B. C. 
Canadian Factory: Toronto Australian Factory: Sydney, N.S. W. 


ESTABLISHED 18640 








Sphero Ball 
Valves Offer 
More Sales 
Opportunities 


Every engineer you call 
on has some place 
where a_ Fairbanks 
Sphero full-flow, quick- 
acting valve would give 
better service and re- 
duce maintenance cost. 
These valves have been giving satisfactory service on blow-off 
and process lines in hundreds of plants for many years. 
Fairbanks Sphero Valve is different. 
plug, instead of the usual wedge or disc. 


Fig. 0850 


250 Ibs. steam pressure 


It has a revolving ball 


It positively eliminates frictional resistance to stream flow, as 
the round opening in ball plug is the same size as that in the pipe. 
When the ball plug is opened or closed, it wipes seating surfaces 
clean. Its shearing action cuts through heavy solids and liquids. 

Adjustment of seat rings by means of a taper wedge insures a 
positive shut-off for practically every service. 

A quarter turn of the lever handle opens or closes the valve “as 
quick as a wink”. 

When seat rings or other parts become worn, they can be re- 
placed without removing the valve from the line. 

You could gain a friend and make a nice profit by recommend- 
ing the Fairbanks Sphero. 

Write now for catalog No. 21 and particulars about the Fair- 
banks exclusive franchise. 


THE FAIRBANKS COMPANY 


Valves, Dart Unions, Hand Trucks and Wheelbarrows 


19 E. 4th St., New York, N. Y. 


Boston, Mass., Pittsburgh, Pa. 


Factories: Binghamton, N. Y., Rome, Ga. 


Fairbanks vie" 
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Present quarters for office staff at Reichle 
Supply Co., Saginaw, Mich. When new ad- 
dition is completed, right wall will be 
broken through and 450 sq. ft. more floor 
space made available for contemplated in- 
creased staff. A. C. Sager, inside sales- 
man, is in foreground while Louise Chinery, 
Florence Wallace and Wilma Luth make up 
the attractive background. 


Westinghouse To Build 
Fluorescent Lamp Plant 


To fill lighting needs of new indus- 
trial plants engaged in national de- 
fense work, Westinghouse will build 
immediately at Fairmont, W. Va., the 
largest plant in the world devoted ex- 
clusively to the manufacture of fluores- 
cent lamps. at a cost of $3,000,000, 
David S. Youngholm, vice-president. 
announced recently. 

The new plant will be windowless 
and adapted for complete blackout in 
emergency. From 800 to 1,000 workers 
will be employed, and operation is 
scheduled to begin in July. 

With an immediate production ca- 
pacity of 50,000 units per day, the plant 
will have an estimated peak output of 
200,000 units per day. Most of the em- 
ployers will be women, as they are more 
adept and skillful than men in many 
lamp manufacturing operations. 

Site of the factory is a 90-acre tract 
on the Monongahela River, 3 miles 
from the center of Fairmont. Built ac- 
cording to modern practice in industrial 
architecture and design, the new plant 
will be a one-story building without 
windows or sky-light. 830 feet long and 
220 feet wide. 


Firth-Sterling Shifts 


Firth-Sterling Steel Co. has an- 
nounced that George W. Frick, for nine 
years manager of its Ohio district, has 
been made manager of the Company’s 
“Firthite” division. In this newly cre- 
ated post. he will be in charge of sales 
of sintered carbide cutting materials. 
Henry P. Jaeger succeeds Mr. Frick 
as manager of the Ohio district. 
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Announcing | MILFORD 







For all contour-sawing, jig and band saw machines 


Milford Profile Saw formerly reached consumers largely A machine for contour-sawing is no better than its saw. 
under the private brands of machine manufacturers. Now Milford Profile Saw is made by the world's largest, most 
it will be marketed through Mill Supply Distributors, and experienced manufacturer of metal-cutting band saw. 


offers them a new source of profit in steady, dependable 


: . Packed in 100 foot coils — Boxed easy to stock. 
repeat business, in large volume. 





Milford Profile Saw is being consumed in huge quan- 
tities every working day. From the shops of specialists, its 
use has spread to the entire metal-working: industry. Fac- 
tories everywhere depend on it for fast, precision cutting. 
Demand is immensely accelerated through National 
Defense. 


The quickest, easiest way for consumers to get their 
Profile Saw is through the Mill Supply Distributor. It's a 
downright natural for youl 
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ERE'S YOUR GRATON & KNIGHT 


FRONT LINE PLAN 


FoR 74 


elpirlg Distributor Salesmen ‘Get Out in Front 
on Sales! 


STEP 1 A com 


belt can be selecte 
leather products 


Plete ine of leather belting 


d fo meet your customer's dr 
for industrial use, 


7 from which the Proper 
ive Conditions. Also other 


STEP 4 Folders and lett 


your customers on 


Research Belting pl 


. ers (with your co 
the right combination fo 
Us pivoted motor base. 


mpany’s imprint) to sell 
t short center drives” — 


STEP S Another film 


you Can use to sell o¢ 
Products (packings, texti 


b , 
le leathers, etc.), er Graton & Knight leather 


trial magazines, selling 
Research Belting is ideal for 


STEP 7 The nam 


e and ad , 
REGISTER —refcsce address of your company in THOMAS’ 


dtoinallG e& K ads. 
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selling ideas, & issues of GRAKNIGHT LIFE 


— full of worthwhile 
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in-hand with G &@ K — get out in front in 
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RATON & KNIGHT CO. 
eal 


lanneries and Manufacturing Plant at 
ORCESTER, MASSACHUSETTS 





























"Here's the boy that really makes us look 
good," said one of the Flack-Pennell Co. 
salesmen. "Without Jim Stewart on his 
toes all the time keeping our delivery 
promises on the button, we'd be in the 
soup." Jim is chief shipping clerk for this 
Saginaw supply house. 


Tube-Turns Makes 
District Office Changes 


John C. Chaffe has been appointed 
district manager of the Philadelphia 
office of Tube-Turns, Inc., Louisville, 
Ky., manufacturers of welding fittings. 
Mr. Chaffe’s office will cover a sur- 
rounding area that extends through 
Wilmington, Baltimore, and Washing- 
ton, D. C. The Tube-Turns Philadel- 
phia office was simultaneously moved 
from the Lafayette Building to the 
Broad Street Station Building. 

Tom H. Pike, Jr., West Coast dis- 
trict manager for Tube-Turns, has es- 
tablished permanent offices in Los 
Angeles, at 210 West Seventh Street. 
The entire west coast and territory in- 
land as far as Salt Lake City will be 
serviced from the new Los Angeles 


office. 





A happy smile and a good clean story now 
and then make R. R. Rueckle one of the 
most popular counter salesmen at the San 
Antonio Machine & Supply Co., San 
Antonio, Texas. 








sh 
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Let the Experience of These Famous 


Turret Lathe Manufacturers Help 


You Boost Your Sales Totals 


AYS Warner-Swasey’s Foreman Steve 

Stofko, “When we put a Warner-Swasey 
Turret Lathe together, it must be ready to go 
to work for the purchaser. That means a 
thoroughly dependable lubrication job during as- 
sembly. If we can do it fast, that helps, too. Our 
Alemite Power Gun gives us the dependability 
we must have—in about one-tenth the time 
formerly required to do the same job!” 


Performance like that is speeding Alemite 


sales to every branch of industry. It’s the kind 


of performance your customers want to step up 
their production for national defense orders. 
Make the most of it in your selling, whether 
your prospect makes lathes or looms, turbines 
or tents! 


All manufacturers are interested in greater 
dependability at lower cost. Time saving is vi- 
tally important to them today. Alemite, this 
year, offers you more exclusive selling features 
than ever before. Make the most of them NOW! 


ALEMITE 


REG.U.S. PAT. OFF 


Dudustrical LUBRICATION 


ANOTHER STEWART-WARNER PRODUCT 


1886 Diversey Parkway, Chicago, Illinois + Belleville, Ontario 
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TRAP LEADER 
IN SUPPLY HOUSE 
SALES 





New one-story, brick addition being added 
to Reichle Supply Co. in Saginaw, Mich. 
When completed this new section will house 
the office staff. 


Staff Changes At 
B. F. Goodrich Co. 


Several changes in the sales staff of 
the mechanical division of the B. F. 
Goodrich Co. were announced by W. S. 
Richardson, division general sales 
manager. 

A. W. Doran has been assigned to 
special] duties in connection with rail- 
road and governmental sales. B. E. Sil- 
ver, sales representative of the mechan- 
ical division in Indiana is transferred to 
government sales in Washington, D. C., 
and W. E. Nees appointed to his post, 
with headquarters in Indianapolis. 
| Ralph Barcus of the Akron district 
staff succeeds Nees in the West Vir- 
ginia territory, with headquarters in 
Charleston. 











Reg. U. S. Pat. Office 


SELF-LOCKING | | 
HOLLOW | 
Pesestee SET SCREWS 


With the Knurled Points 


Traditional “Unbrako” strength and accuracy plus automatic | 
locking ability give these screws a distinctive sales advantage. 
Set them up with only normal pressure, and like magic they 
lock there. No chance for them to vibrate loose. No danger 
of accidents or costly machinery breakdowns. Write us for 


other selling points, samples and distributor’s proposition. 


| Once a week John Cey, purchasing agent 

¢ T A n D A b D Fr 4 . 5 S € D ST t t L C 0 ” of the Detroit Ball Bearing Co., Detroit dis- 

| tributor, dons his kegler's outfit and bowls 

JENKINTOWN, PENNA. oex 519 | in the local P. A. ps group. With 

an average of 156, John has been instru- 

| mental in keeping his team, the Paper- 
| weights, in a five-way tie for first place. 





=== §800¢0¢6 -—" 


BOSTON + DETROIT - INDIANAPOLIS » CHICAGO - ST. LOUIS - SAN FRANCISCO 
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THERE IS CASTER BUSINESS EVERYWHERE, 
AND YOU'LL GET ORDERS FASTER 

WITH SATISFACTION GUARANTEED 





WHEN YOU SELL A BASSICK CASTER. 








' BaSSick — 


SILENT-STEEL TRUCK CASTERS 


e 


. HERE is caster business everywhere” — 
Too often this is not realized, but it is true. 
Everywhere you call there is a possibility of sell- 
ing casters—casters for office chairs, for office 
machines and equipment— for a hundred and one 
uses in the shop, in the hotel, the laundry, the 


hospital, the warehouse. Wherever you go, you 





can secure orders, worthwhile orders, for casters. 


The distributor of Bassick casters has im- 
portant advantages—the widest range of sizes 
and types—the best known line, and a guarantee 


of quality and satisfaction, 


Look for caster business! 


THE BASSICK COMPANY «© Bridgeport, Connecticut 


Division of the Stewart-Warner Corp., Chicago, Ill. 
Canadian Factory: Stewart-Warner-Alemite Corporation of Canada, Ltd., Belleville, Ontario 
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A REAL 
MULTI-PURPOSE 
BLADE 


The remarkable new VICTOR Unbreak- 
able Special Flexible Blade was es- 
pecially developed for all-purpose 
use. New in both steel and heat 
treatment, it cuts and lasts like an 
"all hard", with the additional ad- 
vantage of such extreme toughness 
that its teeth will not strip. Yet this 
blade is so flexible that it is guar- 
anteed unbreakable in use in a 


frame. 


N.Y., U.S.A. 


ddietown, 


025-18 TEETH 
Inc., Miaalet 


’ 


PATENT BO 


10X!'2 


yicTOR SAW WORKS 


To simplify ordering and stocking 
—and to increase your tungsten 
blade sales—feature VICTOR Un- 
breakable Special Flexible Blades, 
identified by the large yellow 
lettering on the all-over black 
metallic (patented) finish. Like 
all VICTOR Hand Blades, these 
Special Flexibles are packed in 


modern metal boxes. 


AKABLE 
UN RAE LEXIBLE 


PECIAL 


VICTOR s 


VICTOR Blades cover 
every metal cutting 
need—hand and power, 
Tungsten, "Moly," and 
High Speed Steel. 







VICTOR SAW WORKS, INC. 
Middletown, N. Y. 


@ 1774 
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C. A. Novinger (left) of Independent Pneu- 
matic Tool Co. right on the dot to make a 
round of calls with Joe Regnier, C. L. 
Gransden & Co., Detroit. 


and they both knock ‘em over. 


Joe sets 'em up 


Leaves Johnson-Mandeville 


Vincent Riordan, desk salesman for 
the Johnson-Mandeville Co.. Newark 
(N. J.) supply house, has joined the 
Wm. Schmidt Co., Irvington, N. J., as 
sales representative on Rawlplug ac- 
counts. He had been with Johnson- 
Mandeville for 13 years. 


Contest Boosts Hancock 
Sales By 42 Per Cent 


An increase of 42 per cent in the 
sale of Hancock valves is announced by 
Manning, Maxwell & Moore, Inc., 
Bridgeport, Conn. Credit for the gain 
is given to a “push plan” for jobbers’ 
salesmen. 

The campaign was timed to coincide 
with the release of a new “500 Brinell” 
valve. 

Interest in the campaign was con- 
stantly stimulated by personalized pro- 
motional matter senf to the salesmen. 
It is stated that the salesmen’s reports 


of sales have furnished an excellent 


mailing list for future follow-up. 





You can't fool us, Jack Curley, there aren't 
any flies to swat in March. 


Jack admits 
he's had both barrels aimed at portable 


electric tool sales during the past few 
months for the Rayl Co., Detroit. 
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WORLD WIDE PHOTOS, INC 


INDUSTRY’S INCREASED PACE finds Thermeid neady 


eats Vast increases in production—so with Thermoid Products and service. Thermoid’'s 


Cx» urgently demanded today—impose ‘personalized service’’ becomes more important than 
7 


terrific problems on industry. But these ever in meeting production problems, whether directly 
problems, inmanyways,arethesameas OF indirectly attributable to Defense. 
those on which Thermoid has been working for years! 


Maximum capacity per unit of equipment has always 

been the Thermoid ideal. Thermoid Belting, Hose, 

Packings, and Brake Linings have all been designed 

on this one basis—an objective whose significance, he rmol 

in plants running two and three shifts per day, simply 

can't be enngyperated. INDUSTRIAL RUBBER PRODUCTS 


Thus—Defense requirements find Thermoid ready. FOR EVERY INDUSTRY 
Ready with the engineering approach that gears 


production to today’s requirements. Ready with BELTING « V-BELTS HOSE 
rubber products that are built for the job—and PACKINGS « BRAKE LININGS 


available now! 


F Thermoid Rubber, Division of Thermoid Co., Trenton, N. J. 
Be ready — yourself —to meet your customers’ needs 


“ 
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Ryan, Mine Official 


Telling Nearly 120.000 Passes Away 


John T. Ryan, 57, president of Mine 
Safety Appliances Co., Pittsburgh, died 
in Miami, Fla., on February 20. 

During his entire business life he was 


Power Transmission Users Ii ing his etre busin 
actively identified with the mining in- 


Ab t th M d dustry. After graduation from college 
he became affiliated with the Rocky 
ou e€ O ern. Ridge Coal Co. and later was superin- 


tendent and mining Engineer for Lang- 
don Coal Co. of Huntingdon, Pa. 


“PR OD OL Obl i N From 1911 to 1914 he was in charge 
of the mine rescue and safety, and mine 


lamp testing division of the United 


States Bureau of Mines. In 1914 see- 
47 . 

ing the need for more adequate safety 

equipment, he and George H. Deike 


of Pittsburgh, founded the Mine Safety 
Appliances Co., which today is the 
largest manufacturer of mining and in- 
dustrial safety equipment in the world. 

In 1915 Mr. Ryan worked with 
Thomas A. Edison in the inventor’s 
laboratory at West Orange, N. J., on 
the design and development of the 
Edison Safety Cap Lamp, which is so 
universally used today in underground 
coal and metal mines throughout the 
world. 

In December, 1940, he was made an 
honorary member of the Edison “Old 
Timers’ Club” comprised of the men 
who worked with the late inventor in 
his early years. 





Of G-E Welding Sales 


Effective February 28, C. I. MacGufhe 
has been appointed Manager Sales, 
Electric Welding Section of the Gen- 
eral Electric Company, according to 
an announcement by J. E. N. Hume, 
Commercial Vice-President of the com- 


| MacGuffie Named Manager 








You've seen the powerful color broadsides appearing in the pany. Mr. MacGuffie succeeds L. D. 

leading engineering magazines—that are directing attention Meeker, now associated with the Smith- 

to modern Leather Belting and the “PRODUCTION DRIVE.” serge 4 Engineering Company, New 
ork Uity. 


The campaign has just begun—yet already a quarter million 
such advertising messages have been distributed either 
through the press or through the mail. 





Ask your Leather Belting Supplier about how you may tie in 
with this powerful program to get your share of the transmis- 
sion business that is resulting—about the envelope stuffers, 
stickers and other literature available to identify you as 
the source for the ‘PRODUCTION DRIVE” in your locality. 


AMERICAN LEATHER BELTING ASSOCIATION 
53 Park Row, New York, N. Y. 





eR BE, 
» 4, 





Saturday morning line-up at the Standard 

Equipment & Supply Corp., Hammond, 

Ind., usually looks like this. Julius Domotor, 

behind counter, and the four other inside 

men are kept stepping lively while the rush 
| is on. 














awtRics, “ 


#ouviroe™ ° 
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Flung up to the summit of Rio de Janeiro’s famed Sugar Loaf 
sturdy skeins of steel provide a long life line for the safe trans- 
0 x G portation of cable car passengers. 
In industry, it's with Wood's Long Life Line of Power Trans- 


mission Equipment that you can reach the peak of perform- 


ance ... the summit of savings through efficient, trouble-free 
operation and exceptionally long service life. 


Wood's Products incorporate the fruits of manufacturing ex- 


perience gained over more than 80 years. . . Wood's Products 
| * FE will earn their keep. Now’s the time to find out—details with- 
out obligation. 


T. B. y 





SONS COMPANY — CHAMBERSBURG, PA. 


Note: Some good terri- EVERYTHING IN TRANSMISSION 
tory still open to alert Bearings — Collars — Clutches — Couplings — Contactors — Hangers LONG LIFE 
distributors! — Pillow Blocks — Pulleys — V-Belt Sheaves and Complete Drives LINE 


| 





Wy 


//i2idede 


< *ib2 4 te ba 
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The new catalog of Indianapolis Belting & Supply Company is the 
fourth successive Donnelley-built catalog issued by 
that successful company. 


Conditions Favor 
the Issue of New Catalogs Now— 


1. Industrial activity has reached new highs and is still 
increasing. 


N 


A greater percentage of today’s profits can be “saved” by 
converting part of them into untaxable catalog represen- 
tation. 


3. The sales aid of a catalog, paid for out of today’s profits, 
will not end when rearmament spending stops. 


4. A new catalog will help to hold down the cost of doing 
business. 


R. R. DONNELLEY & SONS COMPANY 


350 EAST TWENTY-SECOND STREET CHICAGO, ILLINOIS 
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Fire Protection Campaign 
Aimed at Defense Plants 


Commemorating the 75th anniver- 
sary of its founding in 1866. the Na- 
tional Board of Fire Underwriters this 
year will conduct an intensive cam- 
paign to stimulate country-wid> recog- 
nition of the increased need for fire 
prevention as a contribution to the 
National Defense program. The anni- 
versary program will reach its peak 
at a two-day meeting at the Waldorf- 
Astoria Hotel in New York on May 
27-28. 

With every effort being made by in- 
dustry and government to speed the 
building of the country’s defenses to 
meet any emergency, the nearly 200 
capital stock fire insurance companies 
comprising the National Board of Fire 
Underwriters have decided to stress the 
importance of wiping out all possible 
loss by fire in a year when such waste 
might prove disastrous. 

Fire losses in industries working on 
defense orders as well as in Army can- 
tonments and Naval shore establish- 
ments would delay the preparedness 
plans as well as add to its cost. The 
program of the National Board of Fire 
Underwriters will endeavor to make 
every citizen realize that it is his duty 
to do all possible to reduce fire losses. 

Not only is the National Board urg- 
ing American citizens to participate in 
a fire loss reduction campaign; it is 
actively participating in the program 
itself by lending the services of a 
number of its outstanding fire protec- 
tion engineers to the United States 
Army and the United States Navy to 
help draft plans for safeguarding can- 
tonments, supply depots, hospitals, 
naval shore properties, warehouses, ter- 
minals and shipyards against loss by 
fire. 

This service is in keeping with the 
tradition established by the National 
Board of Fire Underwriters in World 
War I, when its usual engineering 
activities were practically suspended 
in order that its men might help safe- 
guard the fighting forces against the 
dangers of fire. That work was car- 
ried out so successfully that fire losses 
in properties of the various defense 
services were negligible, despite the 
predominant frame construction. 


J. M. Tull in Atlanta 
Expands Sales Staff 


Bob Scott has been added to the in- 
side sales department of the J. M. Tull 
Metal & Supply Co., Atlanta distributor. 
At the same time J. H. Rayfield was 
promoted to aluminum sales, S. Den 
nard to outside sales, and J. J. Childress 
was named floor manager. 

















When You Order Circular Saws in 1941, from Us 


or from Our Dealers, Remember That 


SIMONDS 


Red Center Circular Saws 


Give You More for Your Money 
SMOOTH CUTTING 


Our methods of automatic sharpen- 





ing insure perfectly round saws with 
every tooth cutting. This accurate 
fitting and our uniform surface 
grinding produces true running saws ¥% 
which give smooth cuts, free from J 
splinters. 


LONGER LIFE 


Red Center Circular Saws hold their cutting edge on the toughest 





‘cutting jobs. We use our own special analysis nickel alloy steel 
and heat treat this steel in modern electric furnaces. This brings 
out perfectly the edge holding qualities. 


IMMEDIATE DELIVERY 


For your convenience in ordering circular saws we carry in stock 
practically all standard sizes for immediate shipment. When plac- 
ing your next order please consult us and get the advantage of 
stock saws shipped immediately. 


SIMONDS SAW AND STEEL COMPANY 


1350 Columbia Road 127 South Green Street 
BOSTON, MASS. CHICAGO, ILL. 
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Hand Tools Like 


STANLEY Soft Face Hammers 


Are Real Volume-Builders Today! 





TOOLS SHOWN 


Cross Pein and 
Straight Pein 


One Regular Face, 
One Regular Face 


with Brass Insert volume today. 











YOUR GUIDE TO GOOD TOOLS 


is this new Stanley Industrial Catalog No. 50, 


For all kinds of assembly work, for light sheet 
metal forming, aircraft manufacturing and other 


No. 594 

Regular Face similar work these Stanley Soft-Face Hammers 
Ball Pein have a ready market. Tips are “tough but 
No. 5942 gentle” STANLOID, a special composition 


material. They’re easily renewable. “Evertite” 


No. 5943 processed hickory handles, with comfortable 
a grips, are securely wedged into steel center body. 
No. 5944 These are typical of the Stanley Industrial 


Hand Tools on which you can build a good 





ready-referenced for easy use. It describes the 
many basic and special-purpose tools in this 
world famous line. Write for your copy today, 
and be sure your customers each have one. 








Trade Mark 





STANLEY TOOLS 


DIVISION OF THE STANLEY WORKS 


NEW BRITAIN, CONN. 
THE TOOL BOX OF THE WORLD 
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Bob Brown (left) and J. J. "Joe" Badalli, 
president of Standard Equipment & Supply 
Corp., Hammond, Ind., have one last good 
laugh together. Bob, assistant secretary of 
the company, has passed the Draft Board 
examination and expects to follow in the 
footsteps of Berthold who joined Uncle Sam 
in January. 


Addison C. Armstrong 
Joins Worthington 





Addison C. Armstrong has joined eg 
the Worthington Pump & Machinery more N 
Corp. organization at its Holyoke, St 
Mass., works, as manager of the Ord- ba job, 
nance Division. He will be directly in 
charge of the production of ordnance 
equipment at that plant. 

Mr. Armstrong was formerly affili- 
ated with the Truscon Steel Co. as a 
departmental manager. Previous to 
that he was associated with the Bartlett- 

Hayward Co. and the Campbell Metal 
Window Corp., both of Baltimore, P 


Md. 


Personnel Shifts at 
Lewis Supply Co. 


L. E. Johnson has been appointed 
purchasing agent of the Lewis Supply 
Co., Memphis distributor. He is being 
succeeded in his former position of 
quotation clerk by Walker Lewis, Jr. 
Other shifts in the personnel of this 
company include the resignation of 
H. E. Adams, vice-president in charge 
of specialties, and the appointment of 
S. A. Orrell, formerly purchasing agent. 








= ~~ 
eZ ao 


to be in charge of specialties. 


Roy Beaulieu Now Manager 
Of Biggs Pump Supply Dept. 


Appointment of Roy Beaulieu as 
manager of the industrial supply de- 
partment of the Biggs Pump & Supply 
Co., La Fayette, Ind., is announced by 
E. B. Timberlake. president of the com- 
pany. Mr. Beaulieu was formerly con- 
nected with the H. Channon Co. and 
the Charles Products Co., both of Chi- 


cago. 








ully-Jones and Co.,@> 


hicago, well-known 
sufacturers of tools, 
upon the versatile 
umore No. 5 to pro- 
le .OO01” accuracy 
a gruelling produc- 
pa job. 






@ Agriculture is 
as old as time, but 
the methods em- 
ployed today are 
the product of 
Twentieth Century 
ingenuity. Dumore 
is proud of the part 
their precision 
Grinders have 
played in the de- 


velopment of mod- 


ern tractor power. 


Accurate tools and dies are essential in 
making fine watches. Here’s another 


Dumore No. 5 at work in the plant of 
the Hamilton Watch Co., Lancaster, Pa. 


Co 


The New Departure 

Division of General 
Motors Corp., has 
done much to revive 
the popularity of bicy- 
cling with better bear- 
ings and breaks. Du- 
more grinders will be 
found in their plants 
(and, by the way, New 
Departure bearings 
will be found in Du- 


more grinding quills). 


Touching up a button die is @> 
ordinarily a “tricky’’ task, but 
a vibrationless, high-speed 
Dumore No. 10 Hand Grind- 
er makes it a quick, easy job. 


WHA 


PRECISION 


(274007 


Dumore 
No. 5 
Master” 





ayy 


@ Here a Dumore No. 5 mounted on the 
head of a miller, is doing one of 57 oper- 
ations on an exacting motor lamination 
die ...a typical Dumore precision job. 


Precision grinding reaches greater 
importance every day as the demand 
for accuracy in industry becomes 
greater. Originally introduced as 
a tool and die room accessory 25 
years ago, Dumore grinders, be- 
cause of their wide versatility, have 
been drafted into use on production 
lines where they assure a better 
product while reducing labor costs, 
overhead charges and spoilage. 
There’s a Dumore industrial distrib- 
utor near you who will give you 
full facts ... without obligation. 
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Establish 
YOURSELF 


AS A BEARING SPECIALIST... 


AHLBERG BEARING COMPANY 


3026 


YOU A 


COMPLETE LINE OF 


«PILLOW BLOCKS *p 


— 


$) zs 


¥ 





Manufacturers of Ci) Ball Bearings 


W. 47th STREET 


od iter \clemm | SS), [e)}) 
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New Purchasing Agent 


| For Hunter & Havens 


| & Havens, 





T. L. “Tom” Jones, formerly with 
the Arrow Hart Hegeman Co., has been 
appointed purchasing agent for Hunter 
distributor in Hartford, 
Conn. He will also handle some inside 
selling, thus moving to the other side of 
the desk to work with distributor sales- 
men and manufacturers’ men who called 
on him when he was in the purchasing 
department of Arrow Hart Hegeman. 


Norton Vice President, 
Lewis E. Saunders Dies 


Lewis E. Saunders, 67, 


dent of Norton Company. 


a vice-presi- 

Worcester, 
Mass., and pioneer in the development 
of electric furnace abrasives, died Feb- 
ruary 20 after an illness of two weeks. 
He had been in poor health for several 
months. 

Mr. Saunders had been vice-president 
of Norton Company since 1937, and 
a director since 1921. He also formerly 


| was manager of the company’s abrasive 


| Koontz-Wagner 


plants and research laboratories. 


To Supervise Hobart Sales 


H. F. Schotters has been appointed to 
supervise the distribution of Hobart 
Arc Welders in northern Indiana and 
western Michigan, with headquarters at 
Electric Company, 
South Bend, Ind. 


Adds Delivery Truck 


Hand Hardware Co., 
Elizabeth, N. J.. 


distributor in 
has just purchased a 


| new delivery truck, making a total of 
| three now used to handle industrial 
business. 





Even if the sun hadn't yet poked its head 


| up over Saginaw, Michigan, that didn't 


deter Marvine Gorham (right) of Buffalo 
Forge from stopping in to see E. B. Flack, 
president of Flack-Pennell Co., on business. 











WHAT THESE TAGS MEAN 
TO LUBRIPLATE DEALERS 


























A profit cycle starts lines our dealers carry. There are 
i} with the LUBRI- hundreds of LUBRIPLATE-tagged 7 FACTS ABOUT 
1 PLATE tags. They machines in your territory. 
+! help dealers sell This is just one, of the many ways L U 6 ® i Pp L T fa 
LUBRIPLATE lubri- we work hand in hand with our A 
ants to machinery dealers so that they may enjoy the s ; : 
! og veinal | pare a ~y _—", i 1, LUBRIPLATE — are white. LU- 
manufacturers for original lu- maximum profit from the exceptiona produces an ultra- BRIPLATE  as- 
brication. Thousands of tagged product we have to offer. Do not smooth, wear-re- sures clean lubri- 
machines pour into industry. confuse LUBRIPLATE with ordinary pees ox d peaeing 5. LUBRIPLATI 
The tags start shop foremen, plant grease and oil. Its nature is entirely 2.LUBRIPLATE _ outlasts. ordinary 
engineers and purchasing agents look- different, its performance far superior reduces. friction, lubricants many 
ing for the nearest source of LUBRI- to conventional lubricants. * It actu- thus lowering , Cun RIPLATI 
PLATE. They open the doors to ally conditions the contact surfaces of poner ane is economical—a 
LUBRIPLATE repeat sales and to moving parts, giving longer useful 3. LUBRIPLATI little goes a long 
new accounts for the many other life to all types of machinery. resists rust, cor- 7 LUB RIPLATE 
— and pit- is available in 
WRITE FOR DEALER PROPOSITION. Lubriplate is a nationally adver- B- fluid and grease 
tised specialty, therefore a natural product for mill supply distribution. 4. M ost  LUBRI- types for every 
Lubriplate dealers enjoy freedom from competition, price protection, tech- PLATE products need, 
nical assistance and real sales helps. A letter will promptly bring you 
the much-desired Lubriplate proposition. 





LUBRIPLATE DIVISION 
FISKE BROTHERS REFINING CO. 


Newark, N. J. Toledo, Ohio 


Dealers from Coast to Coast 


UBRIPLATE 


THE MODERN LUBRICANT that Arrests Progressive wear 
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c 
you can SPEAK 
WITH AUTHORITY... 








WHEN YOU CLAIM 
SUPERIORITY FOR 


UPSON-WALTON 
PRODUCTS 


One of the beauties of representing this quality line is the fact that 
you don't just have to take our word for their ey 

actually back your claims of longer, more economica 
the experience of U-W users right in your own locality. 








service with 


Many Upson-Walton distributors make it a regular practice to take 
a few minutes every now and again to ask their regular customers 
why they continue to buy Upson-Walton products, year after year. 
The answers they get are mighty revealing . . . not only do they 
inspire added confidence on the part of the distributor himse'f, but 
often provide him with convincing “case examples" of superior per- 
formance which he can use with great effectiveness in selling U-W 
products elsewhere in the field. 


If you're not already a U-W distributor, perhaps you would do well 
to investigate the extra profits that might be yours, if you too could 
“speak with authority" when claiming product superiority. Why not 
write us regarding an Upson-Walton franchise? You can count on 
100°%/, cooperation . . . in addition to a 100%, salable line! 


(List of Products) 
@ TACKLE BLOCKS AND SHEAVES 
@ STEEL PRODUCTS 
@ BRATTICE CLOTH 
@ MANILA ROPE 
@ WIRE ROPE 





Typical of the countless satis- 
fied Upson-Walton customers 
in every field, who have a 
good word to say for U-W 
products, is the owner of the 
pit coal mine where this 
shovel was photographed. 
Asked about the performance 
of his I'f4'' 6 x 19 U-W PRE- 
formed Lay-Rite Wire Rope, 
this user was enthusiastic in 
his praise, —it gave him more 
service per dollar invested. 





OF FF ANS Oa OOo 
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Walter Stevenson (left) of Ford Hoist gets 
a rise out of Sam H. Warriner, sales mana- 
ger of J. T. Wing & Co., Detroit. Sam and 
Waiter have beer selling chain hoists to- 
gether for more years than they like to 
admit. 


Gordon Clark Made Head 
Of Shipbuilding Firm 


Gordon Clark, vice-president of Sam- 
uel Harris & Co., Chicago, early in Feb- 
ruary accepted the post of president 
and treasurer of the newly reorganized 
Dachel- Carter Shipbuilding Corp. 
Headquarters of the firm is at their 
shipyards in Benton Harbor, Mich. 
Company plans to build Navy ships on 
a production basis. 

During the last war the company, 
then known as the Dachel-Carter Boat 
Co., turned out several submarine 
chasers and ocean-going tugs for the 
government from their yards. Since 
then the Dachel-Carter plant has built 
up an enviable record for craftsman- 
ship in developing pleasure _ boats. 
However, according to Mr. Clark, all 
new orders for this type of craft are 
being refused so that the plant may 
be kept open for government work. 

Mr. Clark announced that he will 
not relinquish his post at Samuel Harris 
& Co. but will temporarily devote the 
major portion of the time getting the 
new firm into production. 


New Philadelphia Building 
For Independent Pneumatic 


A new Thor building in Philadelphia 
at the corner of 17th and Fairmount 
Avenues will become the branch head- 
quarters in that city for Independent 
Pneumatic Tool Co. of Chicago, IIL. 
The transfer of the Thor branch to 
this new location is expected by the 
end of March. 

This new structure is a further step 
in a building program in which Inde- 
pendent has been engaged for the past 
year, and which includes the erection 


of a new $500,000 plant in Los Ange- 


les, Calif. 











are these two sheets of 
Armour’s ELECTROCOATED 


Alundum Cloth precisely alike? | 


Because coated abrasives are the prod- 
ucts of accurate scientific controls. 
That’s why dependable abrasives like 
ELECTROCOATED Alundum Cloth 
are always uniform in abrasive grain size, 
distribution of abrasive, glue bond, 
backing weight and tensile strength. 


When you sell sharp, ELECTRO- 


COATED Alundum Cloth for metal 


working, you're selling a product made 


from choice raw materials by accurate 
machinery. Capable men of long experi- 
ence plus strict laboratory control by 
abrasive engineers have guided the 
whole procedure. All this insures your 
customers faultless, economical per- 
formance. 

So depend on Armour’s high stand- 
ards. Sell long-lasting, fast-cutting 
ELECTROCOATED Alundum Cloth 

as much as you want when you 


want it. 





All coated abrasives are not 
alike: demand Armour’s 
ELECTROCOATED Alun- 
dum Cloth for a uniform, 
sharp, metal abrasive. 


ELECTROCOATING 
+ « WHAT IT IS 


Electrocoating is the process by 
which abrasive grains are charged 
with electricity and_ pulled 
through an electrostatic field to be 
attached point up and evenly 
spaced in the glue on the backing. 
Electrocoated abrasives are su- 
perior abrasives —fast-cutting— 
long-lasting—sharp! 


SELL THE COATED ABRASIVES MADE WITH SCIENTIFIC CONTROLS: SELL ARMOUR’S! 


ARMOUR SANDPAPER WORKS 


Division of ARMOUR 48D COMPANY 


GENERAL O 


CKS av cities 


DETROIT 
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PROMPT 
DELIVERY 
from STOCK 


GRIFFIN SERVICE 


These are days when metal cut- 


ting is being done in quantities, 





days when blades must be de- 
livered fast and do the job right. 
We are maintaining adequate 
stocks in all types of hacksaw 
blades that will give your trade 


satisfaction in metal cutting. 


The line is complete, GRIFFIN 
Special Alloy Molybdenum, High 
Speed, All Hard, Soft-Back, Non- 
Strip and Soft-Center for any job 


your trade may have. 


If you need hacksaws quick, 
hacksaws that will give real serv- 


ice, write us today. 


Prompt Service from Griffin 





General Sales Agents 


JOHN H. GRAHAM & CO., INC. 
105 Duane Street New York, N. Y. 
1880 Manufactured by G. W. GRIFFIN CO., Franklin, N. H. 1941 


GRIF FIN 


Je PNG GRY-G AY 
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Sidelights on the Buh! Show 


(Story on page 46 of this issue) 





Receiving line at Buhl Son's industrial show 
in Detroit was manned by Buhl salesmen: 
E. Shirk, F. P. Duffy, E. Hayden, O. Albrecht 


and D. Karrow. 





J. M. Schreiner (Black & Decker) explain- 
ing the operation of a portable electric 
tool to some Detroit buyers. 





| Mere words were inadequate for P. H. 


McManus (Templeton, Kenly & Co.) so he 


| went into action with both hands. 





Discussing Detroit's chances in the 1941 
World Series, left to right: W. M. Cusack 
(American Chain & Cable), R. J. “Ham” 
Hamilton (Kinney Mfg. Co.), J. A. Jacob 
(Eagle Mfg. Co.) and E. L. "Ted" Warner 
(Buhl Sons). 
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Like a fine stallion or brood mare every 
Acco Sling Chain is registered. A metal 
tag attached to each chain establishes its 
identity and character. 

The metals available are H.B. or AJAX 
Wrought Iron—or Steel, Carbon Steel, Nickel 
Alloy Steel, Stainless Steel, Monel Metal, and 
Everdur Bronze. 

For many hard uses American Chain’s 
ENDWELDUR Sling Chain lasts longer and 
provides an extra margin of safety. The reason 
is that ENDWELDUR links, WELDED AT 
THE END, sturdily resist bending, gouging, 
extreme temperatures and moderate impact 
loads. All of this adds up to ‘4 to 1 Longer 
Chain Life in Tough Service.” 


Chains, Fittings, Attachments 
for every purpose 


As a chain is no stronger than its weakest link 
—or fitting or attachment—we make our 
chain accessories of the same metals and with 
the same care as our chains. 

Because the American Chain line of welded 
chains, weldless chains and fittings is the most 
complete in the world, ACCO engineers can 
and do recommend without bias—and with 
full confidence. For every chain, every fitting 
has been ‘“‘given the works’”’ in our laboratory 
and field tests and in customers’ service. 


Free Booklet on Sling Chain 


answers your sling chain questions, tells about 
the use and care of all types of sling chains. 
ACCO engineers will advise regarding special 
situations without charge or obligation. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE COMPANY, INC. 
YORK, PENNSYLVANIA 


—whel 





Registered 
Sling Chains carry the load 
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“HALLOWELL” STEEL BENCHES 


Pat'd. and Pat's. Pend'y. 


Fig. 7 
Drawer is extra 


a= 


Buyers are quick to recognize the 
many advantages offered by “Hallowell” 
Benches. The fact that you can supply 
them with a bench that will exactly fill 
their need right from stock is usually a 
deciding factor. ‘Hallowell’ Benches have 
smooth steel or wood tops—rigid flanged 
legs—ample shelf space and pilfer-proof 
drawer if desired. We have recently de- 
veloped a great many modern, streamlined 
designs. Shown on Form 555. 


“HALLOWELL” STEEL TRUCKS 








Fig. 754 Pat. Applied For 


If you want to supply your prospects 
with floor trucks that will give them 
the best value for their money—you'll sell 
them “Hallowell” Trucks. The steel plat- 
forms won't chip or splinter .. . all parts 
will stay rigid . . . wheels and hubs are 
made for easy rolling, and they’re sup- 
plied in wide variety. 


“HALLOWELL” 
STEEL 
TOOL STANDS 


Fig. 705 


Moves easily wher- 
ever it's needed; an 
easy stand to sell. 
Made in a variety of 
types for all pur- 























STEEL SHOP EQUIPMENT 


....A profitable and complete line 
increasingly in demand throughout 
industry —a line worthy of your 
representation 


“HALLOWELL” STEEL STOOLS 





Fig. 1334 


Pat 4 
Applie PF 
Fer Fig. 1249 
The exceptional and lasting rigidity of 
these all welded stools makes repeat sales 
a certainty. “Hallowell” Stools are made 
in a complete selection of styles and will 
more than satisfy your most discriminat- 
ing customers. 


“HALLOWELL” 
STEEL LIFT TRUCK PLATFORMS 





Fig. 799 
These are made to be easy on the floors. 
The end-grain wood legs are as gentle 
on the floors as a cat’s paw. You can 
back these to the limit. 


“HALLOWELL” 
STEEL SHAFT 
COLLARS 


Unbreakability and 
machine finish com- 
bined with “Un- 
brako” Self-Lock- 
ing set screws and 
low price give 
these collars a 
world-wide popu- 
larity. 


Fig. 1432 






“PIONEER™ 
STEEL SHAFT 
HANGERS 


The original steel 
Shaft Hanger — 
and the only 
hanger with in- 
tegral feet. Mil- 
lions in use the 











poses. world over. Fig. 300 
Write for 
citeeaTurE | STANDARD Pressed Steet Co. 
AND JENHIATOWN, PEADK Box 5i9 
oe ITION BOSTON + DETROIT INDIANAPOLIS » CHICAGO » ST. LOUIS > Sam FRANCISCO 
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Members of the Chicago Power Transmis- 
sion Club gathered at the Ahlberg Bearing 
Co. plant on the night of February 3. F. O. 
Burkholder, Ahlberg vice president, wel- 
comed the group and with other company 
officials escorted club members on a three 
hour trip through plant, pointing out vari- 
ous operations and answering all questions. 


New Appointments at 
Blue Ridge Hardware 


Vivian Currier, for four years ship- 
ping clerk at the Mize Supply Co. in 
Waynesboro, Va., has joined the staff 
of the Blue Ridge Hardware & Supply 
Co. in Bassett, Va. Leland Williams has 
been promoted to floor salesman in the 
same house. 


Johnson Gas Appliance 
Celebrates 40th Birthday 


Founded in 1901, the Johnson Gas 
Appliance Co., Cedar Rapids, Iowa, 
one of the pioneers in the industry, is 
this year celebrating its 40th anni- 
versary. This firm is recognized as the 
originator and first manufacturer of gas 
lamps for domestic and commercial use. 
This was but a beginning, for as the 
popularity of gas grew, Johnson broad- 
ened its scope of manufacturing opera- 
tions so that today it is in a position 
to furnish gas burning equipment for 
practically every industrial use. In 
1940, the firm took another step for- 
ward in the field by introducing auto- 
matic electric ignition for all gas burn- 
ing appliances. 

In 1941, under the management of 
H. G. O'Donnell, Johnson is again 
pioneering as a part of its anniversary 
program. This time it is with heat- 
treating furnaces, employing revolution- 
ary engineering advancements. These 
new furnaces are designed to give high, 
quick and accurate temperatures in less 
than half the time ordinarily required 
and with less than half the Btu input 
per hour. With these new units in 
operation, manufacturers handling de- 
fense orders should be able to speed 
up production with appreciable savings 
in operating costs. 





















Medart V-Belts 
have a long, flexible 
life. They have the 
proper balance be- 
tween groove grip- 
ping action, tensile 
strength and wrap- 
per life, and have 
cool running charac- 
teristics. 


Medart Hangers- 
antifricti.n or ring 
oil bearing—in drop, 
post, or bracket de- 
sign or for floor 
mounting. 


Medart Pulleys are 
available in all types 
and all sizes... cast 
iron, steel rim, wood 
and the well known 
Medart-Hercules 


construction. 


Medart Gears are 
available in all stand- 
ard types and sizes. 
Special designs can 
be produced to suit 
specific needs. 


PILLOW 
BLOCKS 


... of power transmission equipment manufactured 
under one name. 


Consider the reputation that Medart Timken Pil- 
low Blocks have earned in industry for precision 
construction, low friction loss and minimum main- 
tenance cost. 


Every power transmission item in the Medart line 
is of comparable high quality . .. as that of Medart 
Timken Pillow Blocks. When you sell one Medart 
unit you automatically place yourself in a position 
for additional business on all the other items under 
the Medart name. The full line Medart jobber has 
these opportunities every day to increase sales 
with reduced selling effort and time. 


The Medart distributor enjoys a policy that is 
sound and meets the requirements of his territory. 
His engineering facilities are backed up by one of 
the nations leading staffs of experts on power 
transmission equipment. He offers a complete line 
under one name... and a single responsibility to 
his trade for the economical performance of a 
correctly designed drive. These are factors which 
his customers in industry appreciate. 


The Medart distributor has many advantages... 
write for complete details. . 


THE MEDART COMPANY ~- 3514 DeKalb Street, St. Louis, Missouri 


-MEFFEDARI yy ys 


For Power Tnauel" at Reduced Rates 
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Mepart:/IMKEN 


AND EVERYTHING THAT 
GOES WITH THEM 


IT’S Eadéer TO SELL THE COMPLETE LINE 
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FORGED STEEL 
FITTINGS 
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WATSON- 
STILLMAN 
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Purchasing Agents Report 
Basic Metal Shortages 


General business conditions improved 
slightly during the past month. with 
production, distribution and employ- 
ment totals showing betterment, states 
the monthly survey of the National 
Association of Purchasing Agents. The 
purchasing function now is more defi- 
nitely that of procurement, with fol- 
low-up activities becoming intense in 
the effort to keep manufacturing lines 
in operation. 

Developing shortages already are 
creating problems from delivery stand- 
pont. Numerous steel items, meny 
brass products, aluminum, cobalt, 
nickel, zine, copper, machine tools of 
various sizes, and alloys already are 
in stringent supply may play havoc 
with the production of numerous com- 
mercial items of manufacture as these 
materials become reserved for national 
defense projects. 

Meanwhile. there is evidence of the 
wider spread of rearmament work from 
the industrial centers to other parts of 
the country. as exemplified in Texas 
where large steel facilities and army 
camps are affecting that area. New 
plants are under way in Kentucky and 
interest is being kindled in Oklahoma 
over the new bomber plant being started 
there. In North Carolina camp sites 
and increased shipbuilding activities 
are creating expansion, while in Ala- 
bama new powder plant coke ovens are 
under way, at the same time that Cali- 
fornia and Delaware are experiencing 
further increase in armament produc- 
tion and shipbuilding facilities, respec- 
tively. The most intense activity has 
been centering around the New Eng- 
land. Pittsburgh, Cincinnati, Chicago 
and Detroit areas, and those sections 
are continuing at top speed. But the 
distribution of plants and work to other 
parts of the nation is also making rapid 
headway. 


COMMODITY PRICES continue to 
show moderate upward tendency, with 
radical price movements being notice- 
able by their absence. There are more 
threatened advances in values than 
those actually being effected. The 
changes are attributed to higher wage 
scales, although this in many instances 
is dificult of confirmation. 

General opinion seems to be that a 
most active state of affairs is likely to 
prevail in this country and Canada for 
some two years at least. and in view 
of the numerous materials that are 
bound to be less plentiful even though 
there may be enough to fill actual needs, 
price structures should be well sup- 
ported from actual supply-demand 
standpoint in most lines of trade. There 
is already evidence of the greater ad- 
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ATKINS PUTS TEETH 


@ Tools play an indispensable part in 
National Re-Armament—as vital as the ships and shells, 
the trucks and tanks, barracks and bridges, grenades 
and guns they make possible. And the basic tools are 
still those which cut—the knife, and that multiple knife, 
the saw. Most jobs begin with cutting off material 
to be used, and nearly all jobs at some stage employ 
cutting, shaving, grinding. 


ATKINS AND COMPANY 





The part played in speeding the defense program by 
Atkins Saws, Files and Knives is all the more important 
because of unequalled performance in many plants 
and shops by recent exclusive Atkins developments— 
the Clearance Grind for Circular Saws—the Curled- 
Chip System of Metal Cutting by Circular Milling Saws, 
Segmental Cold Saws and Powersaw Blades. Write 
for latest data on lowest cost per cut by Atkins. 


420 South Illinois Street, Indianapolis, Indiana 


ATKINS SAWS 
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..- AS EASY TO GET 


AS THEY ARE TO SELL - - - 


MORGAN 


Semi-Steel V : 5 & S$ 


You may have the opinion that orders on vise 
deliveries are delayed —NOT ON MORGAN 
VISES! Don't overlook any opportunities in 
machine shops, electrical shops, garages, 
schools, home work shops or anywhere else— 
we are carrying on AS USUAL! Filling all our 
Distributors’ orders RIGHT FROM STOCK! 


We can handle orders for | vise or a 100— 
delivered where and when you want them. 
MORGAN Vises represent the highest in 
material and workmanship in types to prop- 
erly fill particular needs. Our well-known 
"service on orders" will build a business that 
continues to grow through the years. Send 
for our latest catalog and price list. 








Here is 
OUR 
COMPLETE 
LINE 
* 


Machinists 
Bench 
Combination 
Pipe 
Coachmakers 
& 
Chucking 


= 
Woodworking 
Solid Nut 
Continuous 
Screw 
Quick Action 
Lightning Grip 


Streamline 
Garage 


MORGAN VISE CO. 12» serreasow st. CHICAGO, ILL. 
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ministrative control or influence over 
price levels in materials that seemingly 
indicate a movement toward unneces- 
sarily high planes and there is con- 
tinued lessening in fear that values will 
move more than moderately upward as 
the year proceeds further. However, 
there is nothing in the immediate offing 
that would indicate any weaker tend- 
ency in commodity prices. 


INVENTORIES on the whole are 
showing some increase despite the 
stringency in supply of numerous ma- 
terials and the high rate of industrial 
consumption in practically all sections 
of the country. As the tension increases 
greater efforts are being made to lay in 
supplies of items that are readily avail- 
able at this time but which may later 
be absorbed in government orders to 
a large extent. Preference ratings be- 
ing extended toward certain raw mate- 
rials are being reflected in numerous 
finished or semifinished items needed 
for commercial use, and the time is 
not far distant when changes in various 
manufacturing operations will be essen- 
tial unless substitutes are found for the 
production of goods for other than 
governmental defense orders. 


COLLECTIONS are somewhat fur- 
ther improved as would be expected 
with the high rate of business turnover 
generally and are rated satisfactory on 
all sides. 


CREDIT is showing considerable ex- 
pansion but is ample for all industrial 
needs. Demand for bank credit is in- 
creasing but money is readily available 
in most sections of the country. 


EMPLOYMENT is expanding fur- 
ther, with demand for skilled help in 
some sections becoming most acute. 
Efforts are being made to produce ma- 
chine operators on short notice and 
industrial plant educational activities 
are being intensified in the endeavor to 
increase production. Meanwhile, labor 
is fully aware of the supply-demand 
relation prevailing and a greater num- 
ber of strikes or threatened strikes may 
be expected while the haste toward 
greater manufacturing volume con- 
tinues. In Canada, the wartime effort 
has moved employment totals to the 
highest levels in history and in many 
industrial sections of this country, there 
need now be few out of work who 
actually desire to be gainfully em- 
ployed. 


BUYING POLICY recommendations 
tend toward liberal coverage of ma- 
terials in practically all lines of trade. 
Commitments are being extended fur- 
ther in goods that are made up of the 
less plentiful raw materials or fabri- 
cated from the scarcer items of steel 
and nonferrous metals. Places must be 
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WHEN YOU HANDLE 
THE COMPLETE 
U-S-S LINE 
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STEEL PRODUCTS, 





NEW U-S’S SALES PROMOTION PLAN 


Here’s a complete sales promotion 
plan designed to help you build more 
sales for U-S-S Steel Products. It’s 
available to every U-S-S Jobber and 
Distributor. Write for details. 


U-S‘S MILL SUPPLY PRODUCTS INCLUDE: 
MERCHANT BARS _——PLATES 
COPPER STEEL SHEETS 





BETTER STEEL PRODUCTS 


U-S-S maintains the largest scien- 
tific research laboratories in the in- 
dustry which are constantly improv- 
ing steel products. For example 
U-S-S Cor-TeEn, a low-cost, high- 
tensile steel that has helped to revo- 
lutionize the transportation industry. 
It permits lightweight construction 
and greater payload capacity with- 
out sacrifice of strength. 


GREATER BUYER ACCEPTANCE 


Everybody knows U-S-S Steels. This 
consumer acceptance is maintained 
by steady advertising to your par- 
ticular customers in more than 225 
trade magazines. A special campaign 
urges them to buy through local sup- 
ply houses. ‘Trade exhibits, motion 
pictures and strong U-S-S national 
advertising keep them well-informed 
about U-S-S Steel Products. 





EFFECTIVE SALES PROMOTION LITERATURE 


All the literature you need imprinted 
with your name is available on re- 
quest without charge. You can order 
liberal quantities covering any U-S°S 
Steel product that you sell. 


STRUCTURAL SHAPES 
GALVANIZED SHEETS 
TIN PLATE 


HOT ROLLED SHEETS 


OTHER STEEL PRODUCTS 


STEEL MINE TIES 
FENCE for property protection 


DIRECT SALES ASSISTANCE 


When your salesmen need help on 
steel problems, a U-S-S Specialist is 
available who will gladly cooperate. 
Your customers making new prod- 
ucts may need this technical help. 





CARNEGIE-ILLINOIS 


STEEL 


Pittsburgh and Chicago 


CORPORATION 


COLUMBIA Stee 
San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY 


Birmingham 
United States Steel Export Company, New York 


UNTIED STATE® SEEEL 
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1EF coe = | TAKE A HINT from these 


AP “Grief Busters’ — records of 
h and big and little problems solved by 
AP Engineers so finishing could 


be faster, better, or cheaper. 





Every one of them means a satis- 
fied customer and a new account 


-—ora better account — for some 





BUSTER No distributor. Add the AP line -— 
e 2209 

—— AP fast delivery without red tape 

jfinteh ing om setal in one — AP advertising —and you've got 








the reasons that make this the 
mot fies thet Buse @ ideal distri ine. Abrasive 

ees: oe ton muse was ideal distributor line. Abras 

BUSTER -,.... ieer 4e Fae ee Products, Inc., 517 Pearl Street, 


South Braintree, Massachusetts. 
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found in production schedules even 
though delivery dates may be consid- 
erably extended. There is little evidence 
that commodity prices will be any 
lower for several months to come and 
there is every indication that indus- 
trial activity will continue at high rate 
of production and distribution at least 
through next year. As a consequence 
everything is to be gained by anticipat- 
ing requirements three, six, and even 
nine months ahead, in order that ma- 
terials may be kept moving and inven- 
tories increased on an orderly basis. 

The cause of greatest concern now 
to manufacturers is the lack of current 
supplies of steel items, nonferrous met- 
als and alloys to fulfill the needs of 
beth commercial and government 
orders, with the great probability that 
priorities later will reserve available 
goods for defensive programs exclu- 
sively. It is true that efforts are under 
way to make these materials more 
plentiful in supply. Copper, for ex- 
ample, is being imported from South 
America, and tin-smelting facilities are 
being arranged for this country, but 
such projects take time to work out 
and there is immediate need for greater 
supplies of these materials because of 
the increased rate of manufacturing 
consumption. Consequently, it is sug- 
gested that commitments be extended 
well through the year where possible 
and inventories increased where mate- 
rials are now available. There seems 
little reason to expect any easing in the 
supply-demand situation for months to 
come, 


New York Office Moves 


The branch office and warehouse of 
Fafnir Bearings, Inc., moved to a new 
location in New York City on January 
6. The new address is 6 West 60th 
Street. The same phones are maintained 
and the personnel of this office remains 
as before. 








Tommy Erickson (left) has charge of tele- 
phone sales for Towner Hardware Co., 
Muskegon, Mich., while Leo St. Denis skids 
his way down around the Grand Haven 
territory. According to Leo it's "nip and 
tuck"’ on some icy days whether he makes 
the curves or not. 
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Non-metallic discs can be easily and 
quickly renewed. Made to rigid Lunken- 
heimer specifications for maximum 
wear and tightness. 





em material is a new Lunken- 
heimer development which gives 
five to ten times more wear 
resistance, 







Gland has hexage 
head for wren 
hold=no prying 
necessary. 


rim assembly can be 
held in one hand. 
» Disc holder has four 
long guides always in 
contact with body 
neck, Accurate seat- 
ing assured. 







ody is well pro- 
portioned with full 
flow areas. Heavy 
body neck with- 
stands distortion. 


Sell hat hielo Y-SELL LUNRENHELMER 


Correctly Engineered” Valves 
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THEY MOVE FAST 


Distributors will tell you that SOS 





Bearings and Pillow Blocks don’t stay very long 


on their shelves these days— just long enough 
to say “hello” and “goodbye.” For consistent 
national and trade advertising, combined with 
specialized engineering and modern merchandiz- 
ing methods, has built up a BIG demand—a 
profit-making demand in which you possibly 
can participate if the SUS franchise is open 


for your city. SOLS Industries, Inc., Phila., Pa. 
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William W. Anderson (right) has been 
made manager of the Pacific Mill & Mine 
Supply Co.'s branch at San Francisco. With 
him is F. G. Wilson, senior salesman at this 
branch. Mr. Anderson was formerly with 
the Warren & Bailey Co. 


Otto W. Winter To Head 
Defense Training Program 


Otto W. Winter, well known in tool 
engineering circles, has been appointed 
chairman of its Emergency Defense 
Training Committee of the American 
Society of Tool Engineers. This com- 
mittee functions with the National Edu- 
cation Committee, established a few 
months ago, to determine the needs of 
industry for skilled men and to develop 
the necessary plans for their education. 

This committee is responsible for de- 
termining the requirements of industry 
for skilled men in various localities, 
and has already made considerable 
progress in coordinating current train- 
ing activilies and in promoting addi- 
tional activities where necessary. 

Mr. Winter has heen engaged in 
machine and tool design work, time 
study, shop layout. and sales engineer- 
ing with such companies as Timken 
Roller Bearing. Harrison Radiator, Cin- 
cinnati Milling Machine, and Cincin- 
nati Grinders, Inc. During 1933. he. 
Mr. Winter, was in Russia as consultant 
on machine tool manufacture and later 
became associated with Whitman & 
Barnes, working and managing their 
cutter and special tool division. Sub- 
sequent to this he was engaged in Con- 
sulting Industrial Engineer work with 
Kent Owens Machine Co. and _ since 
1937 has been factory manager of 
Columbus MeKinnon Chain Corp. and 
Chisholm-Moore — Hoist. Tonawanda. 


New York. 








UMI 











Mr. Distributor . . . the defense program ... a real job . . . is demand- 
ing needed tools. 


Over 40 types of brushes are used in fabricating metal and the MILWAUKEE 
Mono-Bilt Wire Wheel brush, one of the many in MILWAUKEE'S complete 
line of industrial brushes, is doing a real job in this important industry. 


A Real Job can be done by the distributor on MILWAUKEE brushes . . . 
profitable sales open up when you convince these buyers that you can service 
them with MILWAUKEE'S complete line of job tested brushes .. . 
whether wire, bristle or fibre . . . hand or power driven. 


Cash in on this market . . . now! Stock MILWAUKEE'S complete line. 


THE MILWAUKEE BRUSH MANUFACTURING Co. 


Milwaukee Wisconsin 


Mono-Bilt Wire Wheel Brushes 


Mono-Bilt Wire Wheel Brushes are ruggedly constructed, 
accurately balanced, densely filled with specially tempered 
carbon steel wire... cut faster... wear longer... 
and insure maximum abrasive action. Time savers in re- 
moving scale, rust and paint from metal or wood surfaces 

. cleaning tanks ... castings... gears... metal 
parts... Structural steel... polishing tools . . . in- 
struments. Interchangeable centers, available in 4" to 
14” arbor size hole. 














RUS 





FLUE BRUSHES - FLOOR BRUSHES - PUSH BROOMS 


BENCH BRUSHES 
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{ WIRE WHEEL BRUSHES - WIRE CUP BRUSHES - WIRE SCRATCH BRUSHES 


The Key to Industrial Brush Problems 


FOUNDRY BRUSHES 











KNOW these tools 
DEMONSTRATE 
them... and 
you can't fail to 


SELL them 


Above all else, industry today 
needs time, Good portable electric 
tools can save time for industry on 
hundreds of important operations. 
You can sell the fine Millers Falls 
line in ever-increasing volume if 
you'll study the features and ca- 
pacities of the individual tools... 
analyze the needs of the particular 
customer ...and then demonstrate 
—get the right tool into operator's 
hands and let it sell itself. 

Every Millers Falls portable 
electric tool has features which 
give it a competitive advantage. 
The line is complete... wide 
range of kinds and capacities, with 
stands and accessories to cover 
every need. Prices have not ad- 
vanced; promises of delivery are 
being kept. The market is ready 
and waiting; know this line .. . 
demonstrate it... and you'll sell. 


Grinders 


Disc sanders 


Hammers 

Bench Grinder® 

, ha 

ov don't . 

yam line, ng All be open. 
rerritory 


MILLERS FALLS CO. 


GREENFIELD, MASSACHUSETTS 

















MILLERS FALLS 
TOOLS 
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wage are greater than a_ prescribed 
maximum” ? 

The Court “the 
power of Congress over interstate com- 
merce ‘is complete in itself, may be 
exercised to its utmost extent, and 
acknowledges no limitations other than 
are prescribed by the Constitution. ” 


“Congress . . . is 


answered 


ves” a 


exclude 
from the commerce articles whose use 
in the States for which they are des- 
tined it may conceive to be injurious 


free to 


to the public health, morals or welfare 
even though the State has not sought 
to regulate their use.” 

2. Has Congress power to prohibit 
the employment of workmen in the pro- 
duction of interstate com- 
merce” at other than prescribed wages 
and hours? 

The The Court 
stated “The motive and purpose of a 


goods “for 


answer is “yes.” 
regulation of interstate commerce are 
matters for the 
upon the exercise of which 


judgment 
the Con- 
stitution places no restriction and over 


legislative 


which the courts are given no control.” 

3. A subsidiary question is whether, 
in connection with such prohibitions, 
Congress can require the employer sub- 
ject to them to keep records showing 
the hours worked each day and week 
by each of his employees including 
those engaged “in the production and 
manufacture of goods to wit. lumber, 
for . 


The Court stated “Since. as we have 


“interstate commerce. ” 


held, Congress may require production 
for interstate commerce to conform to 
may the 
employer, as a means of enforcing the 
valid law, to keep a record showing 
whether he has in fact complied with 
it. The requirement for records even 


those conditions. it require 


of the intrastate transaction is an ap- 
propriate means to the legitimate end.” 

Second of last) month’s decisions 
concerned the Opp Cotton Mills Case. 
was the Adminis- 
right to preseribe hourly 


The question does 
trator have the 


wage rates in excess of 30 cents per 


hour? Under Sections 8 9 and 10 of 
the Law. the Administrator may con 
vene industry committees for each in- 


dustry to recommend minimum hourly 
wage rates higher than 30 cents per 
hour, but not over forty cents per hour. 

The Court held that the 32% cents 
per hour minimum wage ordered for 
the textile industry is valid. and that 
Congress was entirely within its rights 
in granting this power to the Admin- 
istrator of the Wage and Hour Law. 

In commenting upon the delegation 
of this authority. the Court stated “The 
adoption of the declared policy by Con- 
grses and its definition of the circum- 
stances in which its command is to be 
effective. constitute the performance, in 
the constitutional sense. of the legisla- 
tive function.” 
















Power, National Engineer, Mill & Factory, 
Engineering News-Record, Civil Engineer- 
ing, Construction Methods, Bldgs. & Bldg. 
Management, Iron Age, Coal Age, Engineer- 
ing & Mining Journal, Drilling, Oil & Gas 
Journal, Oil Weekly, Rock Products, Pit & 
Quarry, Timberman, Southern Lumberman, 
West Coast Lumberman, Marine Engineering. 
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Printed Salesmen 


Before your salesman calls on a prospect, our salesmen in printed form 





have paved the way, have done a big share of the selling job. Wickwire 
Spencer's hard-hitting full-page advertisements to rope users are mighty 
good salesmen for you. This support... plus many tested engineering, 
selling and promotional helps . .. means an extra measure of volume and 
profits to Wickwire Spencer Distributors. Increase your rope sales . . 


speed up your turnover . . . write today for Wickwire’s Distributor Plan. 


Wickwire covers the nation with hard-hitting sales 
support in men, promotion and advertising. Fourteen 
strategically located, company-owned warehouses, assure 
service-plus of Wickwire Rope in every size, grade 
and construction. It’s uniform .. . It’s high quality. 
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WICKWIRE SPENCER STEEL COMPANY 


General Offices: 500 Fifth Avenue, New York City; Sales Offices 
and Warehouses: Worcester, New York, Chicago, Buffalo, San 
Francisco, Los Angeles, Tulsa, Chattanooga, Houston, Seattle, 
Abilene, Texas. Export Sales Department: New York City 
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Help Your Customers Secure Product Protection, 
Corrosion Resistance, 

Lower Maintenance Costs . . . and 

Build Bigger Profits 

for Yourself! 








ALOYCO STAINLESS STEEL VALVES — FITTINGS 





Figure No. 40 
GLOBE VALVE 


Construction Data 


Made in Globe and Angle types, sizes 
%4" to 2”. Union Bonnet type. Screwed 
ends only, for 1254 W.P. 


Metal to metal tapered seats, and seats 
are integral with bodies. Valves may be 
repacked under pressure when wide open. 


Small sizes made completely of bar stock 
with screwed in bonnets. All parts of 
alloy with exception of handwheel and 
nut. 











Carried in stock in Chrome Nickel 18-8 S. 








ae Aloyco Stainless Steel Valves and Fittings will 
make more money for you by building extra sales 
while saving money for your customers through elim- 
inating product contamination, solving corrosion 
problems and cutting maintenance costs. 


The “Aloyco Line” solves the most serious problems, 
harassing all Chemical and Process Manutacturers. 
For, whatever the condition, Aloyco either has the 
remedy ... or will create help by its engineers. 


“Aloyco” provides alert distributors and their sales- 
men with a complete line of Stainless Steel Valves 
and Fittings essential to today’s manufacturing 
needs. Cash in on Aloyco’s 
profit-making opportunities 
now — for immediate and 
future profits. 









COMPANY, INC. 


1300 WEST ELIZABETH AVE., LINDEN, NEW JERSEY 
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Prevents Plant Stoppage By 
Midnight Loan From Another 


Walter Zepf, city salesman for the 
Riechman-Crosby Co., Memphis dis- 
tributor, won Mitt Suppuies’ Dis- 
tinguished Service in January, but it 
hasn’t gone to his head. In the fol- 
lowing. Walter relates another’ ex- 
ample of extra service performed for 
industrial customers: 

“The other night about 9:30 p.m. I 
had to come to the store to get out 
some material for one of my cus- 
tomers, when the telephone rang, and 
it was a customer of one of the other 
salesmen. 

“It was a motor wheel company, and 
the whole plant had to shut down, 
and couldn't start until they had a 21/- 
in. extra heavy flange gate valve. The 
customer was terribly excited because 
he had a large crew of men idle until 
he could get the valve. After rousing 
several other distributors by telephone 
it appeared that no one in town had 
such a valve. 

“Then it occurred to me that one of 
my own customers, the Firestone plant. 
had one. | called the storeroom man- 
ager of Firestone at his home, and told 
him my trouble, asking if I might bor- 
row that valve. He gave me permission. 
and called the plant to let me have it. 
They were running nights, too, and 
very graciously sent us the much-needed 
valve.” 


A. A. Dahms Heads 
Branch of Allis-Chalmers 


A. A. Dahms has been made man- 
ager of the Davenport, Iowa, branch of 
Allis-Chalmers Mfg. Co. Prior to his 
appointment, he was for many years 
connected with the company’s Chicago 
office. He will be assisted by E. A. 
Rensch and C. J. Schutty. 


Wage-Hour Law Upheld 
By Supreme Court 


Two decisions upholding the con- 
stitutionality of the Wage-Hour Law 
were rendered by the U. S. Supreme 
Court on Feb. 3. Although the de- 
cisions cover the broad general as- 
pects of the law, there still remain a 
number of important provisions and in- 
terpretations which have not yet been 
made. 

First of the two decisions reached 
last month was the case of the F. W. 
Darby Lumber Co., in which the fol- 
lowing questions were answered: 

1. Has Congress “Constitutional 
power to prohibit the shipment in in- 
terstate commerce of lumber manufac- 
tured by employees whose wages are 
less than a prescribed minimum or 
whose weekly hours of labor at that 
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Machine Tools, Dies, Jigs and Fixtures 
all work for ARMSTRONG TOOL HOLDERS 


List the primary needs of the National Defense Pro- 
gram... more machine tools, more dies, more fix- 
tures . .. all produced with ARMSTRONG TOOL 
HOLDERS. 


You can serve this program in no better way than 
to see that all vour customers have the correct 
ARMSTRONG TOOL HOLDERS for every operation 
on their lathes, planers, slotters and shapers .. . 
ARMSTRONG TOOL HOLDERS that save 90% of 
high speed steel, that end tooling-up delays .. . 
that take cutters any mechanic (or apprentice) can 
quickly grind, that permit greatly increased speed 
and feeds. 


See that all of your customers working on defense 
have the latest (C-39) ARMSTRONG catalog. Point 
out that you can supply their ARMSTRONG TOOL 
HOLDERS needs from stock. In doing so you can 
help speed the production of machine tools, dies, 
jigs, and fixtures—can serve both the defense pro- 
gram and yourselves well. 








<> ARMSTRONG BROS. TOOLCO. 


‘‘The Tool Holder People”’ 


305 N. FRANCISCO AVE. CHICAGO, U.S.A. 


Eastern Warehouse and Sales: 
199 Lafayette St., New York 











| ARMSTRONG TOOL HOLDERS Are Used in Over 96% of the Machine Shops and Tool Rooms 
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Help Do the Big 1941 Job With Less Man-Killing Effort | 











You Profit More 
Selling the Popular 
Work-Saver 


RIFEID 
Pipe Cutter 


RIGID thin 
blade cutter 
wheel, tool steel 
forged and as- 
sembled in steel- 
t{bushed hub 











You can 
help your customers get it and still protect their 
men—with RitfmID Pipe Tools, long famous as 
time and labor savers—like this remarkable 
cutter. 


That thin forged blade wheel 
through pipe, with the least effort. 
practically no burr. 


The Defense cry is for more Speed! 


rolls easily 
Cuts clean, 
More cuis per wheel, less 
changing, lower cost. Powerful well-balanced 
Standard and 
heavy-duty models; also 4-wheel cutter with 


special handle. 


frames, easy twirling to size. 


Get your share of the defense business by show- 
ing your customers how to cut more pipe but 
cut work and expense... Sell Rimaips. Write 
or wire for the facts. 





RIGID 
Heavy-Duty 
Cutter Wheel 





We 


rete adel 


Waayqire 


RIZAID Heavy - Duty 
Pipe Cutter. 


en WORK-SAVING PIPE TOOLS a, 
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Vonnegut Hardware Mails 
Preview of New Quarters 


In a four-page, two-color mailing 
piece, the Vonnegut Hardware Co., In- 
dianapolis distributor, advised its cus- 
tomers last month that “the new indus- 
trial supply building is nearly ready 
for you.” The three-story building will 


have generous parking facilities, a 
large industrial display on the main 


floor, and complete stocks of merchan- 
dise. There are ten miles of shelving 
on the main floor, according to the 
announcement. 

Formal opening will be held in a 
few weeks. 


Deaderick Promoted by 
Caterpillar Tractor 


James H. Deaderick, assistant sales 
manager of the western sales division 
of Caterpillar Tractor Co. since 1939, 
has been appointed assistant general 
parts manager with headquarters in 
Peoria. 

In his new capacity, under the gen- 
eral managership of L. G. Morgan, Mr. 
Deaderick will have active charge of 
all general administrative activities in 
the parts department, as well as super- 
vision of all parts depots. 

W. B. Gordon has been appointed 
parts manager in charge of physical in- 


ventory and its control; and A. H. 
Yingst, parts manager in charge of 
orders, invoicing, distributor contact, 


etc. 


Machine Tool Builders Plan 
To Top $750,000,000 in 1941 


Machine tool production for 1941 will 
total $750,000,000, an increase of $300.- 
000,000 over 1940, it was announced 
last month by Clayton R. Burt, chair- 
man of the defense committee of the 
National Machine Tool Builders’ Asso- 
ciation, industry-wide 
study of ways and means to accelerate 
production. 


following an 
a) 


“In view of the mounting require- 
ments for national defense.” Burt said, 
“the nation’s machine tool 
have conducted an exhaustive survey 
of methods and facilities in an effort 
to put into immediate use every pos- 


builders 


sible means to increase output. 

“This survey, just completed, points 
toward a total machine tool production 
of $750,000,000 in 1941—$300.000,000 
above 1940 production, and $100,000.- 
000 greater than preliminary estimates 
for 1941 made earlier in the year. 

“We are confident that the $750,000.- 
000 goal may be reached by increased 
subcontracting, by working overtime, 
by maximum utilization of equipment. 
and by plant expansion where neces- 
sary.” 
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Miralume F-100: 


100-watt unit; 


2 


40 watt lamps. No nuts or bolts mar 
porcelain enameled reflector surface. 


No other fluorescent lighting fixtures in the world 


combine all these advantages of Hygrade MIRALUMES! 


Finer light— produced by 
Hygrade’s patented lamp 
coating. 


Sure, trouble-free starting! 
-—assured by Hygrade’s pat- 
ented, easily accessible 
Mirastat starters. 


Lower maintenance — 
thanks to Hygrade’s easily 
demountable reflectors and 
patented lamp holders. 


Guaranteed satisfaction! 
Miralumes carry a complete 
guarantee covering lamps, 
fixtures, starters, every- 
thing! 


Easier installation! Mira- 
lumes are supplied wired 
and ready to install (on FHA 
financing, if desired) — 
with high power factor cir- 


V 


cuit — complete with supe- 
rior Hygrade Lamps. 


Superior performance! 
Miralumes are quality 
manufactured — better de- 
signed and engineered 
throughout — approved by 
Underwriters Laboratory. 


And vitally important: Ex- 
traordinary lighting effici- 
encies are obtained by tun- 
ing the ultra-violet energy 
to 2537 Angstrom Units 
effective in causing the por- 
ous film (Hygrade Patent 
$2,096,693) to generate light 
as shown in Hygrade con- 
trolled Patent #2,126,787. 
Hygrade products are ex- 
clusively protected by nearly 
a hundred other patents, in- 
cluding #2,201,817 and 
#1,982,821. 


Von Raalte Co., Inc. (Hosiery Mill), Boonton, N. J. 8 footcandles jump to 
20 after Miralume installation. Higher levels of beautiful, cool, shadow-free light 
cut rejects. Workers see better, work better, feel better! Write today for free 
Miralume catalogue. Dep't MS 3, Hygrade Sylvania Corp., Ipswich, Mass. 


Hygra 


Copr. 1941 Hygrade Sylvania Corp., Est. 1901. Makers of Hygrade Fluorescent and Incandescent Lamps and world-famous Sylvania Radio Tubes. 


de MIRALUMES 


Completely Guaranteed Fluorescent Lighting Fixtures 
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* THERE'S A BELMONT PACKING FOR EVERY SERVICE * 


For 





The defense program demands uninterrupted service of power 
plant equipment. Engines and pumps must be kept operating at 
maximum capacity, sometimes twenty-four hours a day— no time 
for frequent packing replacements. 

Here are offered two standard Belmont Packings that will] with- 
stand the strain — Belmont 30 for reciprecating steam rods and 
Belmont 754-P for rotating steam shafts. TRY THEM NOW! 

Write on your company letterhead for Belmont Catalog No. 40 
which describes Belmont Packings for all services—a text book 
guide on applications. An authorized Belmont distributor will be 
glad to show you samples and help you with your particular 
requirements. 
































o— 
MON 





“BEL 


This is number 1 of a 
new series of adver- 
tisements on Belmont 
Packings. Appearing 
in leading business 
publications every 
month, this series will 

make new friends and | 
new customers for 

you. 


THE BELMONT PACKING & RUBBER COMPANY 
+ BUTLER AND SEPVIVA STREETS * PHILADELPHIA, PA. + 
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2000-Sprocket Rack 
Built by Horsford 


S. C. Horsford, of | the Horsford 
Bros. Co., San Francisco, thinks a lot 
of the rack he designed to display 
sprocket stock, and also hold most of 
the stock of fast moving numbers. With 
the very largest sprockets piled on the 
floor under the rack, the capacity is 
well over two thousand, ranging all the 
way from %¢-in. pitch to 114-in. pitch. 

It consists of a steel frame carrying 
a great many horizontal spindles on 
which the various sizes of wheels are 





hung, the spindles ranging from %¢-in. 
to %4-in. steel rod. The rack is ap- 
proximately 3 ft. by 12 ft. on the floor 
and 6 ft. high. 

Two thousand sprocket wheels, more 
or less, represent a lot of tonnage and 
this rack has to be very strong and 
rigid. The main frame consists of 
vertical channels at the ends and four 
3-in. channels for the longitudinal 
members. Between each of these lon- 
gitudinal stringers is a steel plate to 
give extra strength. The bottom chan- 
nel is braced underneath from the feet 
of the end standards, up to the middle, 
these braces also being of 3-in. chan- 
nel. Looking at the end, the vertical 
channel of the frame is set on a hori- 
zontal base 3-in. channel and is braced 
to the extremes of the latter with 2-in. 
channels rising nearly to the top. Every 
joint in the whole thing is welded. 

Big as the frame is, Horsford says 
that he is now ready for a second one 
of like size if he can find any shop 
that will stop long enough these busy 
days to build it for him. 
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DO THE BEARINGS YOU SELL HAVE 


git Blood Pressure? 


These two ball bearings are identical in size and 





type. But the Fafnir — at the top—has 17/32” 
balls. Those in the other bearing are only 15/32”. 

Just as a heart is forced by high blood pressure 
to beat faster, these smaller balls must revolve 
faster. In 24 hours, they make over a million 
more revolutions than those in the Fafnir Ball 
Bearing (running at 2,000 r.p.m.)! 

That’s why the Fafnir wears less, lasts longer. 

This Fafnir large-ball, deep-race design is 
only one reason why the Fafnir line is the best 
line for industrial distributors. Write for details 


of the profitable Fafnir Franchise. The Fafnir 





Bearing Company, New Britain, Connecticut. 


FAFNIR BALANCED DESIGN 








UNBALANCED DESIGN 


Full line-Full support- Full profits rAFN | R | 


Ball Bearings 


THE BALANCED LING 
MOST COMPLETE IN AMERICA 
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SPEED SPEED SPEED 


Industry needs it in every branch 


YOU CAN SELL THEM 
THE MEANS FOR THE 
GREATEST SPEED IN 
PRODUCT PAINTING 


AIRPAINTING 
EQUIPMENT 


The Dependable 
ANSWER 


Here's a low-priced, high pressure, 
portable airpainting unit—gas or 
electric—for faster airpainting of 
cantonments, bridges, factories, mills, 
granaries, ships, aircraft. There are 
many types in the Paasche line to 
make it possible for you to meet the 
greatest variety of needs for speed in 
airpainting. 


Here's another type for low- 
cost superior finishes. It's our 
type CUB High Production Air- 
brush. In many cases it has 
given users savings that run as 
high as 60%. You'll find wide 
acceptance for this type CUB 
right now! 





% Product painting means orders for complete airpainting systems—airfinishing 
booths—ventilating units—automatic aircoating units. It means the sale of 
water, oil, and dirt separators—material circulating systems—pressure fluid 
containers. National Defense production is increasing the needs of manufac- 
turers every day—You will be surprised at the sales possibilities that simply 
await action on your part. 


Paasche sales representatives are readily available for instruction selling— 
they'll start you on the high road to profit! 


g , by f {a 1915 DIVERSEY PARKWAY 
l, CHICAGO, iLL. 


Manufacturers of Airbrushes—Aircleaners and Ajirregulators—Aircompressor 
Units—Airfinishing Booths—Automatic Aircoating Units—Material Circulating 


. Systems—Oiling Guns—Portable Airpainting Units—Ventilating Units for 
vapors and dust. 
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LETTERS 





Doing "Great Service" For 
Industrial Distributors 


To the Editor: 

L would like to have you know that I 
personally feel that you are doing a 
very great service, not only for your 
country but for the industrial supply 
distributors and their ultimate con- 
sumer, the manufacturer. 

The industrial supply house cer- 
tainly faces a problem, perhaps more 
than shows up on the surface at the 
present moment. Undoubtedly, the in- 
dustrial supply distributors will have 
to fit into the picture as a_ so-called 
factory representative branch, taking 
the same priority rating that the manu- 
facturer of the product will take and 
he, in turn, will be honor bound to 
conduct his business as if he were that 
manufacturer. 

Undoubtedly many of the problems 
in Washington will be straightened out, 
but they will face the problem of cur- 
tailing certain raw materials which will 
affect bronze bushings, as an example, 
all types of screws, etc., that contain 
zinc, lead, nickel and other alloys. 
These industries should be given some 
sort of a preference rating which will 
enable them to purchase their raw 
materials in large enough quantities to 
keep up their production rate. 

1 understand, at the present moment 
that nickel steel such as is used in the 
hollow cap screw industry, has to have 
a preference rating and a steel mill 
will not take less than 1000 Ib. of a 
size. That puts the manufacturer in 
the spot of having to have a priority 
for a few pounds of steel. The mill 
will not sell the small quantity and 
the manufacturer in turn cannot put 
through small lots and still keep the 
price, which we all so very much hope 
will remain stable. 

The White Supply Company 
L. C. White 
General Manager 


Wants to Reproduce Survey 


To the Editor: 

We would like to have your per- 
mission to reproduce in planograph the 
page “Industrial Supplies Defense Sur- 
vey, Part II Distributors Say,” listing 
the time of delivery of various tools. 
We wish to mail this with a letter to 
our distributors and our industrial 
salesmen. 

Henry Disston & Sons. Ine. 
J. W. Jay 


Advertising Manager 
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Supply houses find Kennedy 
a profitable line 


because Kennedy offers... 





‘& complefe lie of types and sizes for all standard re- 
Some of the many quirements ..... 
Valves and pipe fittings with attractive proportions and 
sturdy construction which win favorable attention from 
customers ..... 


Kennedy Valve types : 


Designs with definite superiorities and proven satisfac- 
tory performance which assure repeat orders .... . 


Large manufacturing facilities and conveniently located 
warehouses which provide prompt attention to orders, 
and quick deliveries ..... 


A 63-year policy of selling exclusively through supply 
houses to industrial plants, and standing squarely back 
of all products. 





Bronze 
Gate Valves 


Bronze Globe 
and Angle Valves 


SOME TYPICAL COMMENTS FROM USERS OF KENNEDY PRODUCTS 
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Bronze 
Check Valves 


lron-Body 
Check Valves 


Iron-Body Gate Valves 








"| install nothing but Kennedy 
Valves, as | find them the 
best.” 


"Kennedy Fittings help us to 
do better work with less ef- 
fort.” 


"| find Kennedy Fittings to be 
the best that can be gotten 
and always use them in all 
our work." 





"I have used Kennedy Valves 
for 35 years and have had 
best service.” 


"Both in finish and threads 
we find Kennedy Fittings the 
best we ever looked into, say 
our employes. We agree 
with them.” 
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"We have used Kennedy Fit- 
tings for some time, and they 
have proved quite satisfac- 
tory. The tapping runs true 
both as to size and direction. 
They are light, yet strong, 
and yet stand more tightening 
than any other fittings we 
have ever tried." 


“Have been using Kennedy 
Valves and Fittings for years, 
as they are always reliable 
and stay fight.” 


"Il always insist on Kennedy 
Fittings, as | find them per- 
tect and easy to enter or con- 
nect with good tapping. Their 
machine work is all that can 
be desired.” 


Send for Complete Information and Dealer Helps 


The Kennedy Valve Mfg. Co., Elmira, N. Y. 


KENNEDY 


VALVES with Extra Value 
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ERVICE 





Winter taps will continue to give the service that 
satisfies. 


In continuing to give our distributors service we 
are asking their co-operation, keep your stocks 
well balanced and give us your orders as far in 
advance as possible. 


AAR 
- WINTER BROTHERS —— 


COMPANY 

















Main Factory: WRENTHAM, MASS.—Branch Factory: DETROIT, MICH. 
A Division of the NATIONAL TWIST DRILL & TOOL CO., Detroit, Mich. 


WINTERTAPS»? DIES 
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A. F. Ellfeldt Dies 
In Kansas City 


A. F. Ellfeldt, president of the Ell- 
feldt Hardware & Machinists Supply 
Co., Kansas City, Mo., passed away on 
Friday, Feb. 21. The business will con- 
tinue under the direction of his two 
sons, Fred A. Ellfeldt, vice president 
and treasurer, and Howard J. Ellfeldt, 
secretary. 

Mr. Ellfeldt was a pioneer distributor 
of industrial supplies in Kansas City, 
having started his business 34 years 
ago. He was active in mid-west banking 
circles, having assisted in the creation 
of the Federal Home Loan Bank sys- 
tem, and served on the board of direc- 
tors of its Des Moines regional branch. 
Since 1898 he had been a director of 
the Kansas City Building and Loan 
Association, and its secretary and ac- 
tive manager since 1911. 


Spurgeon & Smith, Inc. New 
San Francisco Distributor 


Spurgeon & Smith, Inc., have taken 
over the business, and good will of the 
San Francisco branch of the Warren & 
Bailey Co., located at 198 Second St. 
They will continue as distributors of 
the following lines: 

Aluminum Industries. Inc.; Ashton 
Valve Co.; Babbitt Specialty Co.; W. M. 
Chace Valve Co.; Jenkins Bros.; O. C. 
Keckley Co.; Manzel Bros. Co.; Mason- 
Neilan Regulator Co.; Mechanical Rub- 
ber Co.; Owens-Corning Fibreglas 
Corp.; Penberthy Injector Co.; The 
William B. Pierce Co.; Reliance Gauge 
Column Co.; Strong, Carlisle & Ham- 
mond Co.; Tnemec Company (protec- 
tive coatings); The Henry Vogt Ma- 
chine Co. and Chas. A. Schieren Co. 

Both principals in the company have 
had long experience in the business and 
acquaintance in the northern Cali- 
fornia area, both having been with the 
Warren & Bailey Co., C. O. Spurgeon is 
president of the new concern and Davis 
G. Smith, vice-president. Spurgeon had 
been with the former company for 16 
years and Smith for 12 years. 





Coffee and doughnuts hit the spot at the 
Boyer-Campbell woodcutting party. Ray 
Smith (with coffee pot) had charge of day's 
activities. 
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A blow on the diamond-shaped head of Lamson 
Cotters spreads prongs. “Efficiency” points serve 
as a drift pin. Lamson stock cotters conform to all 
Government specifications. Cotters made to order 
from brass, bronze, aluminum and stainless steel. 








Lamson full finished Cap Screws of SAE 1020 steel 
have approximately 90,000 Ibs. per sq. in. minimum 
tensile strength. Our high carbon cap screws of SAE 
1035 steel, heat treated, have approximately 150,000 
Ibs. minimum tensile strength. 


@ One of your biggest profits is in bolts! Reckoned on your 
costs and your margin of profit—bolts and nuts offer you one 
of the largest, if not the largest margin of profit in your busi- 
ness! And now with the new stream-lined SPEEDMERCHANT, 
the Lamson & Sessions line offers you the last word in mer- 
chandising bolts and nuts to keep the “‘five-and-ten” sales 
for yourself! It will not pay anyone to buy elsewhere if you 
have a Lamson SPEEDMERCHANT in your store! This new 
merchandising equipment condenses stock and display into 
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Elevator Bolts are made in four standard types. No. |, 
flat head countersunk; No. 2, oval head; No. 3, flat 
head,with slot,four fins beneath head; No.4, flat head, 
four fins beneath head. Stocked up to %-inch diame- 
ters; made with large heads to Bolt Institute standards. 


an attractive unit that catches the eye, invites sales with 
plainly marked bins within reach of the customer. “'Brite- 
plated’, every product stocked in open display can be 
seen and handled freely. Built-in gauges enable customer 
to determine length and diameter of bolt needed. Speed 
sales with the Lamson SPEEDMERCHANT— $26.30 net, to 
dealers. (Slightly more west of Denver.) 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 
Plants at Cleveland and Kent, Ohio; 


SESSIONS 
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Abraham Lincoln said it first. Millions have mouthed 
it since. “You can fool some of the people all the 
time: all the people some of the time... ”. You can 
still sell blind horses out of a herd, snake oil or phoney 
merchandise from a tent. . . if you move on tonight. 
But nobody builds a business by selling something 
once. When a salesman backs trade-marked casters, 
gives the manufacturer’s guarantee for them, expects 
to get re-orders—they have to be good. So, for half 
a century, the name “Faultless” has stood for a sound 
sense of security, quality and character in nationally- 
known casters for industry. And nothing is so essential 
to the intenance of production schedules as reliable, 
a casters, such as the Faultless 200 Series. 
Here are casters that won't balk 
or stick— won't crack up under 
years of punishing service. Of- 
fered in a complete range of sizes 
and wheel constructions that pro- 
vide a broader scope of sales op- 
portunities wherever you call. 


FAULTLESS CASTER CORPORATION 
Dept. MS-3, Evansville, Indiana 


Representatives in Principal Cities 
Canadian Factory: Stratford, Ontario 


No. 200 Series 
Heavy Duty, 
Double Ball 
Bearing Swivel 
with Semi-Steel 
Hyatt Bearing 


Member of the American Supply & Machinery 
W heel. 


Manufacturers Association 


FAULTLESS CASTERS 
FOR INDUSTRY 
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Tune in Saturdays at 7 PM 
To Visit Defense Plants 


Industrial salesmen who are curious 
(and who isn’t?) about what goes on 
behind the scenes in the great defense 
plants are invited to tune in on the 
NBC-Red Network Saturdays from 7 
to 7:30 p.m. Eastern Standard Time 
for the series of “Defense For Ameri- 
ca” broadcasts arranged by the Na- 
tional Association of Manufacturers. 
The series is being presented as 
“reports to the nation” on how industry 
is actually at work on defense produc- 
tion, and each broadcast will take the 
radio audience into humming plants 
where defense equipment is being 
made, in many cases on 24-hour-a-day 
schedules. 

The narrative script, which is to 
“personalize” each industrial com- 
munity and present a fascinating his- 
tory of the industry itself, will be sup- 
plemented by informative microphone 
interviews with workmen at their lathes 
and machines. 

The opening program came from 
Cleveland, Feb. 22, where listeners 
were taken into one of the largest 
machine tool builders, Warner & Swa- 
sey. On March 1 the aircraft industry 
came under scrutiny with a half-hour 
visit to the Douglas and Lockheed 
plants in Southern California. The re- 
maining programs (still tentative) fol- 
low: 

March 8—Oil fields and refineries of 
Oklahoma 

March 15—Tanks (probably Baldwin 
Locomotive ) 

March 22—Communications (RCA, 
Camden) 

March 29—Shipbuilding (Newport 
News and Norfolk) 

April 5—Shell manufacturing (Hart- 
ford) - 

April 12—Chemicals (St. Louis) and 
submarines (New London, Conn.) 

April 19—Small arms (Hartford) 

April 26—Trucks and __ transports 
(Detroit) 

May 3—Steel mills (Pittsburghy 

May 10—Rubber plants .(Akréii,’O.) 

May 17—Final round-up.’ » 

Laurence Hammond, veteran -;radio 
writer of many successful produegions, 
is the author of the new series. ‘Charles 
C. Speer, another familiar figure in 
broadcasting, will act as advance agent 
in the various states from which the 
shows originate. 


Sarco Moves Head Office 


Effective March 1, the head offices of 
the Sarco Co., makers of stéam special- 
ties, is being moved from 183 Madison 
Ave. to 475 Fifth Ave., New York City. 


The company will occupy the entire 24th 


floor in its new location. 











SAFETY PLUS 


-efficiency and accuracy! 





Here is a grinder that can be used by even the most inexperienced oper- 
ator with a minimum of risk. From the patented Twin-Lite safety shields 
to the rugged and machined tool rest every item of design and construc- 
tion has been developed to give maximum safety, efficiency and accuracy. 
New standards have been set by these grinders. Wheels are balanced 
to within 1/100 inch ounce to insure vibrationless performance. The new 
Twin-Lite Safety Shields and lamp attachments flood the wheels and 
work from both sides, permitting much more accurate grinding and mak- 
ing the grinder independent of the shop lighting system. Quickly re- 
placeable bulbs (two in each shield) are thoroughly ventilated and fitted 
with polished reflectors. Ball bearings are lubricated for their entire life 
. . . accurate tool supports . . . strong and adjustable spark guards .. . 
these are only some of the features found in these remarkable grinders. 

You will get more than your share of the Grinder business if you point 
out the many unique features of the Delta Grinders to your customers. 


The Rifle-Bullet Test! 


To test the strength and completeness of the 
guarding of these grinders, a number of wheels 
were deliberately smashed with a rifle bullet 
while the grinder was running at speeds from 
3400 to 8000 R.P.M. Photo at the right shows 
one wheel that was smashed at the highest 
speed—and it can be plainly seen what hap- 
pened to the guard—nothing! The spark guard 
was slightly bent, and that was all. That's safety 
plus! 





Also Bench and Belt Driven Models 


Built in both single phase and three 
phase models, bench and pedestal 
types, motor and belt-driven there is 
a Delta grinder to fit every shop. The 
motor-driven bench grinder also in- 
corporates all of the latest Delta de- 
sign and construction features .. . 
Twin-Lite Safety Shield . . . double 
seal New Departure ball bearings ... 
strong and efficient wheel and spark 
guards ... fully adjustable machined 
tool rests . . . built in toggle switch 
. cast iron water pot... absolute 
freedom from vibration (due to espe- 
cially balanced Aloxite wheels). 


it Will Pay You 


There is a rapidly expanding market for these "better than average" grinders. You will be surprised how man 
shop men recognize the advantages of specifying Delta grinders—when they know the Delta story. Tell it—and sell 
more grinders! 





me DELTAS 


(industrial Division) 


. 
658 E. Vienna Ave., Milwaukee, Wisconsin 


7 
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® Did you see this picture in the Feb- 
ruary 2 ith issueof TIME Magazine? It 
was used in the first of a series of 13 
Plymouth Rope and Twine advertise- 
ments which will appear in TIME 
during 1941. 


Each Plymouth advertisement in 


TIME will reach— 


3%, Million Industrial and 
Business Executives— 
YOUR BEST CUSTOMERS 


who are influential in the specifica- 
tion and purchase of materials. 


This first Plymouth advertisement 
told TIME readers about the special 
kind of ropethat Plymouth developed 
for use as Cowboy Lariats, generally 
favored by Ranchmen and Rodeo 
ropers everywhere. 


It also told how the same careful 
research and technical skill in rope 
making have produced specialized 
types of Plymouth Rope and Twine 
to meet every special cordage need 
in Industry—for Manufacturing, 


HOW CAN A 
DUDE RANCHER 
HELP YOU IN 
YOUR BUSINESS? 


ee 





Mining,Contracting,Construction 
and Engineering, Oil Field, Marine, 
Transportation, Shipbuilding, Public 
Utility and many other operations. 


Supplementing the regular Plymouth 
advertising campaigns in Industrial, 
Engineeringand Purchasing technical 
trade papers, comes now this strong 
campaign in TIME Magazine to busi- 
ness officials in all types of industry. 


12 MORE ADS TO COME! 


Added to the satisfaction of selling 
a leading quality product,distributors 
and theirsalesmen will appreciate this 
extrasupportgiventheirselling efforts 
by Plymouth Cordage Company. 


* * * 


PLYMOUTH CORDAGE COMPANY 


North Plymouth, Massachusetts, 
and Welland, Canada 
Division Offices : 

New York, Chicago and San Francisco 
Warehouse Stocks: 


New York, Boston, Baltimore, Philadelphia, 
Cleveland, Chicago, Houston, San Francisco 


PLYMOUTH 


ROPE FOR 


INDUSTRY 
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New Catalog Revives Sales 
Of Rarer Stock Items 


Since the distribution of his com- 
pany’s new 628-page catalog. wh'ch 
began last November, J. H. Rudd ‘ll. 
vice-president of Central Rubber & Sup- 
ply Co., Indianapolis, reports many in- 
quiries on stock items which some cus- 
tomers didn’t know he carried. 

In the front of the catalog is a full- 
page map of Indianapolis, with an 
arrow pointing the way to the Central 
Rubber store. Following this is a two- 
page display of photographs of Cen- 
tral’s officers, the 22 outside salesmen 
and the 25 men who serve on the inside. 

The belting section of Central’s new 
catalog has been of particular interest 
to the buyers in the Indianapolis ter- 
ritory because it devotes several pages 
to actual installation views taken in 
local industries. Perhaps the most 
notable is the illustration of the three 
rolls of conveyor belting whose ship- 
ment to an Indiana coal mine required a 
regulation size railway flat car. 

Each section of the catalog is pre- 
ceded with a special title page showing 
the photographs of the department 
heads. On the outside margin of these 
title pages, a sectional index has been 
printed in reverse to make it easier to 
locate the various catalog departments. 

All tools of high speed steel have 
been priced in red and trademarks 
have been employed to assure the cus- 
tomers that the tools listed are those 
of manufacturers with a 
reputation. 

Compiled and planographed by Wein- 
berg & McKee, Inc., of Chicago, the 
book is attractively bound in tangerine 
colored cloth, stamped with black ink. 


national 


Stylish Packages Designed 
For Holo-Krome Screws 


Distributors are now receiving Holo- 
Krome socket screws in stylish new 
packages designed by John Vann, art 
director of the Holo-Krome advertis- 
ing agency, R. H. Young and Associ- 
ates, Hartford, Conn. The new pack- 
ages are of strong, brown, fibre-board 
box stock, with the various products 
of the company attractively illustrated 
in a pleasing green tone. 


Identifying 
labels give style, size, thread, etc., of 
products contained in each package. 

















MARVEL Saws help speed 


up National Defense at the 
ee Rock Island Arsenal 





% The bridge crane rolls down the bay, picks up a nest of long bars 
from the stock rack and lays them on the stock track of a MARVEL 
No. 9A. With the re-engagement of the automatic bar push-up, produc- 
tion is resumed, and accurately cut-off lengths again begin piling up at 
surprising speed. Meanwhile, another 9A is automatically cutting-off 
great slices from the 10-inch diameter bar. Down the bay, still other 
No. 9As are rapidly reducing long bars to accurately measured pieces. 
A second glance at the giant MARVEL No. 18 Hydraulic shows it to be 
already deep in the large billet which was just moved into position, while 
nearby, two MARVEL No. 8 Metal-Cutting Band Saws are busy making 
a great variety of miscellaneous cuts in stock of all sizes and shapes. 


There is a different atmosphere in this MARVEL equipped cutting-off 
department . . . none of the endless “plugging along” that one used to 
associate with hack sawing. Instead, smooth running, high-speed pro- 
duction . . . real output with modern high speed, all ball-bearing equip- 

Wh , ment. Because no other accurate cutting-off method can equal MARVEL 

en picking a . pon : . . 

line to seil. it is SAWS in speed, dependability. or low cost per piece, they are being widely 

just sound busi used in speeding-up the great National Defense Program. 

ness to take the 

preferred lin e— 

that line which 

those who can 

take their choice 

of all lines, 

choose for their 

own use. 


ARMSTRONG-BLUM MFG. CO., ‘The Hack Saw People,"’ 5700 Bloomingdale Ave., Chicago, U.S.A. 
Eastern Sales Office: 199 Lafayette St., New York 
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MACHINE TOOLS 
SHIPPED QUICKLY 


Large-Scale Production 
Enables Walker -Turner to Fill 
Distributors’ Orders Promptly 


Plainfield, N. J—Walker-Turner pro- 
duction facilities enable this company 
to manufacture surplus machines 
beyond priority orders. 


While Distributors are urged to 
maintain reasonah e, stocks, ship- 
ments can be made: from Plainfield 
on reasonably short notice. 


Drill Presses, for example, can be 
shipped ten days after receipt of 
order; Metal Cutting Band Saws 
twenty days after receipt of order. 








Ye 
Typical Walker-Turner value is this 
new W-T Radial Drill, the first louw- 
cost machine of this type ever to be 
offered. It sells for $325.00, with motor 


a 





It is expected this situation will 
prevail for the next several months. 
at least, and Distributors’ salesmen 
are capitalizing on it. 

They are also capitalizing on the 
Walker-Turner Policy which protects 
distributors’ salesmen from any pos- 
sibility of cul-price tactics. 

Walker-Turner Company, Inc., 


2831 Berckman Street, Plainfield, N.J. 


ORILL PRESSES - 
BAND SAWS - 


LATHES 
BENCH Saws 
w nunG 
RADIAL DRILLS 

T bg RADIAL SAWS + BELT AND 
Pann eo P DISC SURFACERS . GRINDERS 
.- JOINTERS + SPINDLE SHAPERS 
FLEXIBLE SHAFT MACHINES+-MOTORS 


TILTING ARBOR SAWS + 
SAWS + 
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More than 500 power plant men, consulting engineers and contractors attended the special 
meeting staged by the B. F. Gilmour Co., Brooklyn distributor on Feb. 25. Above, Bryant 


F. Gilmour, chairman, calls the meeting to order. 


Main speaker was George Dandrow, 


New York manager of Johns-Manville’s power specialties dept., who discussed the use of 
packings, refractories, insulation, and similar materials, answering many questions from 


the floor. 





Key men at B. F. Gilmour Co.'s Feb. 25 
meeting for industrial plant engineers in 


the Brooklyn area were (left to right): 
Bryant F. Gilmour, treasurer and chairman 
of the affair; Frank Wakem, General man- 
ager of Johns-Manville's power specialties 
dept.; Alan Gilmour, vice president; Tim- 
othy Brosnon, secretary; and George Dan- 
drow, J-M's New York manager. 


B. F. Gilmour Stages Meeting 
For Brooklyn Customers 


B. F. Gilmour Co. of Brooklyn, a. te 
distributors of industrial supplies and 
materials, played host to more than 500 
plant purchasing, operating, and design 
men; consulting engineers; and plumb- 
ing, heating, and oil-burner contractors 
of the greater Brooklyn area on Tues- 
day evening, Feb. 25. 

Main speaker at the meeting was 
George Dandrow, manager of the Johns- 
Manville power products and industrial 
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department in the New York district. 
Mr. Dandrow. outlined “facts that 
should be known” about packings, re- 
fractories, insulation and other indus- 
trial materials. He discussed some do’s 
and don’t’s in the use of such materials, 
and answered numerous questions put 
to him by the lively audience. The J-M 
sound motion picture, “Heat and Its 
Control” was shown. 

Bryant F. Gilmour, treasurer of the 
supply house, conducted the meeting 
and acted as master of ceremonies for 
the entertainment which followed. The 
program was concluded with the award- 
ing of numerous door prizes and serv- 
ing of refreshments. 

Although not so planned, the meeting 
served to celebrate the 20th anniversary 
of the B. F. Gilmour Company. 


New York P.T.C. Hears Talk 
On Hydro-Electric Power 


Members of the New York chapter 
of the Power Transmission Council 
were taken on an “inspection trip,” via 
lantern slides, of several of the new 
Federal water power projects, when 
F. S. Annett, associate editor of Power 
magazine, addressed them on Feb. 7. 
Mr. Annett, who has made an extensive 
study of these developments, illustrated 
his talk with about 30 lantern slides 
showing how the dams and power 
houses were constructed, how they 
operate, and what they actually look 
like when completed. 
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Byron White believes in keeping fit—wears 
a pair of work gloves when handling pipe, 
valves and fittings in Hagerty Bros. (Peoria, 
Ill.) warehouse, thus saving himself many a 
nasty cut and bruise. 


Autovent Celebrates 
25th Anniversary 


This year marks a quarter of a cen- 
tury of ventilating progress for the 
Autovent Fan & Blower Co. of Chicago. 
Under the conservative guidance of 
Joseph E. Truitt, president, and Emil 
Ackerman, secretary, Autovent has 
prided itself in an ability to maintain 
the highest quality of materials and 
workmanship regardless of changing 
market conditions. 

The company is a member of the 
National Association of Fan Manu- 
facturers. They are also members of 
the Propellor Fan Manufacturers As- 
sociation and the Industrial Unit 
Heater Association. 


Nickel Supply Called Ample 
For U.S., Britain and Canada 


“The supplies of nickel available to 
the United States market have been 
brought to record heights. Beginning 
in the latter half of 1940, the rate of 
deliveries has been about double that 
of any previous years,” states Robert 
C. Stanley, chairman and president of 
The International Nickel Co. of Canada, 
Ltd. 

“The greatly increased supplies have 
been made possible through progres- 
sive expansion in mining, milling, smelt- 
ing and refining capacity. Despite the 
loss of the Falconbridge nickel refinery, 




















A BRAND NEW 


HELPFUL 
CATALOG 


FOR YOU 


Pleew’s a free, 16-page, illustrated 
catalog with all the facts on A-S-E 
Aurora equipment. This strong, 
broad line has been catalogued 
and sold by mill supply distrib- 
utors for years. 

In this informative booklet 
you'll find products that are con- 
stantly in demand. Because of in- 
creased industrial activity sales 
are now “whooping it up.’’ A-S-E equipment assures you of a full line, super- 
quality, good profits, economical prices and strong selling aids. 

Send today for full details and prices. The free catalog is yours without obliga- 
tion. See how we back you up with national advertising, cut and copy service, 
and strong selling helps. An A-S-E salesman will be glad to conduct a meeting, 
pointing out the unusual sales and profit possibilities in A-S-E equipment to 
your own men. Mail the coupon. 


A-S-E STACKING BOXES promote safety, conserve floor space, speed production. 
d Made in any size and gauge... stack positively... no lugs, clips or shapes to 
‘ become loose. 


A-S-E STACK-UNITS with improved, sloping bin fronts — strong, 
reinforced corners. Storage parts made readily accessible . . . no danger of tipping 
or telescoping. 


A-S-E STORAGE CABINETS are strongly built of heavier gauges of 
steel... have adjustable interior arrangements in styles and sizes to meet every factory, 
shop and office requirement. 


A-S-E TAPER PANS /or receiving small parts from machines, and for =v 


many other shop purposes. Made from one piece of steel. Nest perfectly. 


A-S-E BENCH DRAWERS are built for hard shop use and complete protection of 
contents. Easily attached under existing benches. 


A-S-E HANDY-MAN TOOL HANDLER saves time, reduces overhead . . . 
quickly moved along the assembly line or from job to job. 
A-S-E DRILL AND REAMER CABINETS offer clean and safe protection 


for small tools... make it easy tofind the right tools... able to stand hard use. 


' 
) 6A-S-E LOCKERS include a type and size to meet every space 
arrangement and budget requirement. Correctly designed ... sturdily con- 
structed to give extra years of trouble-free service. 


ALL-STEEL-EQUIP COMPANY 


INCORPORATED 
203 Cleveland Avenue ° 


A-S-E TOOL BOXES are built to “stand the gaff.” Furnished in any special 


size or gauge to meet your customers’ specifications. 


can be 





Aurora, Illinois 





. 
§ ALL-STEEL-EQUIP COMPANY, INCORPORATED ; 
; 203 Cleveland Ave., Aurora, Ill. ' 
' Send me full details and prices on the A-S-E line ( ). Send me the free, 16-page, illustrated ; 
; catalog ( ). Please have a salesman call with all the facts on A-S-E sales-help service ( ). 1 
1 ] 
' 
; PPTTTTITITITTTITTLI TILT 1 
1 ] 
] 1 
Oe EEE ee ER TOT E OEO EE Le ETT T T e  PeTe eT Tet eT Pr or ee £ 
1 ' 
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ROTARY PUMPS 


FOR THE 





Today you can make more 
money on the process indus- 
tries selling Roper Pumps 


than ever before—REASON 
—a complete line to meet 
every need because of new 
capacities, new pressures, 
new quietness, and new e’- 
ficiencies. Therefore, an im- 
mediate and profitable 
move on your part should 
be one that will take you into the process industries with Roper 
Pumps. 

In your territory is a Roper representative—he has had wide 
experience in selling pumps—if you need help he will be glad to 
cooperate with you—contact him and learn about all the sound 
help he can readily give you. 


NOW—Y ou can SELL ROPER PUMPS 
to All Industries: 1 you will took 


in the Roper Catalog (No. 942—send for it) you will see the hun- 
dreds of uses for which you can sell Roper pumps—there’s a 
ROPER that can handle any clean liquid. 

We have pumps standard fitted, bronze fitted, and all bronze— 
capacities from 1 to 1,000 gallons per minute—pressures up to 
1,000 lbs. per sq. inch—speeds from 1,800 r.p.m down—mountings 
and drives for every practical need. 


To get all the facts write today to Geo. D. Roper Corporation, 
Rockford, IIl. 





ROPER K>ta.~ DUMPS 


CEPENOABLE Since 1857 
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in the invasion of Norway, the entire 
nickel matte production of that com- 
pany is now being refined in Canada 
for the British and United States mar- 
kets. The British Empire and the 
United States together are sharing all 
of the supplies of nickel which prior 
to the War were serving the needs of 
the rest of the world. 

“The immediate calls for nickel by 
the nickel consuming industries in the 
United States are considerably larger 
than the supply which is now being 
provided. It is questionable, however, 
whether the actual United States needs 
for nickel as reflected by the consump- 
tion of the products of the nickel- 
consuming industries, exceed the avail- 
able supply. It seems apparent that 
there is an inflation of demand as 
compared with real consumption. The 
calls have been temporarily inflated 
through tying up of substantial quan- 
tities of nickel in process and in inter- 
mediate products with each addition 
of new units producing alloy steels 
and other nickel-containing industrial 
products. Each unit put into operation 
in connection with the industrial ex- 
pansion program requires the delivery 
of much larger quantities of nickel at 
the outset as compared with the quan- 
tities thereafter required to maintain 
a constant output. There are evi- 
dences also of overbuying out of regard 
to precautionary and speculative con- 
siderations, and orders for nickel-con- 
taining products not immediately re- 
quired have been crowded into the 
producing plants earlier than neces- 
sary.” 


New York Safety Meeting 
To Feature Exhibits 


Scores of specific safety problems 
facing manufacturing plants in the na- 
tional defense program of the nation 
will be discussed during the 12th An- 
nual Safety Convention and Exposition, 
April 22 through 25, at the Hotel Penn- 
sylvania, New York. Outside plant 
lighting for defense and other sabotage- 
prevention programs will be topics of 
important papers presented at the four- 
day “Safety-Defense-Liberty” program 
of the Greater New York Safety 
Council, Frank J. Jones, president, 
announces. 

Safety programs in machine shops, 
advanced methods of training foremen 
and workers in safety practices, and 
specialized, factual discussions will aug- 
ment papers by Major-General William 
Ottman, and Colonel J. A. Bauer, chief 
of staff, Second Corps Area. 

More than 6,000 delegates and visit- 
ors are expected to attend the four-day 
“Safety-Defense-Liberty” | Convention. 








More than 100 manufacturers of safety 
equipment will show their products at 
the largest exposition ever staged by 
this organization. 

Special luncheon sessions will also 


be held by the Aeronautical Section | 


of the National Safety Council; the 
Commercial Vehicle Section of the 
Greater New York Safety Council; the 
Institute of Traffic Engineers; the Inter- 
American Safety Council; the Marine 
section of the National Safety Council; 
Traffic Research Associates and the 
Metropolitan Chapter of the American 
Society of Safety Engineers. 

The Annual Banquet is scheduled for 
Thursday evening, April 24, at which 
time a speaker of national prominence 
will talk on “Safety and Defense.” 

Indicative of the wide range of 
safety subjects to be discussed, are 
the following: 
Accidents; Elevators, Hotels; 
of Workers; Occupational Health; 
Training Green Hands; Training New 
Foremen; Fundamental Causes of Ac- 
cidents; Pressure Vessels; 


Defense; Fire Defense; Protecting 


Workers’ Eyes; Machine Guarding; 
Safety Demonstrations: Woodworking; 
Building Management; Commercial 


Vehicle Safety “Quiz”: Construction; 
Marine; Petroleum; and Highway Con- 
struction. 








OPM Fights Bottlenecks 
PRICES 


(Continued from page 38) 








(“cannot guarantee present prices 


beyond a certain date”) the reason | 


Customer and Public | 


Health | 


Safety in | 


for this is fairly obvious and allays | 


any tendency toward panic. Since 
some manufacturers cannot fill orders 
for three to six months they are using 
this clause to protect 
against any new conditions which 
might prevail at that time. The use 
of the escalator clause is far from 
being a definite warning that prices 
will rise. 

On the subject of prices and con- 
trol, the George 


Renard, executive secretary of the 


recent words of 
National Association of Purchasing 
Agents, are significant. “Price con- 
trol will become inevitable as the de- 
fense program accelerates,” he said. 
“First it will be a voluntary control, 
with teeth, then if that does not work 


themselves } 











CH INSWELL’ 


STEEL CHAIN 


———T 
The extra SWELL at the weld 
we 
gives 25% greater strength, 
safety and wear than ordinary 


side or end-welded chains. 


CM “Inswell” steel chain is different 
than ordinary steel chain. It’s as differ- 
ent as day and night! 


Only CM “Inswell” chain is made by 
the patented “Inswell” electric weld pro- 
cess that puts 25% extra metal at the 
. at the weld. 
Then too, the CM “Inswell” welds are 


critical point of each link.. 


at the side, with the extra swell inside— 
out of the way—zwot at the ends where 
each adjoining link can gouge and wear 
into the welds. 


Every link of “Inswell” electric welded 
steel chain is uniform in strength, size, 
durability and elastic limit... is carefully 
tested to well beyond safe working loads. 
For extra safety to men and materials... 
for serviceability and long wear...and, 
for cost-cutting performance, specify 
CM “Inswell” weld steel chain. See your 
mill supply distributor for full details, 
or write for descriptive bulletin. 


MBUS-MSKINNON 
CORPORATION 
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Every month the important specifying and buying powers among industrial operating executives are told about the 


advantages of CM products—sales messages that smooth the way for profitable distributor sales. Mill supply dis- 


tributors interested in tying up with an accepted and outstanding line are invited to write us for franchise details. 


(Affiliated with Chisholm-Moore Hoist Corporation) 
120 FREMONT AVE. TONAWANDA, N. Y. 
Branch Offices: NEW YORK + CHICAGO + CLEVELAND 
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satisfactorily, the teeth will be bared. | 
Labor and tax costs will advance. and 
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WRITE FOR 
CATALOGS 


FRED MEDART MANUFACTURING CO. 


ST LOUIS MO 


rywhe 


KALB ST . 
































EXPAND YOUR SALES 
AND PROFITS WITH 


Saflfeltw 


FES V.S PAF OFF 


BELT HOOKS 
AND LACERS 


The Safety Portable Lacer, plus Safety Belt 
Hooks offer you a sound combination of 
quality that appeals to mechanics and makes 
sales and profits easy. In the first place, 

Safety Belt Hooks come in numerous sizes 

. » » @ll are guaranteed to hold and do 
the job. 

Second, the Safety Port- 
able Belt Lacer has a full 
6" capacity. The jaws 
are not flat, but ribbed. 
Each rib contacts one hook 
only. Hooks are easily 
sunk below the surface of 
the belt. Sell the Safety 
System. It means more 
profits for you. A letter to 
us will bring complete 
price list and description 
of our distributor-sales co- 
operation. 
















Safety Belt-Lacer Co. 
Toledo « « « « Ohio 


| chines who 
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this will have to be reflected in 
prices, but I foresee no general in- 
flationary spurt like we saw in the 
last war. The government has ade- 
quate checks on this danger.” 
Comparison of the current condi- 
tion with that which existed between 
1914-1918 continues to be helpful. 
The main difference seems to be that 
in 1914 war caught us off-guard, 
while we were braced for this new 
war. The Labor Bureau’s average for 
commodity prices for August, 1914, 
was 69.6. The first year’s course was 


| actually downward—to 68.6, but be- 


fore the armistice it had risen to 
137.5. Last month the American Sta- 
tistical Society predicted that com- 
modity prices are not likely to rise 
more than 5 to 10 per cent during 
1941, the second year of the new war. 

Steel production capacity today is 
at least 25 per cent greater than it 
was in 1918, and of course the huge 
American exports of foodstuffs which 
characterized the first world war have 
been blocked off in this one. 





OPM Fights Bottlenecks 


PRIORITIES 
(Continued from page 36) 





of course any surplus of machines 
produced over and beyond those 
necessary to fill priority orders can be 
shipped on ordinary orders as usual. 
This interpretation calms the fears 
of those manufacturers of small ma- 
manufacture in large 
quantities, for stock, and normally 
ship from stock. 

In other words, as far as distribu- 
tors are concerned, orders for stock 
on small machine tools depend en- 
tirely upon the production situation 
at the source of supply. Orders re- 
ceived by distributors from customers 
who have priority ratings would, of 
course, be filled by their supply 
source the same as any other priority 
orders received by the manufacturer. 

During the temporary flurry of ex- 
citement, some manufacturers hastily 
sent out letters to their distributors 
before receiving further clarification 
from O.P.M. This added to the scare. 


But as the true intent of the priorities 








division began to be understood, calm 

was restored. 

The experience of one distributor 

located in a city heavily dotted with 

super-size defense plants is interest- 


‘ 
ing. “On all our orders upon manu- 
facturers to obtain goods for a par- 
ticular customer we use ‘Form PB4’,” 


he said. This is a form for extending 
the preference rating given to a plant Made lor 
working on a particular job. The 
form is addressed to the distributor, 


. aa 
announcing that the customer has rm us Frid Sers 


been assigned a preference rating 


(A-l-a, A-l-b, etc.) on its contract | 93 Id th gh 
with the Army or Navy, listing the | o rou 
s eo * 
Industrial Distributors 


| 
number of the contract and describ- | 
ing the work being done. With this | 
cial in the plant’s production depart- | For 109 years and with castings always from our own 
ment, and the counter-signature of an 


certification is a signature of an offi- 
inspecting officer of the Army or | 0undry (recently greatly enlarged) we have been furnish- 
Navy as the case may be. (In this | ing industry with vises that satisfy. Since Distributors were 


instance, the inspecting officer is on ’ 
full-time duty in the plant.) The sup- | formed we have sold through them. The years of experi- 


plier is then authorized with the writ- | ence, for which there is no substitute have enabled us to 
ten approval of the appropriate gov- 


ernment inspecting officer, procure. | DUild vises with unusual features. These vises are being 


ment district officer or purchasing | ysed in National Defense Work and we are doing our best 
official to extend this preference rating | 


to his subcontractors for “materials | t0 Give service. We ask your co-operation in ordering as 
needed in the execution of this con- | far in advance as possible and keeping your stocks well 


tract. 
“We use this form on all orders balanced. 


except stock orders,” continued the ‘Our Jaws GRIP 
distributor. Which naturally raised | Our Hanoves [Like AGRIZZLY 
, STAY PUT 7 ————————— 





(OUR TOOL STEEL) (LooKATOUR 
“J JAWS COVER THE. SOLID STEEL 
)} ENTIRE TOP OF | BAR SLIDE. 








; al : ; } <> 
the question, “When Form PB4 is —/ TOoL STEEL—\ THE VISE and ARE| | STRENGTHENER 
















PINNED ON—-~ RENEWABLE (SUPERIOR. ) 
e — . ™~ _ a i, THEY CAN aa # SERIES) 
used, how much faster does the ma NOT n/ onmebe sane 
terial come through, in comparison to Loose/ 


WEGOT EXTRA 
STRONG SCREW, 
\_ AND NUT/ 


. | (Ph Posi 4" 
orders placed in the normal man- ( Wamane, a 
ner?” And the answer: “So far, there CASTINGS of » 


PARKO-METAL 
° ° ° ie te 
has been no difference in time at all. 


We merely use PB4 as a protective 
measure, to go on record in case, | 
after the order is placed, an unex- 
pectedly critical situation should 
develop.” 





Resort to Form PB4 is no panacea | mapnove © 
for the distributor. He knows the —ore 
difficulties caused by paper work in 
handling normal orders, and the THE PARKER SALES POLICY 
load of paper work in making use of 
this preference rating is considerably 100% SALES THRU THE DISTRIBUTOR 
greater. Four copies must be filled 


out, mailed to the proper government THE CHARLES PARKER COMPANY 


official for approval, received back, 

then passed on to the supply source. | MERIDEN, Kam 7 CONN., U. S. A. 
The viewpoint of this distributor S = 

who is, perhaps, further advanced 

into the mechanics of priorities than THEV_UGRIP LIKE A GRIZZLY 
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others, is important. “We don’t want 
priorities if we can avoid them,” he 
declared. The paper work and the 
restrictions will impair our ability 
to render prompt service.” 

During the past month Mr. Stet- 
tinius completed organization of five 
administrative groups within the di- 
vision of priorities. Previously he 
had set up divisions to deal with 


When your customer mentions 


Jacks there's a lot of satisfaction 
in being able to say: “Sure, we 
have the Joyce Line”. 


minerals and metals and with com- 
mercial aircraft, but on February 1 
he added new groups to handle chem- 


For everybody knows that 
Joyce means Quality. And you 


icals, tools and equipment and gen- 
eral products. He named a nationally 
known figure at the head of each 
division. At the same time he added 
four new advisory priority commit- 


know that there are 250 sizes, 
types and capacities from which 
your customer can find just what 
he needs. 

Indusiry looks to Joyce for 
Jacks and leading jobbers are 
making it easy for Industry to 
get them. 


The Joyce-Cridland Co. 


Dayton, Ohio 


tees to the organization. These com- 
mittees function within the frame- 
work of the groups. 

Dr. Dexter S. Kimball, retired Dean 
of Engineering, Cornell University, 


Shown here are two popular 
low-priced models. 


became tools and Equipment, Pri- 
ority Executive. Members will be 
Frederick V. Geier, president, Cincin- 
nati Milling and Machine Co, repre- 
senting producers; Col. T. J. Hayes, 





representing the Army and Captain 
E. C. Almy, representing the Navy. 





The philosophy of those entrusted 


LUBRICATING 
DEVICES 
The Wheels of Industry 
must run smoothly to 
keep up the pace set 
by National Defense 
Activity. © 6. 5 5 5 Caine el tes 


iE SS FE with the big stick of priorities has 


not changed from the favorable posi- 





tion they expressed earlier. The writer 
attended a conference in Washington 
on February 6-7 at which several of 
the key men in the priorities division 
expressed themselves freely. In gen- 
eral their attitude is that priorities is 





a tool to help out production and 
procurement schedules of the Army, 


Navy and foreign interests, and to 
There can be no let down on production 
lines when definite schedules must be 
met. ESSEX Lubricating Devices are 
aie helping manufacturers of all kinds to 
uohtieater”* make defense activity profitable by 
keeping machinery in first-class running 
condition. This is a job which ESSEX 
knows well how to handle because of its 
more than 30 years of practical experi- 
ence in making and supplying Lubricat- 
ing Devices for all classes of service. 


balance, where necessary, civilian 
needs. It is fully realized that when 





priorities are effective, someone gets 
hurt. One official particularly gifted 
with an ability to express himself 
clearly put it this way: “Priorities 
are an industrial laxative and only 
ought to be used as a last resort.” In 


ESSEX can supply your customers with is ini “3 stry i ’ 
nt gee that is best for the job— hie “ease m Sey a 
sight feed and plain lubricators, hand, - 

oil pumps, oil and grease cups, plural tae) 3 _— 
oilers, sight feeds, oil and water gauges, 

oiling devices, air cocks, etc. ESSEX Lubricating Devices pay 
you well for your sales effort. Send for more details. 


ESSEX BRASS CORPORATION 





wisely, distribute the load and antici- 
pate its needs, we will have a mini- 
mum need for the ‘laxative. Any- 
body can resort to priorities for 





something he failed to anticipate, but 





the objective is to bring about a better 


**Automatic’’ Soring 


Compression Grease 2000-2006 FRANKLIN STREET j i } y 
z appreciation of the importance of 
— DETROIT MICHIGAN sir head.” , 
seeing ahead. 
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Priorities Bulletin, Feb. 25 





WASHINGTON, D. C., Feb. 25— 
With an organizational pattern fairly 
well established, Priorities Division 
of OPM is moving rapidly in the 
creation of a thorough-going system 
of priorities. Immediate evidence of 
this is that last month’s request that 
machine tool builders confine them- 
selves to defense work has been trans- 
ferred to a mandatory basis. 

This last move was taken to per- 
mit dropping non-defense work “with- 
out serious consequences . . . by 





Light Machine Tools 
Latest advices from Washington 
(Feb. 25) indicate that the Special 
Bulletin issued, Feb. 3, by Mitt Sup- 
PLIES on the subject of light machine 
tools is still correct in all essentials, 
i.e., light machine tool manufacturers 
are instructed to fill all priorities or- 
ders first, but there is no intention to 
curtail deliveries to distributors after 
meeting priority needs. To date, the 
mandatory priorities system has not 
been applied to light machine tools. 
A clarification letter to light machine 
tool makers is being prepared by de- 
fense authorities as this issue of MILL 
SUPPLIES goes to press, 


4 5 


reason of contract obligations to cus- 





tomers desiring the same material 
for civilian purposes.” It is an exam- 
ple of the current tendency to get 
away from the euphemisms of “vol 
untary cooperation” that sweetened 
the first shock of voluntary priorities 
last year. 

The new priority regulations split 
the priority system into two parts. 
On the one hand is the “automatic” 
system—-the part that can be reduced 
to rules and formulas. This is admin- 
istered by the Army and Navy Mu- | 
nitions Board, acting as agent for the 
Priorities Division of OPM. On the 
other side is the realm where no sim- 
ple formulas apply, where each case 
must be handled on its merits. This 





is handled directly by priorities divi- 
sion. 

Foundation of the automatic sys- 
tem is the so-called “critical list’. 
This is a list of scarce fabricated and 
semi-fabricated military items, rang- 


SPARTAN: : 
“Your DEFENSE! 






mand 
For customers who de 


: ut- Ba 
are superior © 7 
saws that blade, Your 
{ r-cut, blade-for \ 
b + defense 's the Spartan § | 
es x 
line! — N | 
Our protective policy 9 : 


| 
antees your profits! 


Spartan offers you six special 
Pp 


types of Hack Saw Blades: 


also Band Saws: 


SPARTAN SAW WORKS, Inc. 


SPRINGFIELD, MASSACHUSETTS 














ces 
SOOTH-ON te 











So writes a supply house that has handled 
Smooth-On for 9 years. 


Smooth-On Iron Cements are a_ consistent 
sales producer because they are a real neces- 


sity in every industrial plant, mill and 
factory. 


Smooth-On users find that each application 
saves many times the cost of an entire can 
in time, labor, and expense of sealing cracks, 
stopping leaks, tightening loose parts of 
apparatus and fixtures, waterproofing floors 
and walls, making leak-proof pipe joints, 
and dozens of other emergency repair and 
routine maintenance jobs. 








Profit by the experience of the hundreds of 
supply houses which have developed desir- 
able business by featuring Smooth-On, and 
tell your customers .. . 


Do it witt SMOOTH-ON 


Smooth-On Mfg. Co., Dept. 25 
570 Communipaw Ave., Jersey City, N. J. 
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OFTEN IMITATED 
... NEVER EQUALLED 


AWS that grip like a vise—knives 

that shear through the toughest wire 
—handles with just the right spring for 
comfort—that’s Klein pliers! 

Ask any man who knows good tools 
—he’ll tell you, “Klein’s for satisfac- 
tion’’—every time! 


Your copy of the Klein Pocket 
Tool Guide will be sent on 
request. 


Foreign Distributor: 
International Standard Electric Corp., New York 


Mathias KIEIN & Sons 
——  Chcage It US 


3200 Belmont Avenue, Chicago, Illinois 


ing from aluminum forgings to battle- 
ships. It includes no raw materials. 
Whenever an order is issued for an 
item on the list by the Army, Navy, 
Coast Guard, Maritime Commission, 
Coast and Geodetic Survey, or Na- 
tional Advisory Committee for Aero- 
nautics, it is automatically granted a 
priority the Munitions 
Board. What rating the order gets 
depends partly on the 


rating by 


immediate 
strategic circumstances but is based, 
in general, on a formula assigning 
certain ratings to certain classes of 
finished goods. Thus orders for .50 
calibre machine guns rate A-1-b, or- 
ders for airplanes A-1-d. 

The automatic system extends also 
to the first When a 
manufacturer holding a prime con- 


sub-contract. 


tract with a rating from the Muni- 


Ig 
tions Board issues a sub-contract for 
an item on the critical list, he may 
extend to the sub-contract the rating 
of his prime contract. He follows the 


now familiar procedure of filling out 


a form and getting it countersigned 


by the procurement officer or inspec- 
tor in charge of his contract. The rat- 
ing cannot be extended automati- 
cally by the sub-contractor to his sub- 
contract. 

All other aspects of the priority 
situation are handled on a case-by- 
case basis by the Priorities Division 
itself. This includes all raw material 
priorities, all ratings on sub-contracts 
after the first one. governmental or- 
ders for items not on the priority 
list, ratings on non-governmental or- 
ders, including British orders. By far 
the largest number of ratings to date 
fall into the automatic system; they 
are numbered in thousands, while 
Priorities Division has issued about 
1.500. 

The first formal priority system 


for raw materials has been estab- 
lished for aluminum. The practice 
previously followed for aluminum— 
and still used with magnesium, zinc, 
neoprene, structural steel shapes and 
bars, stainless steel, and potassium 
perchlorate—was simply to direct the 
suppliers to meet defense needs first 
case of 


or, in the magnesium, 


to reserve all output for defense. 
It was left to the supplier to deter- 


mine for himself what were defense 
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When they’re 
IN A HURRY 
Give ‘em 
“First-time” Tightness 


with DARTS 


Today’s buyers want unions 
they can put up quickly—and 
get tight joints without fail— 
without delays. Darts give just 
that kind of service. They've 
got bronze seats, ground and 
matched for quick, sure tight- 
ness without jamming. And 
there’s plenty of extra heft in 
the malleable iron bodies and 
nuts, to prevent stretch and dis- 
tortion. In other words Darts 
have what customers want. 
Push Darts for your own profit 
and for satisfied customers. 


ae | 
. M. DART MFG. CO., Providence, R.! 


Sales 4gents 
The Pairbank.« 


and all branches 


Company. New Vork 


tanadian Factory 
Dart Union Company, Lid 


leoronte, Canadas. 
















This Time, tele 


You Really Started 


SOMETHING! 


Ba 


‘than ony the world he Bi 
wh ao capacity Pr 
to three — 











“Bucket’’ Design with auto- 
matic take-up for wear— 
the greatest pump economy 
feature known. 


The Line with features that 
make sense to ALL pump users. 


Standard units for most industrial pumping jobs—saves cost 
of “special pumps”’. 


The most complete line of Rotary Hand Pumps on the 
market—54 models. 


Power pumps from | to 700 GPM—many different con- 
structions and drives. 









AND FOR YOUR USE- A sales manual that takes 


the “higher mathematics” out of pump selling. 


Write for our jobber proposition today. It gives you 
a new slant on pump selling. 


BLACKMER PUMP COMPANY 


1813 Century Ave., S. W. 





Grand Rapids, Mich. 


THE NEED IS GREATER AS 
INDUSTRIAL ACTIVITY INCREASES 


Take advantage of today’s sales 
opportunities with Capital “Red 
Cap” brushes and brooms 


1. because the excellent quality of 
these products will appeal to 
your customers. 








2. 
3. 


because deliveries can still be 
made promptly. 


likewise, you will be pleased 
with your margin of profit and 
our plan of jobber cooperation. 
Write for our catalog. 


INDIANAPOLIS 


BRUSH AND BROOM MFG. CO. 
Cor. Brush & Broom Sts. 
Established 1890 














All Corn or Corn 
and Bamboo mixed 


Indianapolis, Ind. 
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orders. In the case of aluminum par- 
ticularly. it was possible for the 
supplier to obtain general guidance 
from existing priority ratings. 

A much tighter system has now 
been 


has set the pattern for similar moves 


instituted for aluminum—and 


sooner or later on other basic com- 
modities. Aluminum Company and 
aluminum fabricators must now 
make delivery strictly in accordance 
with priority ratings. To cover the 
large number of cases where orders 
are obviously to be used for defense 
but do not now have a priority rating, 
the producers are directed arbitrarily 
to assign a temporary rating of A-2 
to such orders. 

The new system goes even farther 
in that for the first time the Priori- 
ties Division assumes the job of de- 
ciding the 
non-defense orders. When all defense 


relative importance of 


needs are satisfied, there will usually 
not be enough left to meet civilian 
needs—it may be that in March there 
won't be any for commercial orders. 
Therefore the producers and primary 
fabricators ordered to submit 
their order books once a month to the 
Priorities Division. The Division will 
first check for defense preference and 


are 


will then indicate which commercial 
orders are to be filled out of what 
aluminum remains. It now has the 
ticklish job of deciding whether the 
manufacturers of, say, automobiles or 
kitchenware shall be cut. 








Westerners Talk Defense 
(Continued from page 51) 








Twist Drill Co., Cleveland. 
More locally, of the distributors 
heard were F. N. Body, of Marwedel. 


| San Francisco; A. W. Lohn, of Du- 


commun, Los Angeles; W. A. Hasel- 
tine, of J. E. Haseltine & Co., Port- 
land. Three new member companies, 
represented by four men, made their 
bows and took their vows: Miller 
& Stern Co., San Francisco, E. A. 
Stern and B. C. Mills; Campbell 
Hardware & Supply Co., Seattle, Wal- 
lace Campbell; Robert M. Hartwell 


_ Co., Inc., Los Angeles, J. H. Leeds. 








UMI 








ul 
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All the discussion revolved around 
the great question of how the defense 
program is being carried out, and 
how the distributor can best con- 
tribute to its success. In attempting 
to answer these questions, one to 
another, seemingly there was never 
a closer cooperative spirit between 
manufacturer and distributor than 
right now. 

No concise, normal report is pos- 
sible of such a meeting. A thought 
here, a sentence there, coming 
through the charged atmosphere may 
have a bearing on someone's prob- 
lem elsewhere sometime. Here are a 
few expressed at the San Francisco 
meetings: 


Manufacturers have their difficul- 
ties under present conditions. In a 
sense, the distributor’s difficulties are 
multiplied to the extent that he repre- 
sents many manufacturers and has 
to absorb a certain amount of the 
hot water in which each of them is 
submerged.—F. N. Body. 


Seattle enjoys second place in the 
amount of defense money being spent 
per capita—fifth place, disregarding 


per capita. As a consequence, Seattle | 


distributors can now understand for 
the first time what it costs us to be 
out of goods.—W. Campbell, Camp- 


bell Hardware & Supply Co., Seattle. | 


If the distributor will take up with 
his manufacturers those items in the 
small, unprofitable category, he will 
find manufacturers especially respon- 


sive at this time. The manufacturer | 


must soon change price set-ups any- 
way, and if the distributor will ex- 
plain his troubles he will be pretty 
sure to get a better spread.—D. W. 
Northup. 


Priorities do not jump over the 
distributor. When you are supplying 
an industrial that has a priority rat- 
ing, you get a priority also, on the 
commodity you are furnishing him, 
which you can pass on to the manu- 
facturer. You must get yours from 
the local purchasing officer—H. R. 
Rinehart. 


It is only fair to point out that the 
distributors’ small order problem 


now is in part due to their well car- | 


ried out “buy through the distribu- 


tor” campaign. It caused the dis- | 

















your customers want 


FULL TIME 
WORKERS 


Their problems of getting uninter- 
rupted service for materials handl- 
ing is completely and economically 
solved with 


PEERLESS 
HOISTS 


There is a size for every job—and 
for every need an All-Steel Peerless 
Hoist free from usual break-down 
and repair costs. You can guar- 
antee full time production with 
Peerless Hoists. 


THE HARRINGTON COMPANY 


17th & Callowhill Sts. Philadelphia, Pa. 





BUILD UP YOUR ROOFING BUSINESS with 


aes ROLL 


OFINGS 


ACKED by 68 years of specialized manufacturing experience, 

these high quality, low-priced, ready-to-lay roofings are 
nationally known for their dependability. Made in weights and 
finishes to meet every requirement. 


Decide now to build up your roofing business—to increase your 
profits—with CAREY Roll Roofings. Write nearest branch office 
for distributors’ proposition or address Dept. 55. 


THE PHILIP CAREY COMPANY - Lockland, Cincinnati, Ohio 





ndoble Products Since 1873 
IN CANADA: THE PHILIP CAREY COMPANY. LTO. Office and Factory: LENNOXVILLE, P.Q 
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Jackson Type 
M.-tt with pneu- 
matic tire — the 
only barrow with 
tray having dou- 
ble folded corners and three thick- 
nesses of steel at folds. Practical 
—Rugged—Rigid. Available also 
with steel wheels. 





Jackson Type 88 Concrete Cart. 
with drop axle, pneumatic tires 
and roller bearing wheels. Capac- 


ity: 734 cu.ft. heaped full. 


Established 1876 


JACKSON MFG. CO. 





tributor to of the “paper 
work” of his customers when they 
dropped their stocks and went to his 
service. The thing now for the manu- 
facturer to do, and it is his responsi- 
bility, is to work with the distributor 
and get this resultant trouble ironed 
out.—L. M. Knouse. 


Getting along all right so far in 


assume 


IF YOU'RE INTERESTED Los Angeles, in the aircraft center— 


IN FAST SERVICE... 
Here it ts! 


Our plant at Harrisburg is located in one of 
the most strategic positions in the United States 
for shipments to all points—by rail or by rail- 
water. 

And you can depend on Jackson for starting 
deliveries ay an because of the large stock 
carried at all time 

If you need PROMPT SERVICE—Jackson offers 
it—in a complete, quality line ready to go and | 
one that can move quickly—the kind of service 
that enables Jackson Distributors to get business 
and hold it. 

You'll need the new Jackson Catalog 42-MS— 
Write for a copy TODAY. 







Jackson Steel Mortar 
single sheets—rigid. 
to 108 inches 


Mixing Boxes—formed from 
Made in three sizes from 60 
long, 32 to 48 inches wide, I! 
inches deep. 











communications, transportation, 


working at top speed, 
safe, reliable wire rope clamps. 
The SAFE-LINE 
priced clamp on the market. 


market. 





SAFE-LIN 


NATIONAL PRODUCTION CoO. 458 


DIVISI N 


SAFE-LINE CLAMP 





SAFE-LINE 
WIRE ROPE CLAMPS 


. » » unlimited applications in 
all industries where safety, 
simplicity, and reliability , 
are important No limit to the applications 


indoor or out—in mines, steel mills, automobile plants, 2. 


and construction com- 
panies, loading platforms, and the marine industry. All 3. 
they need and want—NOW— 


is the most modern and moderately- 
Extremely simple—no splic- 
ing or serving—anyone can assemble it (see column to 
right for distinctive features). Let us send you particula’s 
now so that you can get in on this huge. well-paying 


tt UNDe 


Tule)" rs 
nS Se 





The only wire rope clamp 


having this approval for 
holding a loop in the 
strongest of wire ropes. 


DISTINCTIVE 
FEATURES 

. can be assembled by 

anyone 

quick and easy to apply 

in a single operation 

can be set up in field 

or shop — no special 

tools needed 

4. entirely encloses the 
sharp, needle-like ends 
of the wire rope 

5. automatically exerts a 
uniform grip 

6. streamline shape elimi- 
nates fouling 





WIRE ROPE 
CLAMP 


Jean Ave., Detroit, Mi 


ESTAE 


3 St 
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very large orders but no astronomical 
figures in any item. 
thing this time, that- manufacturers 
will not be forced to 100% war pro- 
duction as in last war, and that there 
can be some regulation in that direc- 
tion. 


Hope for one 


Have utmost confidence in our 
manufacturers to work along as best 
they can, and we distributors should 
—A. W. Lohn. 

One good that is likely to come out 
of this whole thing is greater sim- 
plicity and more standardization in 
many lines of products. It is already 
felt in of a 
great many sizes of certain products. 
It is interesting to notice how quickly 
the customer can accommodate him- 
self to the situation and use some- 
thing else if he can’t get his favorite 


do the same. 


being the elimination 


| size and type. It is to be hoped that 


| sizes will never come back. 


a great deal of this multiplicity of 


W. A. 


| Haseltine. 


| minds.—C. 


I see in all this. something that is 
Vast 
men and women are being employed 


very encouraging. numbers of 
and trained who never were employed 
before in this kind of production work 
—young, enthusiastic, raw and un- 
trained to be sure, but so eager at 
the prospect of making a place for 
themselves. This, I believe, will be 
one of the valuable by-products of 


the emergency program.—W. C. 
Stauble. The Holo-Krome Screw 
| Corp., Hartford. 


When this big stuff is all over, will 


_ we be back where we were? Not he 


if we lose distributor 
Neither will 
the distributor be back if he loses 
sight of the little shop. the little but 
who 
carry on through the crisis. Try not 
to let the to 
this fact. 

“penliilienee’” 


our regular 


business along the way. 


regular customer, also must 


emergency obliterate 
Above all. keep the word 


uppermost = in 


C. Ziegler. 


our 
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Sell From The Shelf 


(Continued on page 49) 








A special part can be replaced only 
after the factory has made another 
one to order, and even then it may 


not be exactly the same as the origi- | 
nal. (This is a convincing reason to | 


manufacturers who install their spe- 
cial branch 


throughout the country.) 


machines in plants 


a certain amount of me- 
chanical inventiveness and ingenuity, 


Given 


and backed by an adequate stock of | 


machine parts. Mr. Mathewson be- 
lieves that a distributor salesman can 
develop a profitable business on ma- 
chine parts in any highly industrial- 
ized manufacturing territory. 

The Squier, Schilling & Skiff stock 
is, perhaps, exceptional. There are 
spur gears from less than } in. ( which 
amateur photographers buy for 15 
cents to rack their camera bellows) 
up to big 40-in. gears, with a 3-in. 
face, for elevators and punch presses. 
There are tiny bevel gears used for 
radio controls and some large enough 
to rotate the agitators of 500-gal. 
mixing tanks. There are machine-cut 
bevel, mitre, worm and spiral gears 
and silent 
chains and sprockets for drives 
100 hp.: speed reduction units, both 
plain and motorized, ranging from 
3-1 to 4000-1 reductions, and capable 


in the same range; roller 


up to 


of developing torques up to 10,000 | 


lb.-in.; and variable speed transmis- 
sions from simple cone pulleys and 
variable-pitch V-belt sheaves to units 
with infinite variations of speed over a 
range of 10 to 1. The stock includes 
shelf after shelf of precision ball and 
roller bearings, plain and oil-impreg- 
nated bronze bushings, pillow blocks, 
and a full 
complement of miscellaneous acces- 


sories such as couplings, 


complete V-belt drives, 


universal 


joints, thrust washers, collars and 
lubrication fittings. (The front cover 


picture on this issue of MILL SupPLIES 
shows a small section of this distribu- 
tor’s gear stock.) 

this stock Mr. 


figures he can 


From 


Mathewson 


lick any material- 





DON’T BUCK THE TREND 


—SELL CHAIN DRIVES! 


Positive chain drives are Industry's Number One choice for power 


Transmission. . 


. Ride the trend to bigger and more profitable sales 


by selling the finest chain drives—Morse positive chain drives! 


Effective sales arguments? 
99.4%, for the life of the drive. 
production levels. 


Plenty of them! Efficiency—up to 
Compact, easy installation. High 


Adaptable to all types of motors and machines. 
Long life, low maintenance cost, few repair bills. 


And a first cost 


that is frequently lower than other types of drives. 
Sell the complete power transmission line that has won friends 
through forty-five years of outstanding service to Industry. Sell 


Morse chains . . 


Corp., 


- Morse Chain Company, Division, Borg-Warner 


Ithaca, N. Y. 


~s 


een Oe 


CHAIN 
COMPANY 


ris ae 








COFF 


RATCHET LEVER 
LOAD BINDERS 


HOISTS 


ING  “sesicn 
ELECTRIC 


SPUR GEAR. ° 
DIFFERENTIALS 











TAKE YOUR PICK OF 
THESE MARKETS ... . 


MINES ... RAILROADS... CONSTRUCTION... 
STEEL MILLS .. . MACHINE SHOPS... OIL 
FIELDS ... UTILITIES .. . SHIP YARDS AND 


MANY OTHERS — They need 
COFFING :<scri-.. HOISTS 
Ratchet-Lever 

The above markets represent a variety of tough jobs that must 
be done quickly, safely, and economically. A Coffing Safety- 
Pull Ratchet-Lever Hoist operated by one man can save time, 
money, and manpower on any number of jobs, whether repair 
or maintenance—regular or emergency. 


Industry must have a reliable source of supply for equipment 
such as this and Coffing Distributors can fully meet their 
requirements. Our facilities are adequate to take care of 
any need—regular or emergency—-we cooperate to the fullest 
extent with our distributors, and the Coffing line pays good 
dividends. Let us give you all the facts. Write! 


COFFING HOIST CO. Danville, Ii. 
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LYON METAL PRODUCTS, Inc. 


CONSOLIDATED 
H. B. Spackman, stockrooms GZ 
Vice President In 
Charge of Sales, 1 “Cbeaserf A 
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uses FACTORY... 





distributors’ sales to industry 


Mae H. B. SPACKMAN, Vice President in 
Charge of Sales of Lyon Metal Products, Inc., 
says: “For many years, one of our major market- 
ing problems has been to keep the many influen- 
tial buying groups of industry ‘Lyon-conscious’. 
Our success in winning nation-wide recognition 
of the part Lyon products can play in stepping 
up production efficiency, conserving valuable 
floor space, and reducing the cost of handling and 
storing materials, parts and tools is due, to a very 
large degree, to the broad advertising coverage 
provided by ‘FACTORY’. 


“Frequent check-ups in the field, during the 
years that all Lyon selling was handled by our 
own sales organization, proved conclusively that 
our advertising in ‘FACTORY’ definitely reduced 
selling time and effort. As a result, ‘FACTORY’ 
has been a ‘must’ publication on our advertising 


schedule for more than 30 years.” 


Shown on the opposite page is Mr. Spackman’s 


complete statement telling why his company uses 


FACTORY 


MANAGEMENT ond MAINTENANCE 


A McGRAW-HILL PUBLICATION 
New York, N. Y. 


330 West 42nd Street, 


MANUFACTURERS’ ADVERTISING 


IN FACTORY HELPS YOU 
SELL TO INDUSTRY 


advertising in FACTORY to build distributors’ 


sales to industry. 


More than 420 manufacturers advertise regu- 
larly in FACTORY because they know it reaches 
industry’s most influential buying group . . . plant 
operating men with management, production, 
and maintenance responsibilities in all manufac- 
turing industries. 

In fact, more plant operating men pay to read 
FACTORY than any other business paper serv- 
ing the broad industrial field . . . both men who 
can be seen by salesmen and many who cannot 
be seen, yet wield an important influence on 
buying. 

If you have not had an opportunity to examine 
a recent issue of FACTORY, we shall be glad to 
send you a copy so that you can see for yourself 
why its editorial and advertising pages are so 
interesting to your customers and prospects. At 


your request, we'll be glad to send a copy with 


our compliments. 






























A POPULAR PUMP UNIT FOR 
LOW COST BOOSTER SERVICE 


Big feature of the Deming Cen- 
trifugal Pump illustrated is its 
separate liquid end construction. 


For pumping corrosive liquids, 
only the liquid end of this pump 
need be made of special alloys. 
Support head is standard cast 
iron construction. 


This feature saves your custom- 
ers money on first cost and future 
maintenancecosts are minimized. 


YOUR MARKETS FOR 
THIS TYPE OF PUMP 
Deming Side Suction, Two Ball 
Bearing, Centrifugal Pumps 
with separate liquid end are 
STANDARDIZED to do a wide 
range of pumping jobs for the 

following industries: 
Chemical; Coal; Paper; Oil; 
Steel; Railroads; Sugar Refiner- 
Starch Plants; Dairies; 
Mines; Breweries; Distilleries; 
Packing Houses; Ice Plants; and 
many others. 


ASK US FOR MORE FACTS 


about Deming Centrifugal 
Pumps with separate liquid end. 
Write for Bulletin No. 4200. 


THE DEMING CO. SALEM, OHIO 


DEMING 


ies; 


“Pump 





handling or power-transmission prob- | 


lem without resorting to special parts. 

In urging his customers to use 
standard, stock parts, he sometimes 
reminds them of the old “Meccano” 
and “Erector” sets they played with 


as boys. “In those days we used a few 





miniature girders and angles, some 
toy pulleys and shafts, a couple of 
gears and a few nuts and bolts to 
build all manner of derricks, cranes, 
elevators and bridges. Have we lost 
our ingenuity?” 








The Case For Specialists 


(Continued from page 50) 








specialize on two or more different 
lines very comfortably, but he is 
upset by trying to divide his loyalty 
between two manufacturers of the 
same product. 

Perhaps one of the hardest lessons 
to learn is not to take the easiest way. 
By that we mean selecting only lines 
in the 
ritory. Sure, they are popular in the 


already well-established ter- 


territory because an aggressive com- 





| 


petitor has done a good selling job. 


Your best bet sometimes is to select 


a line that is relatively unknown or | 


has made slight progress in the terri- 


tory. Then give this line all you have. 


It involves a good deal of missionary | 


work—takes a lot of time cracking 


buyer resistance—but once the line 
is built up you've won the admiration 
of the manufacturer you represent as 
the 


profited by your effort. 


well as customers who have 








Sales Meeting In Print 


(Answers to Questions on Page 56) 








1. 42.95 areasteam piston __.7854 d? 
P _ area water piston —.7854 D? 
d ad? 
D 36 
36 X 4/2.25 = 64 
- \/64 = 8-in. diam. steam piston. 
19.5 , , 
2. a4 = 24.8 sq. ft. Diameter = 
- 460 
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do 


The Simplex Util-A-Tool saves time 
and cuts costs in so many ways in 
every plant that to explain its utility 
is to sell them! Your customers will 
want you to leave the demonstrator 
there, in most cases. 


@ It pulls spoked and plate center 
wheels, gears and pulleys. 


@ It loosens frozen and stuck objects. 
@ It pulls-in. 
@ It pushes apart. 


@ Clamps or holds parts for assem- 
bly, welding, etc. 


@ Binds loads, ties forms; tensions 
guy wires. 


@ Bends pipe and structural mem- 
bers; straightens bent objects. 


@ Serves as a regular 10-ton jack, as 
an emergency hoist or press. 


Consists of nine parts used in various 
simple combinations, in a compact 
locking metal carrying case. Fre- 
quently returns its cost on a single 
job. A “‘life-saver’’ for supply houses 
handicapped by hard-to-get tools 
and supplies—immediate delivery on 
Util-A-Tools—they sell themselves 
on demonstration. We’ve laid the 
¢roundwork—write for details! 


Better, Safer Jacks Since 1899 


@ 


Simplex Jacks 
dependable and efficient 


Lever Type for toe and cap lifting. 


Hydraulic for easter cap lifting 


Screw Jacks for economy. 





leton, Kenly & Co., Chicago 





UMI 





UMI 


3. 28 X 3.14 + 1.25 = 87.96 + 1.25 
= 89.21-in. length by 6-ft. width. 

4. The guy wire is the hypotenuse of 
a right triangle with sides of 7 and 24 ft. 
Thus x* = 24 + 7 = 576 + 49 = 625. 
x = \/625 = 25 ft. long. 

004 x D’ = .7854 x 15 x15 = 
176.71 sq. ft. _ of end. 176.71 
20 = 3534.2 cu. 

6. There are od it 7.5 gal. per cu. ft., 
so 3534.2 k 7.5 = 26,506.5 gal. 

7. 750 Ib. 
150 lb. Thus the fulcrum must be five 
times as far from the 150-lb. weight as 
from the 750-lb. weight. Thus 12/6 = 
2 ft. from 750-lb. weight—and 10 ft. 
from 150 lb. weight. 

8. 48 in. is 4 ft. 4x 7x =4x 3.14= 
12.57 ft. 

9. 16 X 3.14 = 50.27 in. 

10. Speed = 7 x 3.14 x 210 = 4,620 
ft. per minute. 

1]. 12/12 x 3.14 = 3.14 ft. cireum- 
ference. N = 2,200/3.14 = 700+ r.p.m. 


3.14 


12. - 1 x % X 300 39.3 ft. per 
minute cutting speed. 
36 X 240 
13. - — = 576 r.p.m. 
800 a 
14. 314 x3 85 r.p.m. 
+ a+ oles 
: “e” 16-in. pulley. 
15. Number of teeth needed= 


38 X 360, 
190 a 
. &X 2000 X 20 x 2 
m, 2 
33,000 
(The “2” is required to get ft. lb. per 
minute, because a horsepower is 33,000 ft. 
Ib. per minute). 
70 x 12 x 3.14 x 14 x 1100 
12 K 12 33,000 


7.27. hp. 


17. Hp. = 


= 102 + hp. 
2 33,000 * 10 ; 
8. W = 5/7 in, 
18. Width 35 x 2000 4-5/7 in 
Use a 5-in. belt. 


19. 1 gal. water weighs 8! lb. Thus 
100 x 81, x 0.8= 66.67 lb. 
20. The first pipe removes 14 tank per 


hour, the second rz tank. So together | 


they remove 2 or 1/4 tank per hour, and 
the job thus takes 3 hours. 


Sam Supplier 


(Answer to problem on page 56) 


The 3 in. cube is made up of 3 « 3 
x3 = 27 of the 1 in. cubes. As all out- 
side surfaces are to be painted black. 
and all inside surfaces white, the only 
place where an all-white cube can occur 
is at the dead center. One black side 
will be painted on the cube forming the 
center of each side—a total of six. Two 
black sides will be painted on the cubes 


is five times as great as | 


| actually seeking. 






“SWater Supply 
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There Was a Time ite leaky 
water lines in a plant were merely a 


Here is the brief summary of the Key-Tite 
story ...repeat it on every call: 


matter of inconvenience . . . some- 1. For all lines carrying water, gas, 
thing to be attended to at some fu- compressed air, low pressure steam, 
ture time when the leak got too bad. etc. 

Today the vital 2. Provides a permanent leak-proof 


importance of leak- 
proof joint and gas- 
ket connections 
cannot be exagger- 
ated. An uninter- 
rupted water sup- 
ply in the plant 
must be assured. 


seal, 
3. Is economical to use. 
4. Will not settle in the can. 
5. Does not freeze the joint. 


6. Does not affect color or taste of 
potable liquids. 





Write today for jobbing proposition 
It is Easy to Sell Key-Tite ...the 
leakproof, waterproof sealing compound 
which your customers and prospects are 








2621A McCASLAND AVENUE * ° ° EAST ST. LOUIS, 


ILLINOIS 

















1 FOR CONSISTENT 
SALES VOLUME 


sell 





THE EDWIN H. FITLER CO. 


Manufacturers of Quality Rope for Over a Century—Established 1804 
MAIN OFFICE, PHILADELPHIA, PA. 


New York Chicago St. Louis New Orleans Los Angeles San Francisco 
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ONCE -A NUISANCE 





- 








) 


© MODERN PACKAGED SHIM STOCK more than 
pays its own way. Calls for shim stock no longer 
a nvisance! Instead, you give your trade better 
“service and accommodation”. . 
valuable good will. 

Look into this packaged precision shim stock. It affords 
you bigger units of sale... less handling . 
repeat orders without any effort. 


. that means 


steady “fill-in” 


The line is complete—to take care of your customers’ 
every need. Write for catalog and dealer merchandising 


plan. LAMINATED SHIM CO., INC., 58 Union St.. Glenbrook, 
Conn 


















“BLUE DEVIL" 





SAFETY screw PRODUCTS 


Rely on us as your source of 
supply for quality products in 
he kc ee ee ee 


Our Distributors are helping industry to meet its 
new and larger problems with good quality prod- 
ucts. They know that there is no specification too 
intricate nor too exact for us to handle. No 
matter what is needed we can supply it—when 
it's wanted. SERVICE is our watchword. Find out 
how we can help you boost your earnings. Get 
our catalog. 


DART SOCK 


4445 N. KNOX AVE., 





. knurled chamfer 

. cold formed head 
. « « hexagon socket 
with square sides—full 
wrench fit .. . concen- 
tric head — square 
shoulder ... accurate 
die-cut threads ‘ 
distinctive scale-free 
finish. 




















Super Duty Set Screw 


BCU CORPORATION) 


CHICAGO, ILL. 
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centered on each edge. As there are 12 
edges, there will be twelve of these. 
Three black sides can occur only on 
corner cubes—one for each of the eight 


corners. There can be no cubes with 
four, five or all black sides. So here’s 
the score: 
a 
1 black side......... 6 
2 black sides........ 12 
3 black sides........ 8 
27 








Shaft Harnesses For Sale 


(Continued from page 47) 








that might distort the shaft. 

Fig. 8 shows a double ball bearing 
consisting of a single row of balls in 
each end of a long housing, compa- 
rable to that used for sleeve bearings. 
It is intended to go into the same 
4-point mounting as Fig. 3. Installa- 
tion consists of simply sliding the 
completely assembled bearing with its 
end collars along the shaft into posi- 
tion in the hanger, tightening the 
hanger bolts to align the shaft prop- 
erly and then tightening the setscrews 
in the two end collars to hold the ball 
races in place on the shaft. 

A bearing somewhat similar to Fig. 
8. but using tapered rollers, is shown 
in Fig. 9. Roller races are mounted 
on a sleeve fastened to the shaft. All 
lead is carried on the hardened roll- 
ers and races, thus eliminating wear 
on the shaft. The bearing, Fig. 10, is 
similar to a sleeve bearing, with the 
babbitt-metal lining replaced by long 
rollers. Rollers are of two types: one 
made by forming a piece of flat steel 
similar to a coil spring; the other con- 
sisting of round steel bars cut to bear- 
ing length. Both types are ground 
accurately to dimensions. Some of 
these bearings use a thin steel sleeve 
between the shaft and rollers, while 
in others, the rollers run directly on 
the lineshaft. For these bearings the 
housing is split in half so that they 
can be easily installed. 

In selling shaft hangers and bear- 
ings, you will have to be guided 
largely by the requirements of the 
customer. In some cases you will still 
find long lineshafts driving a series 








of process units—a natural for sell- 







ing new anti-friction bearings to re- | 


RELIABLE— 
FOR EVERY 
FIELD AND USE 


duce shaft friction. In other cases the 
requirements will be purely for re- 
placement units or parts. But in any 
case your suggestion of the best 


hanger or bearing type for the job INCLUDING 


will meet with favor. 


Pile Driver 
Hoisting 
Hammerfall 
Transmission 
Drilling Cable 
Bolt Rope 
Shovel Rope 
General Contracting 
Structural Requirements 
Marine 
Stevedoring 
Dredging 
Oil & Water-Well 
General Hardware 








Tips On Taps 


(Continued from page 43) 











TABLE I! | 


SOURCES OF TAPPING 
TROUBLE 

Type of Machine . WALL CORDAGE is particularly worthy of Mill Supply distribu- 

Was tap started correctly? tion. Specialized constructions catering to a variety of uses enable 


Is drive uneven because of slipping ager , : 
belts? | Distributors to supply the proper rope for the particular job. 


Is machine powered properly? 
WALL ROPE WORKS, INC. 


Are tap and drilled hole in alignment? | 
48 South Street, New York City—Factory: Beverly, N. J. 


Is there undue wear on sliding parts? | 
Boston, Philadelphia, Chicago, San Francisco, Houston, Tulsa, Baltimore, New Orleans, 
Norfolk, Pittsburgh 


LONGEST ROPE WALK IN THE WORLD 


Tap-Holding Device 
Is worn or wrong type of holder 
being used? 
Is holder in alignment with drilled | 
hole? 
Type of Holes to be Tapped 
If a blind hole, is there sufficient un- 











tapped space at the bottom for the ee Pa 


BELT LACING and FASTENERS 





accumulation of chips? 

Is a spiral-point tap (that shoots the | 
chips ahead) being used? (In a blind 
hole tapped very nearly to the bottom 
and having no recess, this tap is not 


7 for transmission and conveyor belts 
recommended. ) 


aor condition call for a 2- or 3-fluted ALLIGATOR 


Class of Fit Required Trade Mark Reg. U. S. Pat. Office 


If the tap produces an oversize hole, 
has the A ste tap been selected for STEEL BELT LACING 
the class of fit desired? @ World famed in general service for strength 
If proper tap is being used, is there oe a — we bs a 7 
a: dh i gee ai aes exible steel-hinged joint, smooth on bot 
pa a in the work- or tap-holding sides. Clinched ol aun belt end trouble. 12 
gag aah . sizes. Made in steel, “Monel Metal” and non- 
Do the work and tap line up ae- magnetic alloys. Long lengths supplied it 
curately? needed. Bulletin A-50 gives complete details. 
Is the tap dull? 

Tapping Different Materials 
Has the tap the proper cutting face for 
the particular material being tapped? 
Is the tap of the proper design or 








“JUST A HAMMER TO APPLY IT" 











| FLEXCO|E-11D 





type? 

Proper Hole Sizes before Tapping 
Is the drilled hole of the proper size? 
Is the drilled hole perfectly round? 
Is the axis of the hole parallel to the 
axis of the tap? 

Lubrication 
Has the proper lubricant been em- | 

















Registered U. S. Patent Office 


BELT FASTENERS AND RIP PLATES 


@ For conveyor and elevator belts of all thick- 
nesses, makes a tight butt joint of great 
strength and durability. Compresses belt ends 


“CONVEYOR BELTS EASILY FASTENED” between toothed cupped plates. Templates and 


FLEXCO Clips speed application. 6 sizes. Made 
in steel, “Monel Metal’, non-magnetic and 








abrasion resisting alloys. 


ployed? 
Does the lubricant flood the tap suf- 
ficiently while engaged in the hole? 

Is there sufficient force behind the 
lubricant to wash away the chips? 


By using Flexco HD Rip Plates, damaged con- 

wa Oe PAT. NO. 1,992,600 veyor belting can be returned to satisfactory 
a 5 r* , 

Te an oom eee Sec ree ae 

Will s 7 VY inch thick pr of rip or patch. Flexco Tools 

stitche in width. Used in 6 ee ee and Rip Plate Tool are used. 

nde 


ALLIGATOR BELT CUTTER 






, p . - -@' In standard boxes of t 
If applied with a brush, has the lubri- osition on benctpulletin No. BC-300. complete aie “ter conaiebe 
cant a sufficiently heavy body to adhere loor. information ask for Bulletin PLEXCO HD 


to the tap? (A light lubricant will be No. F-100. Belt Fastener 
thrown off the revolving tap before it 
enters the hole.) 

Tapping Speeds 
Is the speed too slow? 
Is the speed too fast? 





FLEXIBLE STEEL LACING. CO. 


4633 Lexington Street, Chicago, Illinois 
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capacity. 


ments, 


In every shop there are dozens of jobs that can be done easier, 
faster and better on a Band Saw—Cutting gates or runners on 
castings, forming inserts for dies, straight or irregular cutting on 
wood, metal or plastics. 
will help reduce the cost. 
Duro Band Saws are made in sizes ranging from 9!/2" to 16" 
They all feature one piece cast iron frames; one piece 
cast iron guards; heavier construction and more convenient adjust- 


Many exclusive features make 
values—values that are representative of all Duro Tools—values 
Industry is demanding when purchasing new equipment. 














All are operations on which a Band Saw 


Duro Band Saws outstanding 





These more convenient adjustments are characteristic of all Duro Tools and are really appreciated 
by mechanics everywhere. 





DURO METAL PRODULTS (0. tuicacgo iunots 


- 
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NO SELLING problem 


with these important safety tools 


Chicago Rawhide Hammers and Mallets sell and 
stay sold, because there is no tool made that will 
do a better job of striking hard blows on surfaces 
that must not be marred or damaged when being 
struck. Genuine Java Water Buffalo hide, treated 
and compressed into striking heads is unequalled 
for the purpose. 


Chicago Rawhide Mallets sell because they are 
a necessity in the foundry, in sheet metal, elec- 
trical and many other industries where speed 
and production with safety, even in unskilled 
hands is required. 


Chicago Rawhide Hammers have none of the 
faults of lead, rubber or wood. They are well 
balanced tools with indestructible malleable heads 
and replaceable Java Water Buffalo insert faces, 
are accurate, economical and definitely superior to 
similar tools which chip, split and “‘mushroom.” 


Send for circular and learn about these better 
hammers and mallets which have such wide sales 
possibilities in an ever-increasing market. 


CHICAGO RQWALAE MFG.CO. 


1290 ELSTON AVE-CHICAGO-U-S-A- 
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Chamfer (Resharpening and Grinding) 
Is the point diameter correct for the 
size of hole being tapped? Or does 
ihe tap enter the hole for a distance 
of several threads before taking hold, 
thereby losing the full benefit of the 
entire chamfered portion. 

Is the chamfer the correct length? 

Is the chamfer chipped or dull and in 
need of regrinding? 

Is the chamfer relief too great or not 
sufficient? 





Boiler and locomotive shops use 
several specialized tap types. The 
staybolt tap, for example, is used 
for tapping staybolt holes in inner 
and outer plates or shells of boilers 
simultaneously. Consequently, the tap 
is long, and divided into three parts: 
a pilot section, a reamer section, and 
a threaded section. The threaded 
section is also commonly tapered 
part way and straight near the shank. 

Spindle staybolt taps are used 
principally for repair work, princi- 
pally for retapping staybolt holes in 
boiler plates. They incorporate a 
internal spindle equipped 
with a tapered guide. It is conven- 
tional practice to use a tap 7g in. 
| larger in diameter each time the hole 
is retapped. 


sliding 








Straight boiler taps are, strictly 
| speaking. only a special type of hand 
tap. They have 12 threads to the 
inch, as do all other specialized loco- 
motive taps, and range in size from 4 
in. to 14 in. in diameter. The threaded 
portion is preceded by a pilot section 


for easy starting. Tapered boiler 
taps are similar except that they have 
no pilot and are tapered to give a 
steam-tight fit. 

Mud or washout taps are designed 
for tapping mud-plug holes. Taper is 
1} in. to the foot. It is conventional 
to retap a mud-plug hole with the 
next larger size. 


These taps are 
usually sold in sets of four which are 
numbered consecutively to give 
twelve different sizes. 

Patch-bolt taps likewise are used 
in locomotive shops and are used for 
tapping holes 


patches. 


for setting boiler 
Coupling taps are designed for 
They are 
| designed for production tapping with 
| co = 

| a machine and have only the first 


| few threads chamfered. There are 





tapping steam couplings. 


| also conduit taps, slightly larger in 
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GOOD WILL 
BUILDERS 





Paul J. Weinberg H. E. McKee 


“Regarding our catalog No. 63, we 
wish to congratulate you on the ap- 
pearance of same. We are also 
pleased to know that the catalog was 
published at the original price without 
any extras charged.” 

S. H. Clark, Treasurer, Samuel Harris 
& Co., Chicago, Illinois 


“The catalog is taken, among the trade 
where we have distributed it. in a 
manner of decided opinion that it is 
the best mill supply catalog in refer- 
ence to the way it was compiled, as 
the best they have, as yet. seen.” 
H. A. Pulver, Pulver Machinists Sup- 
ply Co., Chicago, Illinois 


“The reactions of the customers are 
splendid and we are delighted with 
the fact that we decided on plano- 
graphing this catalog.” 
R. C. Duncan, Pres., R. C. Duncan Co., 
Minneapolis, Minnesota 


“We have received numerous favor- 
able comments from our many custom- 
ers. The entire job was completed 
and billed in accordance with our 
signed agreement.” 

J. J. Badalli, Standard Equipment & 
Supply Corp., Hammond, Indiana 


“We have had favorable comments 
from our customers as to the appear- 
ance and make up of this book. We 
were billed in accordance with the quo- 
tation.” 

E. L. Housh, President, Housh Indus- 
trial Supplies, Inc., Evansville, Indiana 
“We have found this catalog a very 
satisfactory investment.” 


W. J. Easton, President, Phillips & 
Easton Supply Company. Wichita, 
Kansas 


“We have had many favorable com- 
ments on the book and it has gotten us 
business we never had before.” 

L. L. Brenholts, President, Harris Pump 
& Supply Co., Pittsburgh, Pa. 


“We greatly appreciate the good 
work and the completeness of the ser- 
vices we have been receiving from 
your good company. You have always 
invoiced us according to your quota- 
tions.” 

T. W. Patton, President, Machinery 
Sales & Supply Co., Dallas, Texas 


For Further Information on 


planographed catalogs write 
to: 


WEINBERG & VMcheEE 


INCOMPORATED 


HOW Van Buren St.,CHICAGO,ILL. 








| diameter 


which are usually 


| sidered as specials. 


An interesting tap type used in 
| some areas is the single-flute type, | 
. ? | 


| designed to cut freely easily. 








Common tapping accessories in- | 


clude the tap extractor: a 4-fingered 


device designed to remove a broken 


tap end stuck in a tapped hole. After | 


the chips are cleaned out, the four 


fingers of the extractor are pushed | 
down into the tap flutes, and the tap | 
screwed out by using a wrench on the | 
squared outer portion of the extrac- | 





tor. Where ordinarily taps are to be 


used occasionally for pulley tapping. 
or similar work, it may be preferable 
to suggest ordinary hand taps with 
tap extensions, which cost less and 
are less prone to breakage. These ex- 
tensions are usually sold in sets of 


two: 1 in. and the other 6 in. 


one 
long, in sizes from 4 in. to 1 in. 
diameter. Other accessories include 
T-handle, or handle, tap 
wrenches and mechanical tap-hold- 


twin 


ing devices which are designed for 
insertion in a drillpress spindle and 
incorporate a clutch mechanism and 


a reversing gear. Others incorporate 


| a gear to increase the tapping speed 


| on a slow-speed tapper. 


Many 


solid adjustable taps and collapsible 


distributors also 
taps, the former having inserted chas- 
ers and being designed for larger 
sizes, ranging from | to 6 in. in di- 
ameter. They provide about 3/5 in. 
diametrical both 


The collapsible tap 


adjustment, over 


and under size. 
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con- | 





handle 





* 


Double Drum 









* 


Construc- 
Hook, Bolt tion— Push 
or Trolley Button Con- 


trol — Elec- 
tric Solenoid 
Brake 


Suspen - 
sion— Anti- 
Friction 
Bearings — 
Enclosed 
Gearing 



















Correct design — quality material — 
high grade workmanship — These 
three salient features found in the 
Conco Torpedo spell sales and satis- 
faction from all points. With every 
shop a prospect the Conco Torpedo 
Hoist will be a real money-maker, and, 
supplemented by the complete line of 
I-beam Trolleys, Differential and Spur 
Gear Hand Chain Hoists built by 
CONCO, will be an important addi- 
tion to the line you now handle. Write 
for full information and full resule dis- 
count schedule today! 


MANUFACTURERS OF HAND- 
POWERED AND -~- ELECTRIC 
CRANES, HOISTS, AND TROL- 
LEYS FOR OVER 20 YEARS. 
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The Complete Line 


Only Armstrong-Bray can supply all of your belt 
lacing needs—WIREGRIP BELT HOOKS, Lacers 
and Lacing Machines; STEELGRIP FLEXIBLE BELT 
LACING, SUREGRIP HOOKS and FLEXGRIP 
COUPLINGS for round belting. 


WIREGRIP BELT HOOKS (6 sizes) come on pat- 
ented alignment cards that hold hooks rigidly in 
position, and prevent handling losses and card 
end waste. Applied with a Wiregrip or any other 
standard make lacing machine. 


STEELGRIP BELT LACING (8 sizes) in standard 
boxes, handy packages or long lengths for wide 
conveyor belts. 2-piece hinged rocker pins take 
up wear and increase flexibility. Applied with 
hammer, penetrates toughest belting with ease 
and clinches into a smooth “humpless” joint. 


WIREGRIP Belt Lacing Machines, Standard Bench 
Type illustrated (parts interchangeable with other 
standard makes), and improved Portable Vise 
Lacer, that has feet to hold it upright while 
loading. These machines take all makes of wire 
belt hooks. 


CHAINGRIP WHEEL PULLERS (3-ton or 12-ton) 


Pull all gears, wheels, motor wheels and motor 
pulleys regardless of distance from end of shaft. 


The ‘Universal’’ puller. 


ARMSTRONG-BRAY & CO. 


“The Beit Lacing Peopie’’ 
310 N. Loomis Street 
Chicago, U. S. A. 


Write for 
Catalog 



























NEW! 


and highly 
successful 






PALMETTO 
“SUPERSHEAT 


Our salesmen report—and our sales records prove 
—that this all-purpose flange and joint pack- 
ing is making a real hit among the many plant 
engineers who already know the high quality of 
PALMETTO and our other packings, and is mak- 
ing additional friends for Greene, Tweed packings. 
PALMETTO SUPERSHEAT is an all-purpose compressed asbestos sheet packing and is recommended for 


superheated and saturated steam at high pressures and temperatures, also for packing against air, 
gases and oils. 


* Reg. U.S. Pat. Off. 


GREENE, TWEED & CO. 


101 Park Ave., New York 


Manufacturers of PALMETTO for steam and hot fluids, PALCO for water, PELRO for solvents and oils, CUTNO 
for alkalis, SUPERCUTNO for acids, KLERO for tiquids that must not be contaminated. Also BASA Replaceable 
Face Hammers, EMPIRE Rawhide Mallets, and FAVORITE Reversible Ratchet Wrenches. 
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is designed to collapse after tapping 
has been completed, so that it does 
not have to be reversed to be re- 
moved from the threaded hole. It is 
similar to the solid adjustable tap in 
adjustments and chaser design and 


is also available in stationary or ro- 
tary models, depending upon whether 
the work or the tap is to be rotated. 
It is also equipped with limiting 
devices which collapse the tap auto- 


matically when a desired thread 
depth is obtained. 

Similar to a tap in appearance are 
the hobs used to cut or renew the 
threads in a threading die of either 
the plain or pipe type. 

Most taps were formerly made of 
carbon steel, but nowadays high- 
speed steel taps (which permit about 
double the tapping speed) are much 
used. They also 
permit tapping of alloys which can- 


more commonly 


not be threaded with carbon-steel 


taps. Carbon-steel taps. however. 
are still preferable for slow-speed 
screw machines, and for some kinds 
of hand tapping. Selection should 
depend upon material to be tapped 
and speed available. 

It is important to use proper lubri- 
cants in order to give longer tap life. 
greater production, better hole-size 
control, smoother and more accurate 
threads, and more efficient chip re- 
moval, as well as less resharpening. 


Table I here given is meant merely as 


UMI 








d 











UMI 



























THE MINUTE MAN 
By D. C. French—Cambridge, Mass. 


ited 


lo Give YOU 


, @ Like the minute man of two centuries ago, your 


local industrial distributor is on guard to meet 
your equipment, tool and supply needs at a min- 
ute’s notice. In his warehouse are stocks of some 
five thousand different kinds of products, ranging 
from the simplest supply item to machine tools. 
His is a business built upon supplying industry 
with its every supply need—a super-service to take 
care of your requirements every minute of the day. 

Whether it is belting, hose or packing—taps, 
dies or drills—valves, pipe or fittings—pulleys, 
shafting or bearings—grinding wheels, wheel dress- 
ers or abrasives—electric tools and hand tools or 
pipe tools—vises, hacksaws or files—electric hoists, 


chain hoists or lift trucks—drill presses, cut- 


Goan} ting machines or lathes—chain, wire rope 


or cordage—and a thousand and one other 
maintenance items; your local distributor 

can supply your needs with minute-man service. 
Today, when time lost is production lost, the 
industrial distributor stands like the Rock of 
Gibraltar as your first line of defense against need- 
less shutdowns—shutdowns caused by inability to 
get tools and supplies to keep things rolling. It 
will pay you to consult your local distributor now, 
to learn how he can serve you and save you time 


and money. 


One of a series of advertisements being run in American Machinist to sell the 





Metal-Working industry on the service of the Industrial Distributor by . 


MILL SUPPLIES 


THE MAGAZINE FOR INDUSTRIAL DISTRIBUTORS AND THEIR SALESMEN 


(This advertisement appeared in Feb. 19th issue of American Machinist) 


A McGRAW-HILL PUBLICATION 
330 W. 42ND ST., NEW YORK 
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wl 


for Y 





scohen 
you 


sell 


*% Low upkeep cost 


out the world. 


size ball bearings, 





wide wheels, 





VALLEY GRINDERS 


*% Economical, efficient performance 
*% Complete satisfaction in service 


More than 20 years of painstaking research and manufacture have produced Valley 
Grinders, which are now accepted for their quality, 





Y. and peri th h 


Most large industrials know from experience what to expect from Valley 
Grinders and satisfied customers are your best assurance of profitable repeat business. 
Valley Grinders are powered by the famous Valley Ball Bearing M 
by the Valley Guarantee. 


boatead 





and p 
Specifications include heavy shafts, over- 


and adjustable tool rests. Sizes 


from %4 h. p. Bench to 5 h. p. Pedestal models. 








4221 FOREST PARK BLVD. 


° ST. LOUIS, MO. 

































“You can 
bank on 


FAIRBANKS” 


longer? 


Note the 





Pipe handles and 
racks are held 
rigidly to frame by 
bolts, and can be 
removed at will. 
The platform, too, 
ean be replaced, in 
ease of accident, 
without cutting or 
rewelding frame or 
understructure. 


Write for catalog 
Vo. 52 and prices 


19 EAST 


Factories: 
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with hardwood platform. 


way they're armored. 
the hardwood platform from bumps. 
most brutal punishment without injury. 


THE FAIRBANKS COMPANY 
1TH ST.., 
Boston, Mass., 
Binghamton, 


They Il Make a Hit 
With Your Customers 


Because 
of Fairbanks 
Trucks will be a booster for you. 


they give 


“Commander” Steel-fframe Platform 


Just look at the rugged construction of these steel-frame trucks 
Is it any wonder that they last years 


They 


















MAMOLE OF RACK WEavy DOUMLE Stal STEGL BEAR. 

MacnET MOLY BALL BEARING OOURLE Sioe 
BOLTED THROUGH Swive. Casters e. ANGLES 

Frame ‘WOOD PLATFOgm 


NO PLATFORM 
ANGLES. 


MahOwOOO Pal. 
fOem Sicurtiy 
GOLTED BET wrens 
towel awo 
UPPER ANGLES. 


VULCANIZED US 
Bt2 THEO WHEELS 
eeoTEcT MOORS 


#8Om CamaGt 
CASTER BRACKET 


BOVTED TO FRame 


OOume ance 
120m BOLTED 
feat 


NEW YORK, N. Y. 
Pittsburgh, Pa, 
N. ¥., Rome, Ga. 





Hand and Platform 


Trucks, Wheel- 
barrows, Casters 
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years more service, every sale 


Heavy steel angle irons protect 
are built to take the 





a suggestion and should be checked 
by the user with the local oil-com- 
pany His advice 
should also be obtained on proper 
volume and pressure, as well as point 
of application, of the lubricant. 

When you are called to check on 
a case of tap failure, check the points 
listed in Table II. These may im- 
mediately point the way to the an- 
swer. The manufacturer will also be 
glad to assist in solving knotty prob- 
lems. 


representative. 


Here are some hints to pass on to 
your tap customers: 

Keep your taps sharp if you wish 
to produce good threaded work in 
quantities. Dull taps will bind and 
break. Torn and rough threads are 
often caused by dull taps. 

Choose the tap for the job in hand. 
If a tap is ground specially for tap- 
ping steel, it may not do good work 
in brass. 

Taps do not cut the same size in 
different metals, or when operating 
at different speeds in the same class 
of metal. Taps measuring exactly 
the same will not cut the same size if 
the rake of the cutting edge is differ- 
ent. Taps with a rake to the cutting 
edge as much as 15 deg. are some- 
times required to get smooth threads 
and easy-working qualities in tough 
steels, 

Changes in lubrication, as well as 
will also af- 
fect the results obtained. 


many other conditions, 


of flutes, 
quality and quantity of lubrication, 
size and length of hole, and various 


The form and number 


combinations of conditions may 
cause tap breakage. 

Expect tap breakage if you use too 
coarse pitches (No. 4-36, No. 10-24, 
}’’-20, etc.) in tough materials. Taps 
when _ the 
threads occupy about 50 per cent of 
High 
speed steel taps are much less likely 
to break at high speeds than when 
running 


cannot have — strength 


the area of their cross-section. 


slowly. Tap at drilling 
speeds with high-speed steel taps. 
Under proper working conditions. 
the power required to break a tap is 
than that  re- 
quired to tap a thread with it. 


When 


run the tap in a few turns and then 


many times greater 


tapping by hand. do not 








back it up. Once started, go forward 
—there is much less chance of tap 
breakage, and better threads will re- 
sult. 

In cast iron, high-speed steel taps 
will do from four to ten times as 
much work as carbon-steel taps—and 
do it much faster. High-speed steel 
taps resist the lapping action of cast 
iron much better than carbon-steel 
taps. 

Bakelite, hard rubber, fibre, etc., 
do not put much strain on taps, but 
they do wear them down quickly. 
For this class of work, specify high- 
speed steel taps that have been sub- 
jected to special treatment for abra- 
sion resistance. 

Watch out to avoid advancing the 
tap too fast when cutting threads in 
soft material (such as aluminum). 
Spiral-point taps are likely to cut too 
freely in aluminum and must be care- 
fully watched. If the tap advances 
too fast when it enters the hole, that 
portion of the threaded hole will be 
bell-mouthed. 

If a tap is cutting a little too small, 
it can be removed and the teeth 
ground with a little more “hook” on 
the cutting edges. A tap so ground 
from one to three thou- 
sandths of an inch larger—depend- 
ing upon the size of the tap. This 
slight change of the cutting edge will 


will cut 


often solve the problem when tapped 
holes are not coming quite large 
enough. 

Spiral-point taps are the strongest 
style of tap made. 

If the taps you use bind, or pick 
up stock. you probably should be 
using a relieved-thread tap. 

Be sure blind holes are drilled 
deep enough so taps cannot strike the 
bottom, or breakage will result. 

Taps with concentric threads may 
load when used in some classes of 
If the lubrication 
loading generally indicates 


soft, tough steels. 
is good, 
that taps with relieved threads should 
be used. 

A tap out of alignment with the 
hole to be threaded will always cause 
a bell-mouthed hole, greatly increas- 
ing the power required to tap, setting 
up cramping strains quite likely to 
break the tap, and increasing the 
tendency to tear out threads. 





ELLS saws never get a 

rest. They’re out of the 
Wells factory, into your stock and 
gone again before you know it. And, 
what’s more important, they don’t 
stop there—they go to work on a 
1001 jobs in your customer’s plant 
giving satisfaction and saving money 
on Maintenance Work, General 
Work, Production Work. 





THERE'S NEVER 
A DULL MOMENT 











Now Built in 3 Sizes 
a a 






round or 





I dia round or 

8” x 16” flat 

No. 12 “ah = round or 
12” x 16” fla 

Also the No. 9 ‘Uorignt Saw 

8, 9 available for 

“liate delivery! 








That’s what makes profitable busi- 
ness for you—saws that move fast 
and stay sold. They bring customer 
satisfaction and repeat business. 

Take advantage of the profit-making 
abilities of Wells Saws. Write today 
for details on handling the line. 





WELLS MFG. CORP. 


SAWS) 





Three Rivers, Michigan 


-\i Pe» 














YOU ought to be an 
Octopus Salesman! 


iv’s ENTIRELY New... 11’s perinivety Better... 
oere 
TRANSMISSION BELTING 


New—POWERFUL GRIP to end slippage! 
New—GREAT RESILIENCE to stop stretch! 


. and new opportunities for greater 
profits to every jobber who sells Octopus. 
Because this one belt combines POWER- 
FUL GRIP and GREAT RESILIENCE it 


paves the way for more new-customer sales 


complete old-customer satisfaction. Octo- 
pus Transmission Belting is unusually 
strong, flexible, low in cost... but get 
the full story. Write for bulletin and 
sample—or a Manheim engineer 


MANHEIM MANUFACTURING & BELTING COMPANY, MANHEIM, PA. 


YOU ought to be an 


Octopus Salesman! 
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NEW PRODUCTS 


With Sales Possibilities 


PRODUCT 


Valve Stems 
Electric Polishers 
Radial Drill 
Display Cabinet 
Micrometer Head 
Valve 

Exhaust Head 
Pipe Cutters 
Safety Clamps 
Crane Assemblies 
Transmission Belting 
Saw Sharpener 
Airfinishing Unit 
Spindle Drill Presses 
Electric Hoist 
Floor Mat 

Vise Stand 

Rust Deterrent 
Vacuum Cleaner 
Hydraulic Truck 
Clamp 

Floodlight 








Amplifier Equipment 


PAGE NO. 





MAIN FEATURE 


Long wearing 

Slow speed, efficient 
Drilling, tapping, light profiling 
Stores pillow blocks 
One-half inch 

Stainless steel 

& sizes available 

For close quarters 
Horizontal or vertical lifting 
Wrench only tool required 
Long belt life 

Accuracy in grinding 
Application of paint to shells 
Two or four spindles 
Pushbutton controlled 
Safety steel 

Won't tilt or tip 

Stops rust action 

Dual service 

Easier lift 

Quick toggle action 

For general purpose lighting 


For industrial use 


MANUFACTURER 


Hancock Valve Division 
Stanley Electric Tool Div. 
Walker-Turner Co. 

Ahlberg Bearing Co. 

Brown & Sharpe Mfg. Co. 
Alloy Steel Products Co. 
Cochrane Corp. 

Ridge Tool Co. 

Never-Slip Safety Clamp Co. 
Shaw-Box Crane & Hoist Div. 
Manheim Mfg. & Belting Co. 
Foley Mfg. Co. 

Paasche Airbrush Co. 

Duro Metal Products Co. 
Harnischfeger Corp. 

Wm. P. Klemp Co. 
Armstrong Mfg. Co 

Flood Company 

Black & Decker Mfg. Co. 
Yale & Towne Mfg. Co. 
Detroit Stamping Co. 
Wabash Appliance Corp. 
Lafayette Radio Corp. 











Valve Stems 


Longer Wearing 


Z 


- 


noe 


Announcement has 


been made of a 


new, longer wearing alloy, “Hancodur”,. 


154 


This self- 


for valve stems and bonnets. 
lubricating alloy was developed ex- 
pressly for use in Hancock super- 
finished “500 Brinell” bronze valves. It 
is claimed by the makers that these 
new valve stems and bonnets outwear 
other stems many times. These stems 
have a tensil strength of 90,000-lb. per 
inch plus a high self-lubricating char- 
acteristic that resists galling and wear. 
The makers say that due to increased 
production their full line of bronze 
valves are now furnished with “Han- 
codur” and bonnets at no in- 
crease in price—Hancock Valve Div. of 
Manning, Maxwell & Moore, Inc., 
Bridgeport, Conn—MtLu_ Suppties, 
March 1941. 


stems 
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Electric Polishers 
Slow Speed, Efficient 


Two new polishers, No. 182 and No. 








. Start in Wed 








NOW...2 to 5 Day 


DELIVERY 


fo Heln Defen de 


Production ! 





SPEED UP... 


GRINDING SANDING 
WIRE BRUSHING 
DRILLING BUFFING 
POLISHING FILING 


Now you can fill those RUSH orders 
for flexible shaft machines without 
bothersome delay! Stow assures you 
prompt delivery—from 2 to 5 days 

on standard-specification machines. 
Stow has increased its capacity to the 
largest in history . .. to meet today’s 
demand from manufacturers every- 
where for greater production speed-up 

bigger output. 


Customers Like Service 


Take advantage of this opportunity 
to give your customers better service 
with the best equipment obtainable. 
Sell Stow Heavy-Duty models for con- 
tinuous production, or a Stow Junior 
model for intermittent work. Both 
of these machines are proved for 
dependability—the result of Stow’s 
65 years of flexible shaft experience. 
Both assure you the latest mechanical 
developments . . . precision accuracy 
. exceptional ruggedness. That’s 
why men who know demand Stow 
it’s an investment that keeps paying 
big returns vear after year! 





BIG RETURNS 
FOR YOU, TOO 


GET THE STOW 
DISTRIBUTOR 
PROPOSITION 


letails 
i lay for full de! 
Write is profitable franchise. 


| 


STOW MFG. CO., INC. 
5 Shear St., Binghamton, N. Y. 
Established since 1875 
Inventors of the Flexible Shaft 
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187, have been developed for the clean- 
ing and polishing of metal, removal of 
stains or heat tint caused by welding. 
They are slow speed (600 r.p.m.) pol- 
ishers for which proper brushes and 
compounds have been developed. 
Brushes have been designed by the Os- 
born Manufacturing Co., Cleveland, 
Ohio. The No. 2588-S-2, 814 in. in 
diameter and % in. in width, with a 
very dense brushing face, is especially 
recommended. A new polish known as 
“Nu Steel Cleaner and Polish,” and 
manufactured by the Pynosal Labora- 
tories, Inc., Chicago, will give best re- 
sults with Osborn brushes and Stanley 
polishers. No. 182 polisher is a two- 
purpose tool—it can be used as a pol- 
isher, or a drill chuck can be attached 
in place of the arbors to make a prac- 
tical 14-in. drill. Arbors for two or four 
brushes and %%-in. Jacobs chuck are 
available. No: 187 polisher has a 
straight handle and is used for polish- 
ing only.—Stanley Electric Tool Div., 
Vew Britain, Conn,—Mitt Supp ties, 
March 1941. 


Radial Drill 
Drilling, Tapping, Light Profiling 





\ low-cost radial drill for performing 
light duty operations has been intro- 
duced recently. Because the “W-T 
Radial” performs such operations as 
drilling, tapping. routing and light pro- 
filing with speed and accuracy, it is 
finding wide use in the aircraft indus- 
try for stack-drilling sheets, spars, ete., 
by tool makers for drilling in jigs and 
fixtures and for pattern making; by 
shipbuilders for drilling metal plates 
and sheets, and for countless operations 
in various industrial plants. The drill 
head is mounted on a heavy cast-iron 
ram which rides back and forth in a 
supporting cradle on eight precision 
ball bearings. The ram can be quickly 
locked in any desired position. The 
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| 


DESMOND 


| DESMOND 
CUTTERS 


DESMOND 


DRESSERS and 
CUTTERS .... 


. . . ASSURE INCREASED 
PRODUCTION FROM 
YOUR CUSTOMERS' 
GRINDING WHEELS | 

* 


DIAMO-CARBO 


DRESSER 














DESMOND 
HEAVY DUTY 





DESMOND 
HEX DRESSER 


Every one of your custom- 
ers’ grinding wheels will 
give faster and more accurate 
production when frequently 


dressed. 


Only from the complete 
Desmond line can you secure 
the proper dresser for every 
wheel. 


Write today for our new 
catalog and price sheet and 
start to secure your share 
of Dresser and Cutter busi- 


ness. 


The 


DESMOND- 
STEPHAN 


MFG. CO. 


URBANA 


° OHIO 

















UMI 


drill head, ram and cradle swing easily 
right and left on a machined collar 
mounted on the top of the raising and 
lowering column. A clamp lock permits 
locking the drill in position quickly and 
easily. Capacity of the drill—drilling to 
the center of a 62-in. circle; ram travel 
is 18 in.; maximum distance of chuck 
to table is 134% in.; vertical movement 
of drill head is 8% in. and spindle 
travel is 334 in.—Walker-Turner Co., 
Inc., Plainfield, N. J—Mui.t Supp ties, 
March 1941. 


Display Cabinet 
Stores Pillow Blocks 





A compact and durable steel cabinet 
with swing cover provides supply houses 
with neat storage and display space for 
a selected stock of Ahlberg “ED” light 
duty ball bearing pillow blocks. Two 
popular sizes are mounted on the cabi- 
net base to demonstrate the trim design 
and easy action of these anti-friction 
units which are protected by no-drag 
labyrinth seals of Neoprene. A pocket 
on the cover holds a supply of folders 
which give all sizes and prices.—AAl- 
berg Bearing Co., Chicago, Ill.—Mi. 
Suppuies, March 1941. 


Micrometer Head 
One-Half Inch 





micrometer 


Another head has been 
added to the manufacturer’s line of pre- 
cision tools. This is available in both 








Ottemil- 
ler’s dis- 
- tributor 
| service makes the Otte- 
miller line attractive and 
profitable to handle. As a 
reliable source of supply for 
screw machine products, 
Ottemiller has already won 
the recognition of leading distributors 

in all parts of the country. 


The 100% dealer cooperative service 
offered by Ottemiller is worth while 
investigating because it results in 
building a profitable, steady, repeat 
order business. Ask us for details of 
the Ottemiller line and the sales prop- 
osition which pays you 
for your efforts. 








a 
THE WM.H. 
YORK, PA. 


CAR 
iINEW 


"Ades & 


“DU-MORE” 


“KLEEN KUT” 


NEW PROBLEMS 


BRING 


MORE PROFITS! 


% With production schedules 
at new high peaks, many 
plants in your territory now 
have serious dust problems 
that can't be handled by ob- 
solete equipment. Right now 
you have a big opportunity 
for some quick, easy, profit- 
able sales with this 


NE CESCO NO. 602 
HEALTHGUARD 


SANDBLAST MASK 


Greatly improved, through simplified details of 
construction, plus approval by the U. S. Bureau of 
Mines bring QUICK SALES. It is truly the 194! 
model in dust protection equipment—far superior 
| to the average awkward, ill-fitting masks now in 
use for sandblast operations. 

PLENTY OF FEATURES TO TALK ABOUT 
@ U. S. Bureau of Mines Approval No. 1918. 


@ Light weight. Easy to put on—comfortable— 
easy to take off. 


@ Soft, molded facepiece conforms to facial con- 
tours—seals out dust-laden air. 


@ Incoming air is filtered under pressure, removing 
foreign particles. 


@ Adjustable control valve means uninterrupted 
supply of air, prevents excessive pressure. 
@ Fits snugly—allows freedom of movement. 


Write orm for circular—prices—details to 
talk over with your customers. 


CHICAGO EYE SHIELD CO. 


S$ O 
TO 
S 














2329 Warren Bivd., 
Chicago, __Illinois 








vs 
N 


“ ALLIGATOR” 
SWISS PATTERN 


@ We are one of the very few who can offer you from 
ONE SOURCE a complete line of files. 


No matter what your customers need you can give them 





service and satisfaction with 


the CARSON NEWTON LINE. 


Why not become a ONE SOURCE FILE DISTRIBUTOR? 


Are you interested? 


CARSON NEWTON CO. 


e Belleville, W. J. 
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English and Metric measure and is es- 
pecially useful to those desiring fine 
measurements. The measuring screw, 
English measure, has 50 threads per 
inch and the thimble has 200 gradua- 
tions which read direct by ten-thou- 
sandths of an inch. The measuring 
screw, Metric measure, is 4% millimeter 
pitch and the thimble has 200 gradua- 
tions which read direct by twenty-five 
ten-thousandths of a millimeter. The 
graduations are clean-cut and easy to 
read. Length of shank is approxi- 
mately #2-in. and is threaded back 
1y-in. from end for lock nut. Diameter 
| of shank %@-in. spindle projects % in. 


REMEMBER! 


THERE IS NOTHING 
JUST LIKE LOWELL'S 


Incomparable when a rugged socket wrench is re- | 
quired, especially in tight places or long runs and 
where heavy leverage is needed. Used on pipe 
coupling, steel construction, timber bolting, cul- 
vert connecting, staybolt caps, cable clamps, sil intend ak th taten,-<Inianes 
grease plugs, countersunk plugs, tunnel liner plates, Sharpe Mfg. Co., Providence, R. 1.— 
wood tank and silo bands, railroad track bolting, | Mitt Suppties, March 1941. 

water gates, etc. A time-saving tool in refineries | 
and on construction jobs. 





Valve 
Stainless Steel 





While the National Defense Program will call for 
large quantities of our wrenches, we want to assure 
our distributors that we will at all times do our 
best to give them the Lowell Quality and Service. 
Order as far in advance as you can. 


LOWELL 


WRENCH CO. WORCESTER, MASS. 
The name LOWELL stands for an Honest Deal with Honest Tools. 


RED RATCHET 
WRENCHES 




























CLINCH THE SALE BY BEING ABLE TO 
PROMISE “IMMEDIATE SHIPMENT” 


Your customers USE Blast Gates 


Wherever a plant in your territory uses low-pressure 
air and gas you have a live prospect for Rockwell 
Blast Gates. 


Plant expansion and modernization to meet the de- 
mands of national defense give you many oppor- 
tunities for an additional source of profits when you 
handle the Rockwell line—the complete line nationally 
recognized for its highly effective modern design and 





Developed to meet a demand for an 
economical globe valve for throttling 
service at 150 lb. water pressure. Fig- 





reméxnor] 











for the high standards it sets in economy and effi- 
ciency. 


All sizes and all types available for prompt shipment. 
Send at once for the Rockwell Catalog. 


W. S. ROCKWELL COMPANY 
50 CHURCH ST. NEW YORK, N. Y. 





|BLAST GATES 
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ure No. 511 is short face to face, comes 
flanged only in sizes ¥%-in. to 3-in. Out- 
side screw and yoke type, full bonnet 
flanges with through bolting. Plug type 


| discs and seats integral with bodies. 


Valves may be repacked under pressure 
when wide open. Extra deep stuffing 
boxes. All parts of alloy except hand- 
wheels, yoke bushing and nuts, and bolt- 
ing material. Is available in chrome 
nickel 18-8 S and 18-8 SMO and has 
broad applications in the chemical and 
process industries.—Alloy Steel Prod- 
ucts Co., Inc., Linden, N. J —Mu. Sup- 
pies, March 1941. 


Exhaust Head 
8 Sizes Available 


Made of cast iron in sizes from 4 in. to 
12 in. pipe diameter, the new exhaust 
head insures the separation of con- 
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INDUSTRY 






LOOKS TO YOU 


FOR HELP 


Keep Posted on Recent 
Developments in Hack 


Saws . « £« © & 


Your customer expects you to 
keep him posted. Tell him how 
he can step up production, yet 
check rising costs, by switching 
to CAPEWELL HACK SAW 
BLADES. 


They save because of their 
precision cutting — which 
means less work on subsequent 
operations. Also, they saw 
more metal — cut faster, last 
longer — because of Cape- 
well’s improved heat treating. 























These facts are substantiated 
by exhaustive tests. Look 
into Capewell today. 


TECHNITE - special analysis 

molybdenum high speed 

HIGH SPEED - tungsten (18- 

4-1) high speed 

HARD - TUNG - tungsten all 

hard 

FLEX - TUNG - tungsten flex- 

ible-back, tooth-hardened 
Write today to 

THE CAPEWELL MFG. CO. 


Hartford, Connecticut 


HACK 


SAW BLADES 








densate and oil from steam discharged 


to atmosphere. This action prevents 


| raining of water and oily condensate 


upon the roof or ground below, at the 
same time discharging clean, dry steam 
noiselessly. The new exhaust head in- 
corporates the principles of the Coch- 
rane baffle-type steam separators used 
for removing oil and moisture from 
steam lines. Exceptional port area pro- 
duces low steam velocity and minimizes 
pressure loss. Steam is whipped side- 
wise and causes projection of entrain- 
ment against ribbed baffle surfaces. The 
high ribbed baffles exert a scrubbing 
action in addition to the centrifugal 
purging force. The exhaust head is of 
one piece semi-steel construction. 
Cochrane Corp., Philadelphia, Pa. 
MiLt Suppties, March 1941. 


Pipe Cutters 


For Close Quarters 





Recently announced is a special handle 
4-wheel cutter for work in close quar- 








ters and for increased cutting speed. 


The 4 cutting wheels of the new heavy 
duty No. 42 provide better balance and 


handling of the cutter under all condi- | 


tions, cut more evenly and save time in 
cutting iron, steel or brass pipe. Frame 
is of malleable alloy, capacity 1% in. to 
2 in.—Ridge Tool Co., Elyria, Ohio. 
Mitt Suppties, March 1941. 


Safety Clamps 
Horizontal Or Vertical Lifting 





An improved style of safety lifting 


| clamp, equipped with a _ replaceable, 


grooved, hardened steel jaw liner has 


| been introduced. These clamps, made 
| for either horizontal or vertical lifting 


of steel plates, sheets or sections, are 
available in ten styles for handling ma- 


MILL SUPPLIES © MARCH, 1941 








UF KIN 
RADIUS GAGES 


5 APPLICATIONS 
EASY T0 USE 


Show your customers the im- 
proved, easy-to-use Lufkin 
Radius Gages and you will 
quickly see how a better prod- 
uct makes better sales. Each 
blade is a separate unit and 
can alone be applied to the 
work, making for convenience 
and accuracy. Each blade 
carries the corresponding ex- 
ternal and internal forms and 
has five applications for its 
individual radius. 


_ For hard-to-get-at places, sell 
the Lufkin Gage Holder (not 
included in set). 


OF H/N 


SAGINAW, MICHIGAN New York ( 


TAPES 


RULES 





t 





PRECISION TOOLS 
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WHY IT PAYS 


TO HANDLE 


7 0) Us 
PUMPS 






Wherever liquids are moved, there 
1 * is a Goulds Pump that will do the 
job with maximum economy. Goulds 
manufactures more than 600 different 
types and sizes of pumps, from small 
hand rotary pumps to large multi- 
stage centrifugal pipeline pumps. 
You can meet all your customers’ re- 
quirements through one dependable 
source. 


9 Goulds is the word's largest man- 
* ufacturer of pumps—with a sales 
volume that permits standardization, 
with attendant lowered prices, on 
several types of pumps that ordi- 
narily would have to be custom built. 


Goulds maintains large stocks of 
* assembled pumps and parts, en- 


abling quick shipment at all times. 


Goulds has, in nearly a century of pumps manufacture, 

* assembled large files of data on pumping needs in all 
industries, and maintains a competent sales engineering staff 
to help and make recommendations to prospective buyers. 


Goulds has long sold its products through foreign dis- 
* tributors, knows your problems, and is capable of giving 
you the kind of sales assistance you need. 
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and diemakers as unequalled 
for precision, cutting speed 
and durability. 


Therefore these original 
Swiss files are easy 
to sell and a 
profitable line 

to handle. 





FOR PRECISION FILING 


made of CHROME STEEL are recog- 
nized by thousands of toolmakers 





















Write for our catalog 
BF illustrating more than 
5000 different shapes, 
and cuts. The most complete 
catalog of its kind! 

Ask also for our catalog BM on all types 
of files for filing machines; catalog BR on 
rotary files illustrating hundreds of rotary 

files hand cut, milled cut, ground from 
the solid—diesinkers, burs, etc. 
Our large stock in New York per- 

mits us to give prompt service. 


GROBET FILE CORP. 
OF AMERICA 


3 PARK PL. 


sizes 


NEW YORK 
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| terial weighing up to twelve tons, and 


from 1% in. to 6 in. in thickness. The 
replaceable plate lines the face of the 


| jaw and greatly extends the life of the 


clamp as well as contributing to its lift- 
ing and holding qualities.—Never-Slip 


| Safety Clamp Co., New York, N. Y.— 
| Mitt Suppuies, March 1941. 


Crane Assemblies 


Wrench Only Tool Required 





New lines consisting of packaged crane 
assemblies are now being marketed 
under the trade name “Budgit Crane 
Assemblies.” From them traveling 
bridge cranes and jib cranes can be 
built by applying these assemblies to a 
standard section I-beam. The unique 
feature of this idea is that the only tool 
required to complete a crane is a 
wrench. The assembly illustrated con- 





sists of all parts to build a top running, 
geared type travelling crane bridge. ex- 
cept the I-beam and shaft. All parts 
are attached to the I-beam without doing 
any field drilling or machine work of 
any kind. The second picture illustrates 
the bridge crane built from the assem- 


| bly —Shaw-Box Crane & Hoist Div., 


Manning, Maxwell & Moore, Ind., Mus- 
kegon, Mich—Mtitt Suppuies, March 
1941. 


Transmission Belting 
Long Belt Life 


| The combination of powerful grip and 


| flat 


great resilience are the particular fea- 
tures claimed for the new “Octopus” 
transmission belting. A new 
method of manufacture, combining 34- 
ounce duck with a special impregnat- 
ing material, provides the unusual grip 
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STOCK 


DIETZ 


RED GLOBE LANTERNS 


READY FOR EVERY 


NEED AND 
EMERGENCY 


Emergencies come without warn- 


ing, this time of year. Spring floods, 
severe storms, high winds may 
bring sudden darkness to homes, 
sections and even cities. 


Every home, every building in 


your community should be sold 


one or more DIETZ LANTERNS | 
to assure long, dependable light | 


when needed most. 
brightly, 
under the most severe conditions. 
BE PREPARED with a good stock 
of DIETZ LANTERNS—they never 
die on the shelf. 


They burn 


without diminishment 





ay 4 


LANTERNS 





Wa Siasvamahel Ch | 


a Ae oS 


Output Distributed Through the 
Jobbing Trade Exclusively 


) and resilience. 








chine 


Because these qualities 
afford long belt life under hard service, 


| this new belting keeps machinery run- 


ning at top speed and saves time and 

money on take-ups.—Manheim Manu- 

facturing & Belting Co., Manheim, Pa. 
Mitt Suppuies. March 1941, 


Saw Sharpener 


Accuracy In Grinding 





Now available is Model HG-12, a ma- 
that sharpens and gums_ both 
circular saws from 4-in. to 44-in. in 
diameter, and one and two-man cross- 


cut saws. Automatic centering of saw 


insures identical hook and bevel on 
every tooth. By loosening two nuts, 





saw carriage swings right or left on | 
quadrant, giving any bevel desired up | 


to 45°. There is no need to remove the 


| saw, so time is saved. Centering device 


true level 
cutting across saw, regardless of wear 
on emery wheel. Grinding 
equipped with swivel 


for emery wheel insures 


bearing 


wheel centered 
l-in. may be used, This feature keeps 
saw teeth of equal height, insuring 
fast-cutting saws that stay sharp longer. 
Thoroughly balanced, Model HG-12 is 
equipped with a counter spring for 
easy operation. It can be placed against 


| a wall if desired, as no parts protrude. 


Foley Mfg. Co., Minneapolis, Minn. 
Mitt Suppiies, March 1941. 


Airfinishing Unit 
Application of Paint to Shells 


Introduction has been made of an auto- 
matic airfinishing and drying unit for 
application of black paint to 20 mm. 
shells at a rate of 17,000 per 8-hour 
day. The machine 
automatic aircoating and drying unit 


includes special 
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head is | 
which | 
slides on vertical rod and keeps emery | 
perfectly above saw. | 
Emery wheels of any thickness up to | 





BN 


@ A bowler wearing 
snowshoes couldn’t 
roll strikes. His shoes 
must be built for his 
ee 





Casters, too, 
must be built 
for the job 





OND distributors know the im- 
portance of built-for-the-job 
truck casters. And they know the 
importance of supplying the right 
caster to meet every customer re- 
quirement. Because the Bond in- 
dustrial caster line is complete 
there are no lost sales. And 
friendly factory service permits 
quick delivery on rush orders. If 
you are not now on the “Bond 


bandwagon,” you’re missing 
something . . . Better investigate 
this profit paying proposition 
soon. 


Illustrated is the 140-A. This Bond all-steel 
caster combines low first-cost with long-life 
performance. 


BOND FOUNDRY & MACHINE £0., MANHEIM, PA. 


TRUCK CASTERS 
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Exclusive Design 
Means 
Extra Profits 


Today's high-speed production makes 
Shafer Concavex Self-Aligning Roller 
Bearing Units more necessary than 
ever before. Shaft deflection and mis- | 
alignment does not alter the high 
load-carrying capacity of combined 
radial-thrust loads in these sturdy | 
mounted units. 

Backed by engineering depart- 
ment service and hard-hitting adver- 
tising in leqding industrial magazines. | 
Send for Catalog No. 15, which de- 
scribes fully the Shafer Concavex 
Self-Aligning Roller Bearing and Units. 


Illustrated above: Standard Duty 
Pillow Block—Normal Duty Flange 
Unit—Normal Duty Cartridge Unit. 


SHAFER BEARING CORPORATION 
35 E. Wacker Drive, Chicago, Illinois 





8 ft. long, equipped with steel roller 


| chain, supporting 164 revolving spindle 


assemblies, automatic off and on control 
for airbrushes, varying speed pulley 
and reducer to operate the chain at 
speeds of 4 to 9 lineal feet per minute, 
all mounted to structural steel frame, 
electrically welded. Unit includes elec- 
trically welded drying oven, insulated 
with rock wool, equipped with electric 





strip heater, thermostatically controlled 
to provide range in temperature. Also 
included—automatic airbrushes, pres- 
sure feed material tank, water, oil and 


| dirt separator to provide clean, dry air, 


including regulator and gauge, and ex- 
haust unit with explosion-proof motor, 


Airbrush Co., Chicago, Ill. 
pLies, March 1941. 


Mitt Sup- 


Spindle Drill Presses 
Two Or Four Spindles 





The 1941 


Duro 


spindle drill presses are supplied in 


production multiple 


two or four spindles. This arrange- 


ment enables the operator to perform 


drilling and tapping operations speedily | 
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BOILER 
FITTINGS 


to aid industry 
in meeting today's 
demands 








FUSIBLE PLUGS 





WATER GAUGES 


Water Gauges, Gauge Cocks, Fusible plugs 
—all designed to meet the specifications of 
the ASME, the Massachusetts Boiler Code. 
and the Steamboat Inspection Service of the 
United States Department of Commerce. 
Highest quality workmanship, material, and 
finish. Moderately priced—attractive dis- 
counts. Quick service on your orders. 


AMERICAN INJECTOR CO. 


DETROIT, MICH. 


AONE CT AS LTT, 
spray booth and duct to fan.—Paasche | 











| 
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EASY PROFITS 
FOR YOU IN 


ETTCO 
KEYLESS 
SELF-TIGHTENING 


DRILL CHUCKS 


Easy profits because 
they're easy to sell. 
Known and liked by 
shop men everywhere, 
they're in big demand 
right now! Write for 
Bulletin No. 6 and de- 
tails about the profit- 
It's a good able ETTCO DISTRIBU- 
line to handle. TOR PROPOSITION. 


ETTCO TOOL CO. 


600 Johnson Ave. Brooklyn, N. Y. 





For more than 
20 years the 
ETTCO Line 
has been mak- 
ing money for 
distributors . . 








The 
Famous 


DRILL CHUCKS 


; TAPPING CHUCKS 
Cw TAPPING ATTACHMENTS 
- 


TAPPING MACHINES 


MULTIPLE SPINDLE TAPPING 


AND DRILLING HEADS 
Unexcelled for Design, Materials 
and Workmanship 
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SAVE TIME \NstAtunG 


EXPANSION ANCHORS 






Drill Clean, 
Accurate 
Holes 50% 
Faster In 
Concrete 


When you drill holes with Carboloy Masonry Drill- 
Points you get a clean, accurate hole that exactly 
fits expansion anchors. No cutting and trying. No 
loose, wobbling holes. 

boloy Drills hold size and stay sharp up to 
50 times longer than ordinary steel. This amazing 


new drill-point contains special metal harder than | 


hardest steel. Goes through concrete, tile, brick, 
porcelain, etc., 50%—75% faster. Eliminates slow, 
t hand chiseli 





work. Quieter. 


g. Doesn't splinter fragile 


No special equipment needed. Use in any rotary 


drill. Send for leaflet. 


CARBOLOY COMPANY, INC. 
T1131 E. S-MILE RD, . DETROIT, MICHIGAN 


See SSS SSS SS eee ee 
JOBBERS: Write for Quick Profit 
Resale Proposition 


You'll find a profitable demand for Carboloy Drills 
among electricians, plumbers, plant maintenance 
men, sign hangers, telephone installation men, and 
others. Nationally advertised. Growing demand 
for use on rush defense-construction work. 


7 +N 343 ie) Be) | 


MASONRY DRILL-POINTS 















COLUMBIAN 


Malleable Iron 
Unbreakable 


VISES 


AROEREO 
STEEL OC RD 
wane 





Sold through 
Distributors only 


Written Sales Policy 
Product Guarantee 
Complete Line 
Profits 


The Columbian Vise & Mfg. Co. 


9019 Bessemer Ave., Cleveland, O. 
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and economically. Each spindle runs 
on four sets of permanently lubricated 
ball bearings. Splined shafts permit 
long travel of chuck. Jacobs chucks 
take up to % drill. Hinged motor 
mounting simplifies changing of belt 


speeds. Heavy steel column eliminates 
vibration. Distance between spindles is 
12-in. Distance chuck to table 26-in. 
Extra heavy cast iron base.—Duro 
Metal Products Co., Chicago, Ill. 


Mitt Suppwies, March 1941. 


Electric Hoist 
Pushbutton Controlled 





A full electric wire rope hoist has just 
Known as the “P&H 


Zip-Lift,” the new hoist has been de- 


been announced. 


signed for flexible handling service in | 


all lines of industry. 


rigid, or on hook or trolley; is powered 
from an ordinary light circuit. Fea- 
tures of the “Zip-Lift” include double 
brakes for safety of loads, automatic 
limit switch, fully enclosed construc- 
tion. It permits a wide latitude of side 
pull, an advantage in reaching beyond 
aisles, etc., for loads. The hoist is 
recommended for raising and position- 
ing parts on machine tools, for han- 


| dling heavy loads on delivery platforms. 


in storage rooms, etc. It is available 


| in 250, 500, 1000 and 2000 pound 
capacities.—Harnischfeger Corp., Mil- 
waukee, Wis.—Mitt Suppiies. March 
1941. 

Floor Mat 


Safety Steel 


mat that 
flexible. 


A new industrial steel safety 


can be easily cleaned, has a 
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It is light enough | 
for a man to carry; can be mounted | 


For Profits 
DARNELL 
CASTERS 


& E-Z ROLL WHEELS 
You'll sell more 









DARNELL 
rata aais 


SEND FOR 
YOUR COPY 
TODAY 


The Darnell line of floor protection 
products offer maximum profits. Their 
high quality and durable service 
guarantee customer satisfaction. 
Write for special dealer proposition. 


| DARNELL CORPORATION, LTD. 
STATION B., LONG BEACH, CALIFORNIA 


36 WN. Clinton, CHICAGO 


24 E-22nd, NEW YORK 
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This Machine 
FILES Saws 













CIRCULAR 
SAWS 
BAND 
SAWS 
HAND 
SAWS 


You can reduce saw filing costs, step up 
production, and prolong the life of your 
saws, with the 


FOLEY ii: SAW FILER 


Files all saws that can be sharpened with 
@ 3-cornered file, from 3 to 16 points 
per inch .. . cross-cut circular saws 3” to 
24” in diameter, band saws from '/2” to 
4\/.” wide, all types of hand saws. It 


puts any desired hook or bevel on the 
teeth. 


This Machine 
GRINDS Saws 








RIP SAWS 
1 and 
2 man 


CROSS-CUT 
Saws 





FOLEY SAW SHARPENER & GUMMER 


The only machine made for | and 2-man 
cross-cut saws, also rip and cross-cut cir- 
cular saws 4” to 44” diameter. Puts any 
amount of hook or bevel—keeps all teeth 
same height, both sides of saw even. 


Write for literature and prices 


FOLEY MFG. CO. 


63 Main St. N. E., Minneapolis, Minn. 
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| non-skid grid and can be rolled up like 


a rug, has been announced. The mat is 
made from %%-in. x 0.65 special analysis 
steel and formed into a 114-in. x 114-in. 
mesh. It is claimed that when the mat 
is unrolled, it lies flat and rigid and that 
it cannot creep or wrinkle. Mats can be 
furnished cut to any length up to 25 ft., 
any width up to 6 ft., and are supplied 
in multiples of these dimensions. Ends 
of adjacent mats are joined together 


| with stringing wire, with only one wire 
| required for each connection. Joinings 
| Cannot 


be detected and there are no 
rough sides, as all edges are turned and 
finished.—Wm. F. Klemp Co., Chicago, 
11l.—Mi Suppuies, March 1941. 


Vise Stand 
W on't Tilt Or Tip 





Designed for either portable or station- 
ary use, the new heavy duty No. 933 
“Vistand” won't tilt or tip. It is so well 
balanced and light in weight that it can 


be carried in one hand. It has spreads | 


of 50-in. in front and 43-in. from front 
to rear leg. The features of the plat- 
form include tool notches and_ slots 
around the rim, oilean recess, and a 
special dope pot. Equipment also in- 


cludes three benders—one for %4-in. 


pipe, and reverse benders for 1-in. and | 
placed directly over the | 


$4-in. pipe 
right front leg to prevent tipping dur- 
ing the bending operation. The unit has 
a ceiling brace and its feet are punched 
for attaching to the floor, or it may be 
used with skidless rubber that 
prevent skidding or scratches on _pol- 
ished floors. The improved vise has a 
new double quick screw with friction- 
less disk to protect fast moving tip.- 

Armstrong Mfg. Co., Bridgeport, Conn. 

Mitt Suppuies, March 1941. 


“shoes” 


Rust Deterrent 
Stops Rust Action 


\ method of utilizing the rust on rusty 
steel surfaces, and still painting over it, 


and of stopping further rust action, is | 
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Take Advantage of 
Growing Sales 
Opportunities 










THEY HAVE 
POWER—SPEED— 
DEPENDABILITY 


Industry is speeding up all over the country 
and with it the opportunities for selling 
ATLAS Car Movers keep step. They have 
power, speed, and efficiency—they are de- 
pendable—they are easy and simple to use. 
All this is due to the ‘‘compound leverage 
principle of construction. We would like to 
explain the advantages of this particular 
construction and what it means to your sell- 
ing. Ask for details. 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


2947 No. 30th St. Milwaukee, Wis. 











COLLIS 


e DRILL SLEEVES AND SOCKETS 
e LATHE CENTERS 

e CHUCK ARBORS 

e DRILL DRIFTS 


Collis Quality Tools meet modern 
needs in a modern way — they give 
long, satisfactory service because they 
are designed and made by skilled 
mechanics with many years of experi- 
ence in making taper tool products. 
We can handle all of your orders for 
regular or special requirements and 
make it well worth your while — try 
us! 


THE COLLIS COMPANY 


CLINTON, IOWA 











| now available in the new “Penetrol.” 


T h ese | This solution is a clear blend of nat- 


and many other ural oils; it does not contain fish oil and = : i ) y a j ee Ss 
volatiles, like turpentine and naphtha. 

It penetrates through and under the 

rust to the bottom of the pits of the steel | th at hel p you 

and the spaces between the steel and 

the rust particles thus surrounding and 


s 
locking the rust into a firm foundation im more ways 
for exposure coats. Moisture and air | than one 


which promote further rusting are 
squeezed out as the “Penetrol” hardens 


o 
ea 
«og of COOSS cred OF eee 
dt co 
inch s of # “i s 
g4- * s fin a " from the bottom. Finally, it interposes 
3 ee an insulating film between the steel and 
- e xe? the exposure coats which insulates the 
¢ i on clean steel, beneath the rust, from elec- 
yo o xX) trochemical action. It thus protects both 
re \ e 9” 3 os the steel and the paint.—Flood Com- 
or 31 pany, Cleveland, Ohio.— MA. Supp its, 
0 ona March 1941. 
i 9 
4 and degree, 
Pp 1 y Vacuum Cleaner 
G A | : 
“ TON puck—BALAT \ Dual Service 
A ves— sift A super-powered vacuum cleaner, desig- 
nated at the No. 95 “Vackar,” is now 
VICTOR BALATA & TEXTILE available for both industrial and auto- 
BELTING CO. motive use. This unit has a 1 hp. motor, 
t a sealed vacuum pull of 65-in., and 
345 W. Hubbard St., Chicago draws 60 cu. ft. of air per minute. With 
\3 


Factory: Easton, Po | both inlet and outlet hose connections You get a double benefit when 
it can be used as a vacuum cleaner or a you sell “American Swiss” 
blower. It is especially adapted to wet Swiss-Pattern Files. 














cleaning and to removing excess mois- From your customers, you are 
ture after scrubbing upholstery and car- amse t seceies repeat ene 
USERS SAY pets. Thorough filtering of air provides | pegs, because “American 
completely clean air for blowing opera- Sates" Swies-Pattern File users 
P : tions. Its dual service as cleaner < 

"Finest Dressing 0 dual ervice as cleaner ind report that they do better 
blower adapts it to all types of indus- i ti ® ff a toes 
We E Used" al ie is cel aneemaiini: oll work, with less eliort, and las 

e Ever se trial cleaning. It is self-contained, rolls 


longer than others. 
easily over rough floors on ball-bearing 





swivel casters, and its 15-ft. flexible hose From us, the manufacturer, 

reaches out-of-the-way corners.—Black | you are sure of full protection 

& Decker Mig. Co. Towson, Md-—Mu, | *htough our 100% distributor 

Suveceen. Masch 2983 sales policy and our guarantee 

; of every file. These are some 

DISTRIBUTORS of the reasons why our dis- 

mie , tributors find “American Swiss” 

Collect Dividends Hydraulic Truck Swiss Pattern Files one of their 
CANTOL is recognized as the best belt Easier Lift most profitable lines. 


dressing on the market. It is made from a 
vegetable wax base and guaranteed moisture- 
eo. Economically priced — comes in 
oxes, paste, or liquid. Some of the largest 
users of belt dressing would use no other 
but CANTOL. 





American Swiss File & Tool Co. 
Elizabeth New Jersey 


AMERICAN 
"CANTOL WAX COMPANY SW ISS 


Bloomington, Ind. A perfectly balanced hydraulic hand FILES OF PRECISION 
s aaseemnnnteienienemenedl lift truck, the “Load King” hydraulic 
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CANTOL BELT WAX 


Tell your customers that continuous treat- 
ment with CANTOL Belt Wax cuts belting 
costs by preserving and lengthening the life 
of belts—leather, rubber, fabric, or balata. 
You start right there collecting dividends. 
CANTOL is economical, does not evaporate, 
insures a maximum of traction, and is not 
in any way injurious to belting. Write today 
for full details and collect your share of 
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How to overcome the 
20 basic problems 
of personal selling 


Here’s a book to 
help any salesman 
improve his sales 
and earnings by use 
of a workable tech- 
nique based on the 
20 principal prob- 
lems encountered in 
personal selling. In 
an entirely new ap- 
proach, based on an 
intensive study of 
actual sales interviews and 
methods, a 20-point program of better 
methods is developed that may be applied 
in selling all types of goods and services. 
Each point or problem is analyzed, good 
and poor methods of handling it are con- 
trasted, and practical “routines” are given 
to aid the reader in applying it in the im- 
provement of his own work. 


Just Published 


ALESMANSHI 


By B. R. Canrietp, Director, Sales 
and Advertising Department, Babson 
Institute. 548 pages, 6 x 9, $3.50. 


salesmen’s 


Can you sell successfully by routine? Cer- 
tainly, when one of the routines given in 
this unusual new book is used, together with 
an understanding of the particular sales 
problem involved, good and poor methods of 
meeting it, and specific pointers for apply- 
ing the routine to your own product 
service, such as the book gives. 


of actual sales 
recorded phonographically, others listened 
in on and scored by investigators, buyers 
were interviewed, every possible source was 
probed for the realistic, factual material 
on which to base these summarizations of 


Scores interviews were 


sales problems and solutions. 
The result is the most practical book on 
selling you've seen in years. You'll be 


amazed at how surely you can apply defi- 
nite steps in these routines to build yourself 
a solid, effective methodology of better 
selling 





© 20 problems cover all 
aspects of the 
interview fully, 
points that come up 
before and after and 
vitally affect 
cessful selling 


sales 


SOMETHING 
NEW AND 
PRACTICAL 
INA 
SELLING 
HELP 


* 
10 days’ Free 


also 


suc- 


® Most chapters con- 
tain verbatim re 
ports of actual sales 
interviews, secured 
phonographically 


e Lots of training 








course and group Examination 
discussion material Send this 
in case examples 

and questions in coupon 

each chapter 





PRR ERE RE REE ERE REE E REE EERE EEE EEE EEE RDG GG SG 
McGraw-Hill Book Co., 330 W. 42nd St., N. ¥. C. 
Send me Canfield’s Salesmanship for 10 days’ examina- 


tion on approval. In 10 days I will send $4.50, plus few 
cents postage. or return book postpaid. (Postage paid 
on ‘orders accompanied by remittance) 

PED ks ccastncoccetesondsccecsucconssacwousesounenneas 
Address . 

City and State 

Position 

Company FMS-3-41 


(Books sent on approval in U. S. and Canada only.) 
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truck, has just been introduced. Fea- 
turing easier lift, easier steer, greater 
safety to operator, lower maintenance 
and controlled lowering of loads, the 
“Load King” is built for continuous 
heavy-duty service. Capacities: 3,500, 
5,000, 6,000 and 8,000 Ibs. The lift- 
ing unit of the truck is self-contained 
and totally enclosed. The pump unit is 
equipped with automotive type piston 
and piston rings. Hardened and ground 
automotive type poppet valves, oper- 
ating on hardened and ground valve 
seats, insure trouble-free operation. The 
large diameter lift ram is solid steel, 
precision ground and polished. Wheels 
on standard models are smooth ma- 
chine-faced steel, equipped with ball 





bearings. Balanced tubular handle. 
Comfortable, chrome finished hand | 


grip, tubular shaft and lower handle 
casting are welded into a single unit. 
No parts to work loose. Load platform 
and lifting saddle are reinforced heavy 
plate and bar steel.—Yale & Towne 
Vig. Co., Philadelphia, Pa—Muu Sup. | 
puis, March 1941. 


Clamp 
Quick Toggle Action 











Portable clamp which the manufactur- 
ers believe combines the advantages of 
the old “C” clamp with swift toggle 
action, and is so designed that it will 
hold together many types of work not 
formerly possible. The new clamp has 
two holding rods instead of one, and 
when released by toggle action, the 
entire lower half swings clear of the 
work. The operator is thus able to get 
around obstructions in fixtures, and to | 
take in and clamp firmly such pieces as 

angle iron or T-shaped iron, which were 

dificult to handle. This new toggle | 
action clamp is made in two models. 

One has two threaded rods which per- 
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The Demand fer 
RUBBER TIRED WHEELS 
is Breaking All Records 





a 43. 





Pr P in industry has given 
rubber tired wheels a place in the sun 
for speeding up materials handling. SEIZE 
THIS SALES OPPORTUNTY. French & 
Hecht rubber tired wheels are the finest 
of their kind. Reasonably priced. Avail- 
able in many sizes and types with 
pn ti Pp ic, cushion (punc- 
ture-proof) and solid rubber tires. 


WRITE TODAY FOR NEW CATALOG 
AND PRICE LIST 


FRENCH & HECHT, INC. 


60 East River Davenport, lowa 
WHEEL BUILDERS SINCE 1888 


semi + 














FROM STEADY SALES 







Illustrated 
MODEL HP 
1 HP -2 SPEED 


CLEMENTS 


PORTABLE ELECTRIC 
BLOWERS & SUCTION CLEANERS 


—Will Bring You Steady Sales 


Industry knows of their definite and superior 
value in combating destructive dirt and 
dust... 

@ In reducing costly breakdowns 

@ In lessening costly repairs 

@ In minimizing fire hazards 


—Will Bring You Profitable Sales 


The Nationally advertised Clements-Cadillac 
line is complete—5 models to meet every 
cleaning condition and price demand—with 
liberal profits to our dealers and distributors. 


Write Today For New Circular 


CLEMENTS MFG. CO. 


6656 S. Narragansett Ave., Chicago, Ill. 
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PULLEYS 


that keep going day after day 


—no shutdowns—no time losses—no 
waste of lubricant nor oiling time— 
this spells good business and sales 
volume for Distributors today when 
plants all over the country need just 
what DAGGETT Pulleys can supply. 
Quick service on your orders. 


DAGGETT 


BALL BEARING 


LOOSE PULLEYS 





CHICAGO PULLEY & SHAFTING CO. 


21 N. Desplaines St. Chicago 














“FOR DISTRIBUTORS 
AND THEIR SALESMEN” 


The keynote of our 
editorial policy, the 
above has been our by- 
word since our begin- 
ning. Now in our 30th 
year, we hope to con- 
tinue serving the dis- 
tributor as faithfully 


as we have in the past. 


MILL SUPPLIES 


A McGraw-Hill Publication 
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mit quick, easy adjustment. The other 
has two smooth rods which are set-screw 
adjusted, and is especially suited to arc 
welding work, having no threads to 
burn or damage.—Detroit Stamping Co., 
Detroit, Mich.—Mi.t Supp.ies, March 
1941. 


Floodlight 
For General Purpose Lighting 





The “Birdseye Floodlite” has been de- 


signed for general lighting purposes. 
and delivers a concentrated flood of 
light in a medium beam that is espe- 
cially effective in applications requiring 
intense illumination for exacting work. 
It is essentially an incandescent fila- 
ment bulb with a lining of pure silver 
sealed inside to form a reflecting sur- 
face that cannot be dulled or tarnished 
by dust or fumes. For localized lighting 
to supplement general illumination, a 


detachable swivel socket focuses the | 


light exactly where needed. The “Flood- 


lite” is made in the “RE” short bulb, | 


in four sizes and four separate voltages. 


Wabash Appliance Corp., Brooklyn, | 


V. Y.—MiIcv Suppties, March 1941. 


Amplifier Equipment 
For Industrial Use 





Amplifier equipment is coming into 
wide use in industrial plants, not only 
for call systems but for use in conjunc- 
tion with photo-electric control devices, 
etc. A close approach to the economies 
of standardized amplifier equipment is 
provided in a line of universal ampli- 
fiers, varying in output power from five 
to several hundred watts and in their 
design and operating refinements. In 
addition there is offered a compre- 
hensive line of accessories. From these 
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Quick Sales 


WITH 


Quick-Acting 


“DIX-LOGK™ 


AIR HOSE COUPLING 


} 
| 
| 
| 
| 
| 
| 
| 








FEATURING: Renewable 
Sleeve and Spring 


Here is a DIXON coupling with exclusive 
advantages that mean increased sales and 
earning for you! Every user of pneumatic 
equipment will appreciate two of its most 
important features — quick-acting, which 
means faster hook-ups: and renewable 
sleeve and spring, which permits quick, on- 
the-job removal and replacement of these 
parts, if necessary, without detaching coup- 
ling from hose. A slight push, a quarter- 
| turn, and the connection is made; and it can’t 
come apart until the sleeve is pulled back 
and the coupling unlocked by a reverse 
| quarter-turn. Sleeve is extra heavy, for 
greater strength and durability. Two raised 
knurled sections insure a tight grip for the 
pull against the spring tension. 


Available in brass or cadmium plated steel, 
in all sizes and end combinations. Com- 
pletely interchangeable themselves and 
with fittings of similar type. 


Sold Only in Strict Accordance With 
Our Established Distributor Policy 


DIXON 


VALVE & COUPLING CO. 


Main Office and Factory: Philadelphia, Pa. 


Branches: Chicago * Birmingham « Los Angeles « Houston 
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ECONOMY PRODUCTS 





The LITTLE MAESTRO 
LEADS THE WAY TO 
GOOD BUSINESS .. . 


The possibilities right now are tremendous 
for selling Economy Products. They effect 
substantial savings in assembling which 
is important in today’s production speed- 
up. We are ready with Hollow Set 
Screws, Socket Head Set Screws, Headless 
Set Screws, and any specification for Auto- 
matic and Hand Screw Machine Products, 
to meet your customers’ regular or emer- 
gency needs. Now is the time to get 
details that will benefit you. 


ECONOMY MACHINE PRODUCTS CO. 


5217 LAWRENCE AVE., CHICAGO 





CALDER “22 








Protect your customer's 
wheel investment .. . 


Calder Tools have everything to insure accuracy 
and longer life in the tools themselves as well as 
maximum production from the grinding wheels of 
your customers. 


From individual separate parts to finished tools, 
Calder Grinding Wheel Dressers and Cutters are of 
sound design. Cutters are milled from high carbon 
strip steel and heat treated throughout, insuring 
uniform sharp precision cutting teeth for uniform 
dressing. All parts subject to wear are heat treated 
and are quickly and easily renewable. 


You can render prompt service profitably when you 
handie the “Calder” line. Attractive discounts. 


Ask for Catalog 38 
giving detailed information. 


CALDE MFG. 632 N. Prince St. 
CO. Lancaster, Pa. 
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standard components one can select any 
desired combination. These are then 
assembled in the form of a completely 
coordinated system. [Illustrated is a 
typical industrial call system assembly 
consisting of the Model 490-T high- 
fidelity amplifier, a microphone and 
four heavy duty loudspeakers with their 
surface mounting wall baffle cases. 

Lafayette Radio Corp., New York, N. Y. 

Mitt Suppiies, March 1941, 







Sales Helps 





from the 
eo 
anufacturen j 


Clamps \ folder describing the | 


new “Band-it” clamp is now available. 
This contains graphic information on 
the new system for clamping and re- 
pairing all sizes of hose, pipe, tanks, 
etc. This new clamp is unique in its 
many functions, universal in its scope, 
conveniently portable for field use, and 
is perfectly adapted for bench use. 
Band-Ilt Co., Denver, Colo. 


Precision Lathe Grinders — Be- 
cause precision grinding plays such 
an important part in the tooling and 
manufacturing operations which are 
part of the rearmament program, the 
manufacturer has made available an 
instructive booklet, “The Care and 
Operation of Portable Precision Lathe 
Grinders.” This booklet gives a gen- 
eral description of the grinding process, 
some of the problems of precision 
grinding, and some of the setups that 
can be put to advantage in the aver- 
age shop.—The Dumore Co., Racine, 


Wis. 


Machine Tools — How the nation’s 
machine tool industry is turning out 
lathes, milling machines, boring mills, 
planers and other types of machine 
tools for Uncle Sam’s defense pro- 
gram at the rate of $650,000,000 a 
year, is told in a booklet entitled “Ma- 
chine Tools.” The industry, the booklet 
states, has been training and employing 
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Back this favorite... 


WHITNEY 


LEVER PUNCHES 


You'll collect on this favorite. Satisfied users 
are our best recommendation to Distributors. 
We guarantee all of our tools and you can 
supply a portable hand lever too! suitable for 
any requirement from the complete Whitney 
line. Wide application—high quality and 
woskennsaiiin~aninelbed markets. Back this 
favorite with sales effort and make yourself 
good profits. Send for descriptive booklet. 


AIT ©. 


Rockford, Ilinois 




















PROLONCG the LIFE 
of WIRE ROPE with 


Checteetins 


CONNECTORS 





AFE, strong, streamlined, Electroline-FIEGE 

Connectors are being rapidly adopted by In- 
dustry because their design damps vibration 
stresses and thus prolongs the life of wire rope. 
This unique gripping unit “holds like a bull- 
with a graduated compression which 
feathers off from maximum at rear to zero at 
front, so that lines held by these connectors are 
not subject to “weak point’ crystallization and 
consequent failure. 

The complete line of Electroline-FIEGE Con- 
nectors, available in black and stainless steel, 
bronze and monel metal, is fully described in 
a new 8-page Bulletin, a copy of which will be 
sent you at your request. No obligation—send 
for the book today. 


Eloctictine Company 


4072 SO. LASALLE ST. | CHICAGO, ILL. 
TIRES 2 8 LRT SETS RTE 
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( Strand 


36th YEAR: 








PAY MORE — GET MORE 


DO MORE 
with 
“STRAND” 


HIGH QUALITY MACHINES 
GROUND ROTARY CUTTERS 








send for catalog 


N.A. STRAND & CO. 


5001 No. Wolcott Ave. 


Chicago 





The Name in Heat Tools 
They re Sold on: C & L! 





You don’t have to push C & L Heat 
Tools for sales. They're known so well 
they sell th lves. Menti cé 
when a question of Heat Tools arises, 
and you've likely a sale. 





C & L leadership is assured by a 
progressive policy of research. Result 
is exclusive patented advantages. 


C & L Heat Tools are precision built 
for long years of heavy service. This 
means no customer kick-back—so pos- 
sible with less certain makes. It means 
customers satisfied with a quality product. 


So check your torch stock now. See 
if you've sufficient C & L Heat Tools 
on hand. 











CLAYTON & LAMBERT 
Detroit, Mich 


MFG. CO 





| electric 


| struction 


new men so millions of dollars worth 
of new equipment can be used night 
and day, and has doubled its employ- 
ment in fifteen months.—National Ma- 
chine Tool Builders’ Assoc., Cleveland, 
Ohio. 


Tractors—Just 
two-color catalog, Form 6425, listing 
the more than 50 products which are 
manufactured by the company.  Sec- 
tions of the 


issued is a 


booklet are 


36-page | 


devoted to | 


“Caterpillar” track-type tractors, road | 


machinery, Diesel and natural gas en- 


gines, Diesel marine engines, Diesel 
automotive engines, and Diesel and 


natural gas electric sets. Each of the 
products is illustrated, and brief speci- 
fications are given.—Caterpillar 
tor Co., Peoria, Ill. 


Trac- 


Metal Cutting Saws—A completely 
revised edition of the 1937 Manual of 
Metal Cutting Information. This 40- 
page booklet is quite comprehensive in 


its coverage of metal cutting saws. It | 


offers a number of worthwhile sugges- 
tions as to use of hand operated hack 
Saws, points to check in power opera- 
tion, causes of common difficulties and 
tips on how to get the best production 
from band saws.-—-V. O. Co., 
Inc., Detroit, Mich. 


Barnes 


High Frequency Electric Tools 
Nineteen new models of high frequency 
this 


tools are shown in 


new 
catalog. New models consist of: bal- 
ancers, drills, grinders. nut setters, 


the “Pix-Up” finder, polishers, rubbers, 


sanders and screw drivers. Larger 
than previous edition, the No. 61 con- 
tains a complete section of balancers 
and is fully illustrated by tool and 
action pictures, together with full spe- 
cifications. Independent 
Tool Co., Chicago, Ill, 


Hot Process Softeners 
catalog on “Hot 


\ 48-page 
Water Soft- 
eners” for removal of hardness, silica, 


Process 


and other scale-forming material from 
boiler feed and industrial 
waters, has been published. 


process | 


The book | 


Pneumatic | 


contains a nine-page appendix of feed- | 
water chemistry, in addititon to heat | 


balances, flow diagrams, two-color con- 
drawings, and 


engineering 
tables and charts. The catalog pro- 


| vides a basis for selecting the proper 


| method of feed water conditioning that 


| for any given plant. 





will be most suitable and economical 


Cochrane Corp., 


Philadelphia, Pa. 


Conduit Fittings —“Racolets” is the 
title of a recently released catalog. and 
is the trade name of a new line of 
conduit bodies, explosion-proof fittings 


and vapor-proof fittings. The “Racolet” 
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Remember 





FOR 
STEADY PROFITS 


handle 


ec} Fe) =) > 


BELTING AND WEBBING PRODUCTS 


- fance ** aA CONVEYOR BELT 
For inst FOR THE FOOD AND 


CANNING INDUSTRIES 


eee GLOBE 
SEL KANRY-TEX BELTING 


Specially designed and manufactured for use 
in food and canning plants for conveying 
purposes. A treatment, developed by 
GLOBE engineers, makes this belt impervious 
to fruit juices and acids, hot water, live 
steam—it's also odorless and tasteless. All 
these tangible selling points can add to your 
sales for this type of belting. 


This Belt Is Just One of a Complete Line 
That Includes 
Solid Woven White Cotton Belting 


Waterproof Treated we * Endless Woven Belts 
Sifter Brush Webbing | 


ting Cloth Webbing 
Harvester Webbing 


GLOBE PRODUCTS, coupled with the 
GLOBE POLICY, make money for you 
write for details! ! 


‘Globe Woven Belting Colne 


1390-1398 CLINTON 





BUFFALO 


NEW YORK 


@ Any gauge can 
be rough-handled 
out of adjustment. 
However, if it's a 
MARSH “Recali 
brator’ Gauge 
turning this ‘Re 
calibrator’’ screw 
corrects the gauge 
throughout its 
ENTIRE scale. 


Write for our distributor plan 





169 





BALDOR 
scxanc GRINDERS 


t “ARB IDE 
TOOLS 





Sa 

More AND More Factories are Usinc 
Carpipe Toots AND NEED THIS SPECIAL 
GRINDER. 

Precision-built for accurately and quickly 
sharpening Carbide Tools. '/, h.p. heavy-duty 
motor. ASK FOR BULLETIN No. 83. Price, 
complete, $95.00. 

BALDOR ELECTRIC COMPANY 

4364 Duncan Ave. St. Louis, Mo. 


BALDOR GRINDERS 

















“SUDDEN DEPTH” 
Carboloy Tipped 
DRILL POINTS 


The Drill-Bits Every 








w% Hold Edge Longer. 
% Are Quiet in Operation. 
*% Work Best in 


Rotary Drill. 


chanics, 


demand and repeat business. 


and Catalog of PAINE 


Jevices. 








| earths, and many other products of the 
| mine, chemical, food and agricultural 


| Til. 


| tion of this manufacturer’s Industrial 





Mechanic Wants because they 
%& Drill holes 50 to 75% Faster. 


Slow Speed | 


Our national Trade Paper Ad- 
vertising to over 450,000 Me- 


| 


blue 
| 


Industrial Plants and | 
Institutions is creating a steady 


Write TODAY for New Drill Folder | 
Anchoring | 

















900 980 950 


Figures 


955 


| 
| 


| 


flexible bearings. 
| ally any sizes, the bearings are recom- 
| mended: 


line is malleable, and is finely finished 
with a heavy coating of cadmium. [I- 
lustrations, tables and price lists are 
all to be found in booklet “CB” which 
deals with sales features and advan- 
tages of the “Racolet” line—All-Steel- 
Equip Co., Aurora, Ill. 


Roto-Louvre Dryer—The comple- 
tion of a new catalog and engineering 
data book, No. 1911, on the Roto- 
Louvre Dryer, has been announced. 
This dryer, also used as a cooler, is 
recommended for the drying of coal, 





ore, sand, granules, powders, pulps 


industries. The book contains both 
photographs and drawings of typical 
installations.—Link-Belt Co., Chicago, 


Industrial Products—The 1941 edi- 
Products Catalog is now available. 
This 52-page, illustrated book contains 
information and recommendations on 
high and low temperature insulations 
for every industrial need from 400 deg. 
F. below zero to 2500 deg. F. above. 
Complete data are also included on re- 
fractory products and castables; speci- 
fications on Bonded Asbestos Built-up 
Roofs and insulated roofs; indus- 
trial friction materials, etc. The cata- 
log also describes in detail industrial 
flooring plank, asphalt tile flooring and 
transite movable partitions. Copies of 
this book, Form GI-6A. are available 


on 


upon request.—Johns-Manville, New 
York, N. x. 
Flexible Bearings—An _ attractive 


broadside is devoted to the de- 
scription and illustration of “Torflex” 
Available in virtu- 


noise, vibration and 
lubrication elimination; for impact and 


for 


shock absorption; for parallel and 
angular misalignment compensation, 
ete.—Harris Products Co., Detroit, 
Mich. 


Fibre-Tile—The booklet, “Dubl-Thik 
Fibre-Tile”, and _ illustrates 
new tile-like panel material for kitchens 
and baths in new and old homes; also 
for hospitals, schools, stores, etc. Book- 
let contains directions for applying and 
finishing of panels—Upson Co., Lock- 
port, N. Y. 


describes 












CAR 
MOVERS 


The Badger Power 
King is a fast 
moving, easy to 
handle tool. It has 
a world of power 
and can move a 
locomotive. Just 
the thing for 
heavy duty work. 
Years of success- 
ful manufacturing 
recommend all 
BADGER Car 
MOVERS — Power 
King — Never-Slip 
—Slip-Proof and 
Safety Car 
Wrench. Sell them 
for safety and 
economy in serv- 
ice. Our guar- 
antee and 
service on your customers’ orders back 
you up. 


ADVANCE CAR MOVER CO. 


APPLETON WISCONSIN 











makes ONLY 
non-ferrous 
and stainless 


tii MODERN 
HARPER 
PLANT. 


fastenings 





QNE COMPLETE manutfac- 















EXCEPT IRON and STEEL. 


Screws an 
MONEL 


in all the alloys. 


now. 


turing unit that manufactures 
BOLTS, NUTS, SCREWS and 
WASHERS out of everything 


Cap Screws of BRASS, Lag 
anger Bolts of 
BRONZE, Bolts and Screws in EVER 
DUR, Washers, Rivets and Nuts of 
and most every type of 
STAINLESS fastenings you could 
require. Every popular type and size 


That's the story — 3600 STOCK 
ITEMS in every alloy except iron 
and steel and plenty of production 
equipment to make those small 
troublesome specials you need right 


A few of the complete line of PAINE Anchoring 
Devices. Fig. 900—Lead Expansion Anchor; Fig. 


980—Malleable Shield; 
serew Anchor; Fig. 
Anchor. 


THE PAINE CO. 
2969 Carrojl Ave. Chicago, Ill. 


New York Warehouse & Sales: 48 Warren St. 


Fig. 950—Lead Wood- 
955—Fiber Woodscrew 
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| Clutches 


New 16-page bulletin, 
| MGT, showing gear tooth drive disc 


clutches in 8, 10. and 12-inch or B, C, 
and E sizes. Clutches are illustrated 
with adapters and also as mechanisms 
without adapters.—Conway Clutch Co.., 
Cincinnati, Ohio. 
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Send for the 72-page Harper Cat- 
alog — “Bible” of the non-ferrous 
and stainless fastening industry. The 

a arper Company, 2622 Fiet- 
cher St., Chicago. 


HARPER 


a/ 
UC HM4CGGOG 
7 
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Indianapolis Brush & Broom Mfq. Co. 138 


Ingersoll Steel & Disc Co.. 
International Nickel Co 


Jackson Mfg. Co 

Jenkins Bros. .. 
Johns-Manville 

Johnson Gas Appliance Co 
Joyce-Cridland Co 


Kennedy Valve Mfg. Co 
Key Ge. «.... 
Klein & Sons, ine. Mathias. .. 


Laminated Shim Co 
Lamson & Sessions Co.. 
Laughlin Co., Thomas 
Link-Belt Co. ... 

Lowell Wrench Co. 

Lufkin Rule Co 
Lunkenheimer Co., The.... 
Lyon Metal Products, Inc. . 


Manheim Mfg. & Belting Co 
Marsh Corp., Jas. P.. 
McGraw-Hill Book Co 


Medart Co. . 
Medart Mfg. Se. Fred 
Millers Falls Co 


Milwaukee Brush Mfg. Co. 


MILL SUPPLIES © MARCH, 


. 146 


153 
. 169 
166 
103 
132 
112 
i 


1941 





Morgan Vise Co. 
Morse Chain Co 


National Production Co. 

National Tube Co., Div. of U. S. 
Steel Corp. 

National Twist Drill & Tool Co. 

Nicholson File Co 

Norton Co. 


Osborn Mfg. Co.... 
Ottemiller Co., Wm. H 


Paasche Airbrush Co. 
Paine Co. . . 
Parker Co., Charles. 
Plymouth Cordage Co 
Powell Co., Wm.. 


Raybestos-Manhattan, Inc. 
Republic Rubber Co 
Republic Steel Co 

Ridge Tool — 
Rockwell Co., W. S 
Roper Corp., a D. 


Russell, Burdsall & Ward Bolt & Nut 


WG es cuckan esau 
Safety Belt Lacer Co 
Safety Socket Screw Corp 
Shafer Bearing Corp.... 
Simonds Saw & Steel Co 
S K F Industries...... 
Skilsaw, Inc. ... 
Smooth-On Mfg. Co 
Spartan Saw Works, Inc 


Standard Pressed Steel Co 86, 


Stanley Hand Tools 
Starrett Co., L. S 

Stow Mfg. Co.... 
Strand & Co., N. A 


Templeton, Kenly & Co. 
Thermoid Co. .. my 
Thompson & Son Co., Henry G 


Toledo Pipe Threading Machine Co. 


U. S. Steel Corp 10, 


Upson-Walton Co. 
Utica Drop Forge & Tool Corp 


Valley Electric Corp 
Victor Balata & Textile Belting Co 
Victor Saw Works, Inc. . 


Walker-Turner Co., Inc 
Wall Rope Works. 
Watson-Stillman Co. ... 
Weinberg & McKee Co. 
Wells Mfg. Corp 

Whitney Mfg. Co., W. A 
Wickwire Spencer Steel Co 
Williams & Co., J. H 
Winter Bros. Co ; 
Wood's Sons Co., T. B.. 


Wright Mfg. Div. of American Chain 


& Cable Co., Inc 


Yale & Towne Mfg. Co 
Yarnall-Waring Co. 
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backtires 


. @ meeting ground for discussion of 


problems*common to both distributors and manufacturers 





Ten years ago this industry conducted a test tube 
study of its economic importance. Throughout the last 
ten years this industry has applied the results of that 
study to its problems and emerged in 1941 as one of 


the most vital forces in American industrial economy. 


If there is any doubt in any one’s mind about the vital 
necessity of the industrial distributor in the national 
defense program, all he has to do is to ask the thousand 
and one plants who are working directly on defense 
materials or who are producing products used in the 
manufacture of such material. 


Without the basic knowledge and understanding that 


distributors have of the products and service require- 


ments of industry—without the experience and ability 
of the distributor to meet emergencies and take them 
in his stride—today’s situation would not be a case of 
one or two bottlenecks and a few tight spots, but a 
continuous series of production crises! From one end 
of the country to the other this fact is realized and 


appreciated by industrial buyers. 


Industrial distributors have been able to meet indus- 
try’s demands under present emergency conditions be- 
cause they know the purchasing requirements of every 
plant in their territories. They know them because they 
have been serving these industrial units over the years. 
Their daily contacts with the production men, engineers 
and buyers have given them a yardstick to figure accu- 
rately what the requirements on tools, machinery and 
supplies will be from day to day, week to week, and 
month to month, 


Actually, American industry has placed squarely on 
the shoulders of industrial distributors the responsi- 
bility for maintaining a smooth-running industrial 
activity. Distributors are carrying that responsibility 
today—without a hitch. 


Because the avalanche of general publicity about the 
defense program scarcely ever mentions the industrial 
distributor, some distributors and some manufacturers 
selling through the distributors may feel that the real 
importance of this industry is not known or appreciated 
by the many agencies responsible for national defense 
activity. Mill supply houses are not good copy for the 
newspapers. Their services are extremely vital, but not 
sensational. 


But the fact remains that American industry itself is 
daily bringing to the attention of defense authorities 
the tremendous cushioning effect of distributors’ service. 


It is unthinkable that the status of the industrial dis- 
tributor would be changed by those responsible for the 
national defense program. On the contrary, defense 
authorities must recognize that his services are more 
essential today than ever before. 
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